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‘RE there machine shops like this in 
yourtown? Machine shops are busy 
now—their business increases daily. 





That means tools for new workmen 
—increased equipment for tool rooms. 

Naturally Brown & Sharpe tools are in brisk 
demand. 

These tools area known quantity with workmen 
and shop buyers—years of satisfactory service 
have demonstrated their accuracy, reliability and 
ultimate economy. 

Here's a profitable field you should cultivate. Let 
shops and mechanics in your town know you 
carry the B. & S. line—tools standard for accu- 
racy and good service. 


Result—profitable sales that build good will and future 
business. Read page 4 and see how we help. 


Brown & Sharpe Mfg. Co. 


PROVIDENCE R. L, U.S.A, 
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847 ROGERS BROS. 


“Silver Plate that Wears” 





COLONY” 
PATTERN 
FRENCH GREY 


WITH BRIGHT ~— 
BOWLS, ETc. 
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ost Easily Marketed” 


N a business experience of 48 years we 
have never had goods in our cases so 
dable, of so good value to the customer 


° 3% 
easily marketed. —LExtract from dealer's letter. 





ality and reputation of the ware and 
maker s co-operation with the retailer 
s 1847 Rocers Bros. ware “the most 


ily marketed. 
Write for Circular 1245-2 describing our trade helps. 


TERNATIONAL SILVER CO. 


Successor to Meriden Britannia Co. 


MERIDEN, CONN. 
‘NEWYORK CHICAGO SAN FRANCISCO 
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Teach the Boy a Craft While Young 
and He Need Not Live By Craft Later 





MADE IN AMERICA 


The dealer who anticipates the wants of the American Boy this year by stocking up 
with Structo will reap the profits. To show Structo is to sell it. 

The average boy shows a predilection for building in his early years. The so-called 
destructive habit of boys can be overcome by the constructive habit, as exemplified 


»4 STRUCTO 


is made in America for the 
American youth. It is an 
all the year round seller. 
There are no seasons for 
Structo, for it fills a long- 
felt want in the heart of a 
true boy. 




















Big Profits 





Geared 
Electric Motors i| wee me a = To Dealers 
iz © oe PE POO © OMS ae ah 1 
FREE BS ee eae Wea Write 
| == ate MI iff c—————— -“ eee ; 
in Outfits 2 SI for 
* . CUM LOO iF, “s => 
Retailing our 
Proposition 


$5 and over 








STRUCTO MANUFACTURING COMPANY 


FREEPORT, ILLINOIS 
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Provipence.R.1. June 14, 1915. 
Dear Sir, 

TRE CATALOO You REQUESTED BAS 
BEEN MAILED. AND WE REFER YOU - = a “a 
To THE FOLLOWING DEALERS WHO THE R EX 
WILL GLADLY SUPPLY ANY OF Tus 
TOOLS YOU WIe8H TO PURCHASE. 

Yours Tru ty. 

BROWN & SHARPE MFG. Co. 


Swift Hardware Co., 11 Main St., Jaynesburg, Pa. 
H. J. Carey Co., 35 Church St., —™ : 
Harmon & Gross, 205 E. Main St., e > 


eerenceve-see-ee oo ee omer cane ees anne. . ° eae ane soe =~ ene 
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One Way We Help You 


To Increase Your Sales 
of Precision Tools 





We Run Many Advertisements 


in the leading trade journals and in some magazines 
of national circulation. Thus we reach thousands of 
progressive mechanics—all buyers of precision 
tools. In addition to featuring the advantages of 
the Brown & Sharpe line we offer our catalog or 
special folders on the tools displayed in the adver- 
tisements. 


Mechanics In Your Town Read Them 


They are not slow to appreciate the mechanical 
excellence of these tools. By far the majority of 
them know of or use B. & S. tools and these ad- 
vertisements are a constant reminder of the advan- 
tage of keeping tool kits in first class condition. 
They also keep these men well informed of new 
additions to our extensive line. 


They Write for our Catalog 


and they don’t request it out of idle curiosity—they 
want it because it lists a line of tools world known 
for high quality and in addition contains information 
of much value to them in their shop work. Once in 
the hands of a buyer of precision tools that catalog 
is going to produce results in sales. We receive hun- 
dreds of such requests monthly and 


We Send the Catalogs and Refer the 
Mechanics to You 


A man is interested in the line when he writes 
for the catalog and we make his buying easier by 
giving the names of reliable dealers who carry our 
tools. We have endeavored to arouse his interest in 
the B. & S. line and in referring him to you it re- 
mains for you to turn that interest into a sale. We 
are doing our share to stimulate business for you. 


How About Your Part ? 


Do mechanics in your town know that at your store can always be found a good stock of accurate 
and reliable precision tools? Do they see your local advertising tying up with our advertising? Are they 
attracted by your window displays of mechanics’ tools to the extent that increased business is the result? 
We stand ready to furnish catalogs, show cards, folders, electrotypes for dealers’ catalogs and news- 
paper advertising, etc. Get in touch with us if you are not taking advantage of these helps to more 
business. 


Brown & Sharpe Manufacturing Company 
PROVIDENCE, R. L, U. S. A. 


A full line of our tools is carried at our Chicago Store, 626-630 Washington Boulevard, Chicago, Illinois 
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Read these Coes 





Buying wrenches for 
stock is like building a 
new house. You must 
study the specifications. 
You want to know what 
you are getting for your 


money. 


It is an actual proven 
fact that the Coes Knife 
Handle Wrench is 30% 
stronger than other 
wrenches which were 
placed alongside and 
submitted to test. Yet 
we ask only 5% more 
for this 30% stronger 
wrench. 


Here are the specifica- 
tions, in brief: 


Fully hardened and cold 
swaged steel bar, extend- 
ing full length of wrench. 
Hardened one-piece ad- 
justing thumb screw. 
Handles finely finished 


Coes Wrench Co. 


Worcester 
AGENTS: 


J. C. McCarty & Co., 29 Murray St., New York 
John H. Graham & Co., 113 Chambers St., New York 


pecifications 


and shaped to a natural 
grip. Self-contained, no 
loose parts — and every 
one of the sixteen proc- 
esses in making, watched, 
inspected and O.K.’d by 
expert men who know 
“Coes” specifications, and 
see that they are fol- 
lowed to the letter. 


As a result of the expert work- 
manship and inspection, the 
Knife Handle Wrench is the 
kind of a wrench that the 
mechanic has long wanted. 
No frills—none of the fancy 
‘“fixins’—but the stuff to 
stand the strain—the wear and 


tear. 


' Coes is fast selling stock and 


your jobber knows it! 











Ten Solid 
Simple Parts 


Mass. 
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Cyclops Nail Puller 


Retails for $1.00 





‘Look at the Eagle Beak Jaws” 


A FEW SELLING POINTS: 


No springs to break. 
Will not turn in the hand. 


Manufactured by 


Unobstructed view of nail. Union Hardware Company 
Jaws hardened and tempered. 
eee See see ee : Torrington, Conn., U.S. A. 


Oblique delivery of ram blows. 
Handle prevents bruised hands. 
Will not roll off inclined surfaces. 
Length 18 in. Weight 4% Ibs. ea. 


New York Office: 99 Chambers Street 
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Typical of Our 
Service to the 
Dealer 


EXT to producing the best 
quality in tools is the method 
of distributing them. Here’s 

a way we help the Billings and 
Spencer Dealer sell our wrenches. 
This B. & S. Wrench Display Sales 
Board ADVERTISES, SELLS and 
STORES wrenches. It has made 
good. It fills a natural demand that 
has long been felt. That it has been 
appreciated is evident by the num- 
ber already in use. But there should 
be more in use. Every dealer who 
puts it in opens a way to more prof- 
its because of the better service it 
permits him to give his customers. 
It does away with old - fashioned, time- 
patience-sales-losing methods of placing 
them in drawers hidden behind counters 
and out of sight. This board places them 
where they can be seen, where customers’ 
selections can be quickly and satisfactor- 
ily made. No deadwood. It carries half 
dozen wrenches of sizes that are in de- 
mand. It serves also as a reminder to 
the man who “just came in to purchase 
an oil can.” It acts as a courteous, clean- 
cut salesman. It appeals to the custom- 
ers’ discrimination and judgment. The 
B. & S. trade-mark plainly displayed 
eliminates all doubt in his mind. 

You need one in your store. Its use will 
convey to your customer the impression 
that you are a merchant who tries to 
serve them the BEST in the best way. 
Use the coupon below at once — the 
sooner the better. 
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The 
Billings © Spencer 
Company 
Hartford - Connecticut 
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Showing the Billings & Spencer 
Wrench Display Sales Board in Use 


Send Coupon NOW 


J 
vA Billings 
/ & Spencer 


f 
/ Co. 
i Hartford, Conn. 


/ 
‘ 
/ 


/ Without obligat- 
/ ing us we would like 
/ to know more about 
‘your wrench selling 
‘plan. 
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The Banner of Merit 


Showing 


THE OFFICIAL AWARD RIBBON 
OF THE MEDAL OF HONOR 


Awarded 


TRIMO TOOLS |%&® 


at the Panama-Pacific International Exposition 
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TRIMONT 
Migcmere) 


ROXBURY, MASS. 








0798044000 WYUYW-JoVEL 






=ST AWARD 
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Send for Catalogue No. 133 
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Always Associated 
With Quality and Service 


R over half a century Nicholson Files 
have been linked to quality and service. 
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This is something worth remembering when 
you order Files. 


“ 


t Fier 


oe 


IS FRO oe 
a .n3 


The experience of over 50 years gives Nicholson 
Files a standing which deserves instant recog- 
nition. [heir workmanship is flawless. Their 
shape and cut, quality and temper of steel are 
guaranteed uniform. 


Over 6000 varieties in stock; no delay in fill- 
ing orders. 
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The "Nicholson" trade mark on a file, enables you to 
make rapid sales, wait on more customers, guarantee 
absolute satisfaction, and by quick "turn over" of your 
Stock increase your profits. 


Prep erons 


Write for complete Catalog and a copy of “File Filosophy” 
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Nicholson File Company 
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COPPER 
BEARING 
TERNE 
PLATES 


A TIN ROOF OF GOOD MATERIAL 
AND APPLIED BY COMPETENT WORKMEN 
WILL OUTLAST THE BUILDING 


Our Terne Plates are made from copper bearing base sheets. The coat- 
ing of pure tin and new lead, mixed in proper proportions, forms a 
covering which is absolutely rust resisting. 


Each plate is carefully, evenly and _ liberally coated. 


It costs us more our way, but it pays—pays us in repeat 
orders, pays the purchaser in enduring wear. 


We KNOW they will stand up under severest 
conditions and make good—in every instance. 


When you buy our 
Warranted Terne 
Plates you can de- 
pend upon the 
quality being ab- 
solutely the best, 
as represented. 
They are made for 
Service—to get 
more jobs for you. 


OUR STOCKS 
ARE COMPLETE. 


WE MAKE 
PROMPT SHIPMENTS. 





| BOOK OF SAMPLES | 
| ON REQUEST. 








MILWAUKEE CORRUGATING CoO., MILWAUKEE, WIS. 


BRANCH AT KANSAS CITY, MO. 
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CALIPER COMPAN ) 


SES y 


Put In This Line 


You Can Guarantee It 


If the customer to whom you have 
sold a Union Caliper Co. product 
should bring a tool back and complain 
because it did not work right, you can 
fix him up in a minute and send him 
away pleased. He gets a new tool if 
the one he brings back did not do the 
work for which it was intended. 


We furnish the highest possible 
quality of goods at reasonable prices. 
Every tool is guaranteed. It is possi- 
ble for us to do this, because we use 
extreme care in every detail during 
the process of manufacture. 


~The Union line should be on your 
shelves. Ask us what we are able to 
do for you. It will interest you. Re- 
member that we guarantee our prod- 
uct to both the dealer and the user. 


Union Caliper Co. 


Orange, Mass. 
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The cream of the 
cream separator 


trade goes to the 
De Laval Agents 


> » 





THE DE LAVAL SEPARATOR CO. 


29 E. Madison Street 1016 Western Avenue 
CHICAGO SEATTLE 


101 Drumm Street 


SAN FRANCISCO 


165 Broadway 
NEW YORK 
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: W MYERS 
> —— Wren, PATENT 
Tap COGGEAR 













ate 
| ; . 
¢¢ at? 7s 


PHANDLE js : } 
. ISLBS. ~~ 

bed _ PRESSURE 
PRESSURE ie nf RESSURE | 
10 LBS. [fal 110 LBS. 



















10 LBS. 














WELD 
pa A 


© _ mt ork eehae 4 ae iy ts abs z nee Fos Me te RA 3 : r a x 33 PS MA tees ss 
pad Sat ib mat ‘ * - Ss SS ee 
AIA See ee a RS Oe this peattit i 
cman aaletted eae diet a 
is reveal eee — po an 7 —— — a ee ers - = = 








. a 
\ \d , 
. , 
sssemosss . . : Y, eo sAe . ; 
oe + \ . Pe a* ‘ , 
; : , Ary 
: ey ’ . i 6 tye 9 7 Tyr 
: ‘ad : | Mf) S pA 
wD, t sN " : coe 
> : . ’ , sy j / 
3 : ’ > = ° 
: ost > soos: 
sess estes \ . , | y ay 63 tts 
: = = 4 iY ‘ ‘ + & 
=~ : 5 
, ’ “4 
, ~~ y, osm rs 
: 2 


a ientns BR 


. JASAVINGINLABOR Fe=p FO al 





33 Y3 % ae Es - seine 











YERS Cog Gear Pumps are the result of PATENTED 
Myers efforts to lessen the labor of pumping 
water. The Cog Gear improvement on 

Myers Water Lifters—Well Pumps, House and 

Cistern Pumps, Hydro-Pneumatic Pumps, Low 

Down Pumps and Spray Pumps—is a development 

of correct mechanical principles that has taken 

vears to perfect, until today there are thousands of 

Mvers Pumps equipped with the patented “rolling 

motion” feature, pumping water under every imag- 

inable condition. 


PATENTED 










MYERS COG GEAR 
ROLLING FRICTION 






ONINVIE YITION| O 


























And why? For no other reason than this—Myers Cog Gear Pumps under many severe tests 
have demonstrated that they require at least 33 1/3 per cent less power to operate than the 
ordinary every-day pumps that are built with the regular head. This improvement then is of the 
greatest importance, for it offers many possibilities in improved and easier water facilities. 


For example—a Myers Cog Gear Pump under similar conditions can be operated with one- 
third less power than the ordinary pump. It will be readily seen that this extra light draft will 
permit the use of much larger cylinders with a corresponding increase in water volume, without 
requiring any additional power to operate. The free, easy “rolling motion” stroke of the Cog 
Gear produces great lifting power, and instead of requiring back-hreaking efforts to pump water, 
a full easy stream from a much larger cylinder can be pumped from a deep well just as easily 
as it can be lifted from a shallow one with a regular pump head. 


This is the pump service your customers want—MORE WATER IN LESS TIME WITH 
LESS ENERGY—MYERS PUMPS are built for any well or cistern—they give you this service 
constructed in many styles and sizes. Some of these will just fit the requirements, whatever 
they may be. 


You may also be interested in other important Myers Lines, such as Pumps for Every 
Purpose, Hay Tools, Door Hangers, Rack Irons, Etc. Our complete catalog describes all. Write 
for a copy today. 


F.E. MYERS & BRO. 


ASHLAND, OHIO 
ASHLAND PUMP AND HAY TOOL WORKS 
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‘‘It's a Pleasure 
to Handle Gf 
" Wickwire Wire °* 


Products” 















“I’ve been handling their goods for over 30 years 
now, and the Wickwire people are as fine a crowd to 
do business with you as you’d ever want to meet. 
You’re sure of getting a square deal from them every 
time. 


“And when it comes to the quality of the goods, 
you can’t beat Wickwire quality, and in my private 
opinion you can’t equal it. You can stand behind it en ar 
all the time. They control every step in the manu- [Rie 2 
facturing process. They have their own ore mines, 
blast furnaces, Open Hearth Steel plant, rod mill, 
weaving, netting, galvanizing and painting plants. 
Nothing second-grade ever leaves their place. 


Yes, sir, if you want to give your customers value 
received you couldn’t do better than handle the Wick- 
wire line. Ask your jobbers for prices. 








Wickwire Brothers, Inc. 
Cortland, New York 
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With energetic dealers who 
handle Waukegan-Cyclone 
Ornamental Fence, Gates 
and Accessories, because 
there is a steadily growing, 
all-the-year-round demand 
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The Waukegan-Cyclone Victor Farm Gate suits the farmer An attractive disp lay of Waukegan-Cy clone 


trade. Five times as many Victor gates are sold eve ear as of any ; 

—. oe ~ a —— Mg is — ~ years of hard — goods will draw the trade to y our store. It 
and has important advantages found in no other farm gate. rong, : ° . 
Carbon, Tubular Steel Frame, made rust resisting; Heavy Galvanized No. means quick sales and good profits. Now is 
9 Wire Fabric; Double Raising Device; Automatic Double Latch; Rigid . ’ . 
Frame Locking Device. These are not mere talking points, but practical | the time to get the best of the season’s busi- 
selling points which your customers will recognize on sight. 
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WE WANT TO HELP 
YOU MAKE SALES BY 
DIRECT APPEAL TO 
YOUR CUSTOMERS 
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Every home owner will be interested in this attractive Flower-Bed 
Border. Requires no posts to set it and will fit any size or shape of 
flower-bed. It is an ornament and a protection. Will last for years. 








Take advantage of our Free Service Department for Dealers. It 
will cost you no money and very little trouble to send us a list of 
“prospects” who should be in the market for an Ornamental 
Fence and Gate, Flower-Bed Border, Trellis, etc., or for Victor 


Farm Gates. 


We will get busy in your behalf and send them attractive literature 
which will arouse their interest and bring them to your store. 


+) 
4} 


It will mean a substantial increase in your fence and gate business and 
give the profit side of your ledger a boost that you'll appreciate. 


Our prices to dealers leave you a good margin of profit. 


Write for our Handsome Window Displays, Signs, etc., and for full 
information. 


Illustrated Folders and Catalogs free on request. 
You will find our “4-in-1”" Pla 


Ground Outfit a good seller. It 
something that ought to be in the yard 
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Cyclone Fence Co., Waukegan, Ill. 
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“What Men Fight About” 


Te greatest war of all times is being fought 

today, and it is not a war of kings or 
kaisers; it is a trade war and is therefore par- 
ticularly — It is a fight for places in the 
sun where shops may be set up. 
Men don’t fight so savagely for 
mere Kings, Ideals or Religion. 
Back of the patriotism, back of 
the wild dreams of Empire, are 
the hard material ambitions of 
the great trading nations. 


This demonstrates vividly just what 
an age of competition we live in. 
Small wonder that human bodies 
break under the strain. Poor Harri- 
man worked himself to death. He 
used up so much vitality to keep his 
mind going at an express speed that 


his body rebelled and he died of star- 


vation. 





It pays to take time to study your problems and your powers. Not 
only your power to accomplish, but your powers of endurance. 
Business men owe themselves this book. 


“SECRETS OF PERSONAL CULTURE AND BUSINESS POWER” 





There are 58 chapters to this volume | 
de-luxe. Such headings as “‘Enemies ORDER BLANK 
Are Assets, “Making Good and Mak- Hardware Age Book Dept. 
ing Excuses,’ and ““The Seven Mis- 
takes of Life’’ may hint at the untold | 239 W. 39th St., New York. 
value printed on these 176 pages. Enclosed find $....... for 
You will find them a mental stimulant [| __.. copies of Meador’s 
for better oe inspiration for Seacets of Pascoe) Colne endl 
personal cu orig Business Power, at $1.00 pre- 
The book is handsomely bound in sali Geieih-wis: eeneel weston 


ooze flexible lamb, is edged in bur- 
nished. gold, and comes in a box. 

The price is $2.00, but we have geet jf ceeresrececevsesececceesevsecs 
aside one thousand copies for adver- | .......cccccccccccccccee 
en en Mar We Oe doc kt ccc nce ececeses 
$1.00 each to paid-up subscribers and 
advertisers. 


pei wad & ke Express. 











Hardware Age Book Department 
239 West 39th Street, New York 
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SELL Paste 
Red Lead 


















New Connecting Terminal Elevator, Buffalo, N. Y. Steel work Dutch Boy Red-Leaded 


bridges, gas tanks, canal locks, elevators, boats) that it may be 
hard to associate this notably superior paint with any other 
class of paint. 


S" much red lead is used to protect big structures (skyscrapers, 


The fact is that contracting painters everywhere are protecting smaller units—fixtures and the metal parts 
of buildings—with red lead. Since the introduction of this high- grade preservative in paste form, convenient to 
handle, red lead has taken its place next to white lead on the painter’s scaffold. 


Many users have waxed enthusiastic over the merits of 


Dutch Boy Red Lead-in-Oil 


(A Paste like White Lead) ., 


One booster writes: “‘I never saw red All this is true to the letter of Dutch 
lead with such a spread. Only half of the Boy red lead-in oil. It works easily 
material bought for the job was needed.” under the brush, spreading unusually far. 
Another says that the red lead really be- Moreover, the film is uniform through- 
comes a part of the metal. out, but thickness is not sacrificed. 











Dutch Boy red lead-in-oil is just the tonic many stores need to give 
sales a big boost. The market for it is practically unlimited. Every 
painter is a prospect. Every painter should be a purchaser. Get in 
on the ground floor. Stock up to-day. Sell paste red lead. 


NATIONAL LEAD COMPANY 


Makers also of Dutch Boy White Lead and Dutch Boy Linseed Oil. 


New York Boston ) Buffalo — Chicago 
Cincinnati Cleveland St. Louis San Francisco 


Philadelphia (John T. Lewis & Bros. Company) 
Pittsburgh (National Lead & Oil Company) 
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Simonds Pruning Saws 


Pruning season is here SEEMS TO ME 


and farmer, gardener and _| YOURE LOOKING 

rural dweller demand a first VERY HAPPY 
: THIS MORNING 

class pruning saw for use in orchard DR: SAW 


: and garden. Make a window display of 
© Simonds Pruning Saws 


Bere and reap the full profit of the season. Si- 
monds Saws are unsurpassed in quality and 
‘ workmanship, hold their edge and set, run 
AE easily, cut fast and clean with least exertion, 
ssS and do not bind or scrape. They are made 
of the finest steel tempered by the special 
Simonds process which assures uniformity of 
temper throughout the entire blade and per- 
fect satisfaction to the user. 



























are absolutely guaranteed, and are the result of over 
eighty years’ experience in making cutting edge tools. 


“If you want saws that cut like diamonds, 
Ask for saws that are branded Simonds.” 


Write us for trade pointers and catalog. ‘eat Ni 


Simonds Manufacturing Co., ‘The Saw Makers” Fitchburg, Mass. 
5 FACTORIES 11 BRANCHES 














These Luther Tool Grinders Are Just What 
Vu Garage Men and Motorists Want 


Luther quality, Luther improvements and Luther 
reputation make the sale of these great tool 
sharpeners easy. Profits are highly satisfactory. 
Better get Luther grinders into your store now 
and watch how quickly they “turn over.” 






Best Maide 
Number 51 


A _ crackerjack 
hand-power grind- 
er for all-round 
use. Exceptionally handy for garage 
or small workshop. Worm _ gear. 
Ball bearings. Oil bath. Tilting 
frame. Double-grit sharpening wheel. 
Dust-proof casing. One of the best 
sellers in the whole Luther line. 


Write for Prices and Terms 





Mechanics’ Special 


Built like a high-grade lathe for 
long, hard service. One-piece bear- 
ings. All parts enclosed and dust- 
proof. Many other exclusive pat- 
ented features that furnish strong 
“talking points.” A big favorite 
among shop men of all trades. 


LUTHER GRINDER MFG. CO., 803 Point Street, Milwaukee, Wisconsin 


Power Bench Grinder, Number 306 


You'll find this light-weight power grinder in 
strong demand. Bolts to any bench and operates 
by any form of power, from above, below or side. 
A big seller because of the growing use of power. 
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At the Sign of the 
Winged Greyhound 


The sign-boards hanging over the inn-doors 
along the old coaching routes of England were 
often decorated with paintings of creatures either 
created by the artist’s imagination or mythology. 


These sign-boards, the Boar’s Head, the Unicorn, the Golden 
Stag, the Red Lion, and many another are well known in legend 
and history. 








From these signs the inns derived their names and this is one 
phase and an interesting one in the development of the trade- 
mark. 

In those days an inn was remembered by the sign it displayed, 
and its growth and reputation was closely linked with the painting 
on the sign-board. 


. Along the busy streets of America today, a store is judged 
not so much by the signs it displays, as by the goods it sells. But 
the advertising of the fact that a store sells good saws will never 
do it any harm. 


It certainly won't hurt your reputation to link your name with 
the Sign of the Winged Greyhound—the mark of quality in saws. 


In fact, it will be a big boost to business. 


Geo. H. Bishop & Co. 


LAWRENCEBURG, - 
LANA AAA 


Sell Them ¢ : 
by the Set 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Fostner Bits are the only bits that are 
not dependent on a center or a level to 
guide them. They cut from the outer rim. 
The entire surface is at work all the time; 
no jagged ends, every part of the work is 
smooth and polished: They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean polished 
surface. 

Let us send you catalogues. Order 
through your jobber or direct. 


THE PROGRESSIVE MANUFACTURING CO. 


TORRINGTON, CONN., U.S. A. 
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Sets of 9, 11, 17 bits are 
furnished in compact cases 
for the convenience of the 
user. 
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NEW 


Every hardware dealer should write for a 
copy of this new 


Catalog No. 34 


and get next to the latest additions to and 
titans 8 in the 








SSEIINA 


a 
| 
| 


wy as ECE UT UK 
line of taps, dies, reamers, gages, etc. 





This, the most complete catalog that has 
ever been issued, of tools, appliances, ma- 
chines, and devices pertaining to the cutting 
and measuring of screw threads—is just off 
the press. 


All oon one trade mark— 


NAINA 
WN Se IEEE o's 





We Ola 
Standard for a years 
WRITE FOR YOUR COPY NOW 


Wells Brothers Company Division 
Greenfield Tap and Die Corporation 
GREENFIELD, MASS. 


New York Philadelphia 
28 coed St. 38 No. 6th St. 
Chi Detroit 
13 So. Clinton St. 55-59 Wayne St. 


London 
149 Queen Victoria St. 


In Canada: Wells Brothers Company of Canada, Limited, 
Galt, Ontario. 





























2 
: ‘@) Be ready for the next prospect—quote him z 
= BELLS on the spot from an adjacent Hardware Age Z 
: and “‘close the sale.” : 
: No. 103 in use An indestructible commodity in 9 sizes, made z 
: | of tough, heavy cardboard, linen paper fac- : 
=| ing on both sides, and an unobtrusive brass edging that does the trick. | 2 
: 10 per cent. discount on orders for 2 dozen cards—circular and sample on request. 2 
|| Hardware Age Book Dept 9 ? stTezrumen 1 
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STOVE = 
BOLTS Py BOLTS 


MACHINE Agen! RIVETS 
SCREWS ae BURRS 


Largest Stock and Greatest Assortment 


American Screw Co. 


PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois 
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SCREWS 


We are manufacturers— 
that is our business. Quality 
is our aim. We carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


Write for price lists and _ discounts. 


Bridgeport Screw Company 


BRIDGEPORT, CONN. 


st33; we 
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Are You Selling as Many 
Screens as You Should? 


We are prepared to furnish screens of any size or for 
any purpose, coal, sand, gravel, ash cinder, etc., in fact 
for any thing that needs screening. 


All Wright Wire screens are sated 
and durable. 





7.) ee 
«aeeea® 


SS Sk With this line behind 
SES ESS you, it will be possible . 


~_aeaeee® 


to build up a big busi- 
ness, for the “Royal 
Worcester” and “Mar- 


tin’’ screens are well : ' 

st “ Wright Wire Co. 
Worcester, Mass. 

BRANCH OFFICES: 


" | bh 


Let us send you our 
complete catalogue cov- 


Fad Soy ew BOSTON, NEW YORK 
at ¢ ering all the goods we PHILADELPHI A, Chicago 
manufacture. Pittsburgh, San Francisco 
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Here’s the Sort of Hanger Talk 
to Shoot Across the Counter 


“What’s the use of your buying a 
hanger that neither you nor I know 
anything about? 

“I can give you any number of rea- 
sons why Red Rib Tandem Hangers 
will do everything within the province 
of barn door Hangers. 

“What’s more I'll stand back of Red 
Ribs myself, because the manufacturer 
asks me to. He isn’t afraid to guar- 
antee his product to me, so I’m not 
afraid to do likewise by you. 

“This solid double-grooved tition 
wheel runs easily on an arched tread— 
as silent in action as a sleeping babe. 

“Look at this Red Rib Track; ribbed 
for strength; enclosed to keep out bird 
and storm. And this adjustable fea- 
ture!” 

This to you, Mr. Dealer. May we 
arm you with more sales talk? 


SAFETY DOOR 
HANGER CO. 


ASHLAND OHIO 
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The Season of Long Evenings is at Hand. The Need for 





Artificial Light is Urgent 


Complete Oil and Necessary for Full Range 
Lines of all Gasoline Cans Storage of of 
Kinds Are a the Needed Capacities. 
Necessity Materials 





More oil and gasoline are used now than ever before. Short days and long evenings mean business for merchants handling 


light fixtures, supplies and equipment. 
Only a small portion of our territory is furnished with gas or electricity. 




















Brands Sizes 
9 . 
“Wheeling” eon Gasoline Cans are made to comply . allon 
a i 3—Galion 
—_n a with the strictest State law requirements. ne 
‘“Shipping”’ Capacities 


Don’t Let Your Oil Leak Out or Your Gasoline Evaporate. Use Cans made by Wheeling Corrugating Company. 
They are Guaranteed. 

Galvanized Bodies, with either Tin or Galvanized Breasts. First Class Ears, Bails, Handles, Spouts, Faucets and 
other Fittings as required. 

Labeled attractively and Decorated with with Red Bands or Stenciled. 

Complete Catalog of Stamped Ware Including the above-mentioned line upon request. 


Ask the nearest office. 





WHEELING CORRUGATING COMPANY, Wareunle W.Va. 
BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 
ALSO SALES OFFICES: 
Dallas, Texas Detroit, Mich, Minneapolis, Minn. Portsmouth, Ohio. Richmond, Va, 








INLAND 


PAINTED Steel 
Roofing, & Siding, 


Will be an active seller, giving a quick 
turn-over at a fine profit. 


Let us suggest that you make a canvas of farm-needs and 
book enough orders to make a mixed carload, for direct 


shipment from mill. 


__ Your profit on the carload will be very attractive, and you 
will not have to handle the material into and out of your stock. 


Galvanized sheets are still practically prohibitive in price—a 
fact that is leading thousands of consumers to discover that heavy 
painted sheets have advantages over light galvanized, even under normal 
conditions, and doubly so now, while war prices on galvanized 


sheets prevail. 





















Send for our lists and sizes and styles 
of roofing and siding. 


INLAND STEEL COMPANY 


First National Bank Bids. Chicago 
Works- Indiana Harbor, Ind. and Chi i ii 
Branch Offices- SLLOUIS-ST.PAUL- MILWAUKEE- DENVER-DALLAS- 
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Lanley» 
‘Tools 











Stanley Plumbs 
and Levels 


All numbers are made of thoroughly seasoned 
selected stock. They have many special features 
which will appeal to CARPENTERS, MACHIN- 
ISTS, MASONS, PLUMBERS, MILL-WRIGHTS—in 
fact, to every workman who has occasion to use a 


Plumb and Level. 
A STANLEY Plumb and Level can be readily 


identified by an ingenious device of blackening 
both plumb and level side views. This device con- 
centrates the light directly on the bubble, wh. ch, 
with the patented feature of having two indelible 
lines at the crowning or central point of the glass, 
enables the user to very clearly and quickly locate 
the position of the bubble. 


Those dealers who carry Stanley Plumbs and 


Levels have no trouble in complying with the re- 
quirements of their most exacting customers. 


Manufactured by 


STANLEY RuLeE & LEvet Co. 


New Britain, Conn. U.S.A. 








Advertising 
cheaper than ever 


Advertising today is cheaper 
than it will ever be again, or than 
it has been for some years. Why? 
Because real advertising is the ac- 
complishment of a public state of 
mind that now and in the future 
will bring orders. The field is 
more open and unoccupied today 
than ever before, and the attention- 
getting, conviction-making possi- 
bilities greater, even though imme- 
diate purchasing is sluggish. To- 
day's purchases are being made on 
yesterday's advertising, and tomor- 
row's big purchases will be made 
on today’s advertising. 


This is a great planting time for 
real advertisers—just as this is a 
great time to invest money in good 
securities—because both can be 
bought with such fine assurance of 
future compound profit. Adver- 
tising is a capital investment—and 
I mean this not as a figure of 
speech, but as a cold and expert 
accounting proposition. 


The real advertiser sees in the 
elimination of imitation advertisers 
from the advertising pages only a 
chance to profit the more from real 
advertising, and he is doing it with 
a vengeance.—‘‘What Is a Real Ad- 
vertiser?’’ by J. George Frederick in 
October Advertising and Selling. 
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Wren you sell 


your customer 
an article which does 
not give satisfaction you 


Kall the Goose 
That Lays the 
Golden Eggs 


Anchor Brand Wringers 
give satisfaction. They please 
your customers, and that is the 
cheapest and best means of 
advertising yourself and your 
business. 


Lovell Manufacturing 
Company, Erie, Pa. 


Largest Manufacturers of Clothes 
Wringers In the World. 
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In-Vu on an Easel Board 


No mail box ornaments like an In-Vu. 
The ornamental and serviceable qualities 
of this mail box are easily displayed to the 
trade by means of an In-Vu easel board 
now being supplied to all distributors of 
In-Vu products. It is for counter use and 
is most attractive. 

In addition to the four styles—oak, light 
and dark mahogany and cream white—in 
which the In-Vu was manufactured when 
first introduced to the public, a box of 
weather green finish is now being marketed 
and is proving most popular, especially with 
owners of bungalows. 

As well as glass mail boxes we are now 
manufacturing glass push plates—highly 
polished with beveled edges. Prices the 
best in the market and quality unsurpassed. 


Write for price lists. 


The In-Vu Manufacturing Company 


ROCHESTER, N. Y. 
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Show This New Caster 
To Your Trade 


ERE is the most unique specimen 

of caster construction ever devised 
and is without doubt the most practical 8 
and serviceable caster ever offered. The The N Pes lil 

‘6 . 99 : e ew onstruction 
new “Universal” Shaft-Bearing Caster sociales “ae -leceeaias Ts eleceaingl 


is a new and exclusive Universal product  —Mistripete ne otnts 5 shatt, bearings 

dving f bef ‘lized Ce in eel re I agen 
embodying features never before utilize be. furalaned in ‘sig, “laes with either 
in caster construction. a Gases Vay ta ee ot cee 


kinds of wheels. Packed one set in a 
box. 












We are thoroughly convinced that it will 
prove readily salable and ask that you 
investigate its features fully. 


Write for sample and descriptive folder 


H.A. 


Universal 
Caster & Foundry Co 
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Sleeth 





Four-Fold 
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Sleeth Mats are made of best galvanized material, in any and all shapes and 
sizes for every requirement. 


They form perfect scrapers, and can be reversed after long service—making 
two mats in one. 


Flexibility of construction—the ability to conform to uneven spots—is attained 
at no loss of strength, by means of our four-fold construction at the joints. 


They are sure sellers wherever the old-fashioned germ-harboring jute, brush 
or rubber mat is in general use. 


Get full information—it will pay you. 


WAYNE MFG. CO., 354 Mulberry Street, Newark, N. J. 
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Don’t Breed Flies 





from odors. 
to all sinks. 
enamel. Flies can’t breed in Vollrath Sink Strainer. 





THE VOLLRATH COMPANY 


New York SHEBOYGAN, WIS. 











Our Sink Strainer enameled all over is easily kept clean and free 
It has no grooves or crevices to catch the filth common 
It fits snugly in the corner and does not mar the sink 


We recommend a trial for your summer trade—THEY SELL. 


Chicago 
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refittings are necessary. 
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Hand 
Washer 


Mrs. Housewife may now do her washing while sitting comfortably in a chair. She 
may operate the New Maytag Washer standing or sitting and may adjust the handle to 
suit. The transfer from hand to power may be made at will; no extra attachments or 


The simple construction and unique placement of Maytag machinery is another ap- 
Being placed under the tub and out of harm’s way the clothes cannot 


become soiled from 
oily parts; the lid is 
kept clear for quick 
lifting; all wheels, 
gears and belts are 
made safe and smooth- 
running. Maytag con- 
struction cannot inter- 
fere or be interfered 
with. 

May we tell you more 
about this extra light, 
extra sturdy and extra 
finely finished Maytag 
Washer? Write for 
prices and _  details— 
today. 


The -Maytag 
Company 


Station ‘‘A,’’ Newton 
lowa 
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All Neverslips | 
RED TIPS a 











AER R RSL 


('e PATTERN | 


IRON V4 That is a good thing to remember = FRONT 
CALKED //} 


when buying horse shoes and calks. ¥ | DRILLED 


The complete Neverslip Line is 
made readily recognizable by this 
positive guarantee of satisfaction— 
the RED TIP. 





Neverslip Shoes come in a great variety 
of styles: Iron, Creased Steel, Counter- 
sunk Extra Light Steel, Drilled or 
Calked in Screw Calk Shoes; also 
Driving and Draft Shoes, punched and 
clipped in Drive Calk Shoes. Packed in 
kegs of 100 lbs. or boxes containing five 
sets or ten pairs. RED TIP Calks give 
horses confidence on the slipperiest pave- 
ments. There are many types of screw 


Coe =] and drive calks to choose from. RED 
= TIP tools are designed to make the ap- 

(CALKS = ee ‘ : 

INSERTED) plication of our shoes and calks easier 


and quicker. Remember to look for the 
RED TIPS when stocking. 


Write us for Booklet K 


Neverslip Manufg. Co. 


New Brunswick, N. J. 
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NORTH WAYNE TOOL CO. 
HALLOWELL, MAINE 


Sales Office: 1408-9 Ford Bidg., DETROIT, MICH. 
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SCYTHES, CORN 
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; Let Us Introduce [rs something you can 

- You to a New P oa in practically 

= every ome in your 

3 Carborundum Kitchen 
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Knife Stone 


and its mission is to make every knife in the 
household a sharp knife. The stone, fast, 
clean cutting, is mounted permanently on a 
wood base. Two or three strokes and the 
knife is keen—the stone is just the right 
handy size and right grit for all kitchen and 
carving knives. 

@ Every home needs it—the demand, the 
~ market, the profit pre e all there—suppose you : 
vadd this stone to your Carborundum stock - 




















A Little Quality Talk Will 
Put Those Sales Across 


\Vhat if “last year’s stock of skates didn’t ‘go’ very well’ ? 

That's no fault of yours! That’s no reason why you can’t make a grand slam 
this year. Perhaps your last year’s stock of ice skates lacked distinguishing 
features, lacked talking points, lacked the presentable appearance that inspires 
clerks to greater effort and makes a good first impression on the prospects them- 
selves. 

Jack up your sales force on the merits of Conron Extension Ice Skates. 

Let us send you printed matter descriptive of our novel sole-plate adjust- 
ment which allows a pair of “Conrons” 10” long to fit any size boy’s foot, and a 
pair 12° long to fit amy size man’s foot. 

Let us tell you about the toughness of Conron runners and our thorough 
manufacturing methods. Let us mail you complete price lists on our rocker and 
hockey types. 

Then we won't need to urge you to order from your jobber. You'll urge 
yourself. 





The Conron-McNeal Company, Kokomo, Ind. 
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PANAMA PACIFIC 
INTERNATIONAL 
EXPOSITION 


McCAFFREY 


| FILE CO 
| PHILADELPHIA 


Highest 
Award for Files 
and Rasps 





SAN FRANCISCO 


GOLD MEDAL OF ) 
CALIFORNIA 


HONOR i. Se 
| and GOOD TEMPER” 

















Grind- 


Frame 


Athol Iron 


stone <= 






Hi 


| One Day’s Imal of a } 





Grant Noiseless 
Riveting Machine 
| resulted in an 


order being placed 
for I2 more ma- 





chines. 
A few reasons | 
why: Hi 
(1) Noiseless Oper- jij 
(2) Spin Well Pol- | er a 
ished Rivet iii HOW wae Hin 
Heads. spe te INF A iit 


(3) Avolds Broken 
Castings. 


(4) Do not mar 

Surface in Riv- 

eting. 

(5) Rivet Tight or fj 

loose as De- 
sired. 


(6) Entire Rivet-_ |i 
Ing Operation |i 
Takes Only One il 
Second. i 

For the sake of | 

quality, output and jill 


Wherever tool grinding is of any importance 


there’s a need for this frame. It is strongly 


cost reduction send 
for catalog. 


The Grant Mfg. 
& Machine Co. 
Bridgeport, Conn. 





Hii 


built, compactly and conveniently designed and 
equipped with every facility for attaining the 
best results and lessening labor. Water pot, 
truing adjustment, babbitt bearing and ad- 
justable tool rests are some of the features. 


Our catalog No, 31 contains full particulars. 


ATHOL MACHINE Co., Athol, Mass. 














ESTABLISHED 1863 


Twelve Medals of 
Award at 
INTERNATIONAL 
Expositions 


BLACK DIAMOND FILE WORKS 





{NCORPORATED 1895 


Special Grand Prize 
GOLD MEDAL 
Atlanta, 1895 





Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 
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No. 8800, Plain Edge 
Paral 








See our full page advertisement on 
lel Corrugations page 


STANLEY JOINT FASTENERS 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 
PACKED TO MEET DEMANDS 


100 to box. 500 and 1000 to box. 
And in bulk 


The Stanley Works 


NEW BRITAIN, CONN. 


New York Chicago 
100 Lafayette Street 73 E. Lake Street 

















No. 38315—Saw 
Parallel Sonata 














““Yankee’’ Vise No. 1993 


WITH SWIVEL BASE 





A Great LITTLE VISE 










iM} 
Tbe 









YANKEE” 


pg 
I noma BROS. MFG. CO-PHILADA-PS 





An entirely new feature in vises, quickly appre- 
ciated by Tool Makers, Machinists, Electricians, 
— and all users of high grade labor saving 
tools. 

Quickly detached from swivel base by the turn of 
a set screw, and being accurately machined all 
over can be used in any position as a jig for spe- 
cial work on drill press, shaper, etc. 

Holds work rigid at any angle with use of the 
special grooved block. 

The swivel base is easily and firmly locked and 
released in any position by a short movement of 
lever at the side. 


Your Dealer will supply you. 
Send for descriptive circular. 


NORTH BROS. MFG. COMPANY 
PHILADELPHIA, PA. 


Ssand’s Levels 





Carpenter’s Aluminum Level 


Sell Themselves 


Sand’s 


Levels will insure satisfaction to your: 


One sold will sell another. 


customers. Satisfied customers mean 
repeat orders. Those’ contractors, 
builders, carpenters, bricklayers, masons, 
etc., in your district demanding strong, 
accurate and durable levels buy the 
‘Sand’s Line. 


Hundreds of dealers handle this line be- 
cause they want to give their customers levels 
and plumbs made right with twenty years’ ex- 
perience behind them. Either of wood or 
aluminum. Guaranteed accurate. Put the 
Sand’s Level in stock where they can sell 
themselves. Order today. Your jobber car- 
ries them in stock. 





J. SAND @&® SONS 


1023-29 Rivard Street Detroit, Mich. 




















~~ ta es 


-_s ince 











Chains—All Kinds 


STEEL, BRASS, COPPER 


Our Chains are made from HIGH GRADE 
material by AUTOMATIC MACHINERY, 
rivet heads SPUN, making a very SMOOTH 
finish, which will prevent chains interfering 
when hung side by side. Capacity of chain 
plant, 30 MILES PER DAY. We carry a 
large stock and can make PROMPT ship- 
ments. Send for Catalogue. 


THE SMITH & EGGE MFG. CO. 
BRIDGEPORT, CONN.., U. S. A. 
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=~ pe $= Who sells your customers 
— their ROSE Wide Heels? 


The handy Rose Wide Heel is 
a superseding narrower brick trowels. 
5 As never before, advantage lies 


ROSE WID HEEL NO. 221 with the superior make because 


WRITE FOR CATALOGUE H greater width makes any forging 





: to either but the most accurate feel awkward 
Wm. Rose & Bros. to a skilled man. For this reason 
or Sharon Hill, Pa. ihe store of the hour is the store 
WIEBUSCH & HILGER, Ltd. 110 LafayetteSt. +41 . ROSE. 
Selling Agents New York City 
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Hammer patented malleable iron hand B & 8 f ld + oss 
lamps represent the best value on the mar- U vi & 1e om 
ket. They will prove a profitable item in 


your store. bined Auto Serew 


The. Clamp is strong — built like an I- 


beam. Quick action screw, universal Plate Assortment 


Hammer goods include many Specialties 


of Malleable Iron, including: Adjustable No Blacksmith or repair man doing automobile 
Clamps, Hand Lamps, Hanging Lamps, work can be without these screw plates if he would 
Engine Torches, Oilers, etc. have a properly equipped shop. The assortments are 


equipped with the ever-dependable Derby Dies. Each 
die is in a collet with guide attached. 

Those who are using Butterfield sets write us that 
Hammer & Co Branford Conn Derby Dies are the easiest and smoothest cutting dies 

°? ? ' on the market. They are adjustable for tight or 

loose fits by a simple screw arrangement. 

Write us for complete information and let us help 
you become better equipped for your auto trade. 


Butterfield & Co., Ine. 


Derby Line, Vermont 
BRANCH STORES: 
126 Chambers St., New York City 
56 Cadillac St., Detroit, Mich. 
11 So. Clinton St., Chicago, Il. 
310 Delaware St., Kansas City, Mo. 


Write. 






































Buttering the Jobber’s Parsnips 


To reverse the old saying—‘*When a manufacturer uses the adver- 
tising columns of Hardware Age to tell about his goods he is buttering 
the parsnips of every jobber who carries them.” 

He is creating business that will move the goods on to dealers’ 
shelves. 

It is only plain horse sense for the jobber to take advantage of the 


created opportunity. 
It is natural he should favor dealer advertising and favor the goods 


that are dealer advertised. 
Co-operation with the manufacturer's advertising means increased 


business for the jobber and dealer. 
Read its ads! 
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inn : Pat. July 1, 1913 Wet 


SA TISFA C TION AND PR OF] T—You'll find a big measure of both in 


PARKER EXPANGI[IN 80LTS 


‘‘CAN’T TURN IN THE HOLE”’ 
Order from your jobber. If he doesn’t carry them, he can get them for you 


PARKER SUPPLY COMPANY, fi Watisth'street, NEW YORK 
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Galvanized Steel 
Roofings 


We have made a specialty of steel roofing 
manufacture and are equipped to make quick 
deliveries in large quantities of all standard 
styles, galvanized or painted. 


Whitaker Brand 
Galvanized and 
Painted Roofings 


are about the last step in perfection of metal 
roofing workmanship. The various Corru- 
gated, V-Crimp, Roll and Pressed Standing 
Seam patterns are displayed in our 1915 Cat- 
alog. If you intend to increase your stock, be 
sure to get a copy of this book, and prices first. 


Whitaker- 


Glessner 
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BOLTS NUTS RIVETS WASHERS § 
Picks Mattocks and Grub Hoes 
Crowbars Wedges Forgings 
Telegraph and Telephone Pole Line |~ 
Hardware - 
Wagon Hardware 


) Bum momremmmmnannnt 






— 2 
= Company 
— 
<= Portsmouth Works: 
= Portsmouth, Ohio 
— 
oS 


“a 
Ss 


Oliver Iron & Steel CO.) amp 


Established i8¢5 








Tubular Rivets and Bifurcated Rivet 
pn 


12 Boxes to Carton 


TITTITITT 


SLOTTED CLINCH AND TUBULAR RIVETS FOR ee 


AUTOMATIC MACHINES FOR SETTING TUBULA 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 
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Reduced Prices on Sherwood Auto Bobs 


Don’t think for a minute that this price reduction involves a cut in quality. 

Last year 20,000 Sherwood Auto Bobs were sold, our entire output. 

This year we intend to double our output, retaining the same high quality in material, the 
patented steering mechanisms, extra wide runners and other exclusive features. 
But we are not promising any late-season or 


even mid-season deliveries. Play safe and order 
early—-NOW! 


Sherwood Bros. Mfg. Co., Inc. 


Canastota New York 


Dept. A 


























Time To Order Mats! 


ACME FLEXIBLE STEEL 
DOOR MATS 





Made in Two Sizes 





ee MADE OF STEEL 
GALVANIZED. 
CAN BE ROLLED GESTS ESTES 
UP LIKE A RUG. BESSSSSSSSss 
CLEAN =-- 
SANITARY (PAT. JULY 12, 1904) 
ATTRACTIVE 





Thebest DOOR MAT for yourtrade. 





In nine regular sizes 





Packed Complete with Screws | and in rolls any length— 
One Set to the Box 
Finished in Japan, Dull Brass | WRITE FOR INFORMATION 
or Old Copper 
) ACME STEEL GOODS Co. 
MORGAN SPRING COMPANY 2834-2840 ARCHER AVENUE............. CHICAGO, ILL. 
Be EE Png 6 oe bcd ccwbesveccectes New York City 
No. 1 Bond Street $0 Cnilformia, @ireet..00...0ccllccllean Brancions Gat 
WORCESTER, MASS. bE. Beauchamp, Canadian’ Representative, Montreal 




















SAND PAPER FLINT PAPER EMERY CLOTH 


IN REAMS AND ROLLS GARNET PAPER AND EMERY PAPER 


fu Tae no nak on the Qualls 
4 de none nly the Gob 


~~» 
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No. 170 NEY Carrier 


Lightest draft Fork Carrier made. 7-in, Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools: in 
the world. Send for New Catalog. 


The Ney Mfg. Company 
Canton, Ohio 











“Get to 
Know Us’ 


and learn what Good 
Profits there are in han- 


dling 


THE 
CARY LINES 


Cary’s Universal Box Strap 


is the only strap on the market that can be absolutely 
depended upon to run true to width and gauge, the merits 
which no other box strapping in existence possesses. 
Every reel equipped with our metal reel frame ready 
to hang up, and packed 20 reels in a case. 


300 Feet to Each Reel The Standard for Quality 
OUR MOTTO—“Efficiency, Unparalleled Service’”’ 
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CARY’S “KRIS-KROS” BOX FASTENER 


and many other styles carried in stock for 
prompt shipment. 


CARY’S 
Superior 
Corrugated 
Fasteners 





Plain Edge 
WRITE FOR FULL PARTICULARS. 
it Will Pay You. 


CARY MANUFACTURING CO. 


Saw Edge 


Manhattan Bridge Terminal BROOKLYN, N.Y. 








PITTSBURGH 
Trolley 
Hangers 


No. 50 


Here's a hanger you can depend on, one that 
you can enthusiastically recommend to your 
customers. It can be used on garage doors, 
as well as on barn and stable doors. 

Our double wall bracket makes it possible to 
equip garages with parallel sliding doors. 
This hanger has many valuable selling points. 
If you have not ordered your stock, better 
do it now. For full description of Pittsburgh 
Trolley Hangers and Track write for Cir- 
cular T. 


See page 35 


McKINNEY MFG. CO 
PITTSBURGH, PA. 
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STOVER MFG. CO. 


710 East St., Freeport, IIl. 


@ Contractors say this is the strongest and most convenient 
Dome Damper made. @ Our new Catalog No. 1525 is 
ready to send out. It shows a nice assortment of 7 
Dome Dampers, Clean Out Doors, Ash Trap Doors, 7 
Cast Chimney Thimbles, Brass Thresholds, 
Andirons, Fire Baskets, Fire Sets, Fire Sua”. 3 
Screens, Spark Guards and Gas Logs. 7 CG & 
@ Contractors need Dome Dampers, . 
Ash Trap and Clean Out Doors 
now during the building season. 7 
@ Send for catalog today. 4% © 


7 


WANTED~—,% 


A Hardware Firm in Your City To SellOu “,% 4 
New Improved Fireplace Dampers and ¢ Ros 
Other Fixtures. y Se col 
4 ° 
a: 
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“When brush meets Brush, it’s the Whiting-Adams Vulcan Rubber Cemented that wins” 


All Brush Users Find WHITING-ADAMS 
TRADE YULCAN mark 


RUBBER CEMENTED 


Perfect in Construction, Supe- 
rior in Quality, Everlasting in 
wear. Always Suit—Never Fail 


Send for illustrated literature telling about Whiting-Adams Brushes 
Manufactured by 


JOHN L. WHITING-J. J. ADAMS CO. 


BOSTON, U.S.A. 
Brush Manufacturers for Over One Hundred Years 
Whiting-Adems Brushes Awarded Gold Medal, the highest award at Panama-Pacific Exposition, 1915 







































Three Blades Special 


for a Dime 


The Boston Razor, itself re- 
tailing at ten cents, with three 
blades for a dime, meets the 
demands of a certain class of 
customer whose wants you 
cannot ignore. 


It gives the man who cannot 
afford a higher priced outfit, 
satisfactory shaving service at 
a very small cost. 


Boston Razor Blades are 
carefully made from a special 
steel; every one tempered and 


hair tested. We make special Steel Gem Casters for hard- 


wood floors, with feltoid, leather, vuicanized fibre 
wheels, etc. 

They are all built of steel. In strength, quality 
— workmanship equal to highest Schenck stand- 
ards. 

Smallest caster carries 1,000 pounds on smooth 
floor, which it will not scratch. 

Write for our colored catalog. 


M. B. SCHENCK CO. 


MERIDEN, CONN. 


Three blades for a dime is 
the popular price. Be you 
wholesaler or retailer, ask for 
our proposition. 


Factory Sales Co. 


120 Broadway, New York City 
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Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather re-inforced with metal bushing. The chair 
is able to move about freely without noise or scratching the floor. 
The felt washer acts as a cushion. This line is only one of our 
big sellers. Write for catalog. 


Elastic Tip Co. 370 Atlantic Ave., Boston, Mass. 
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4 Blade Machine 


— They’re Making $7.00, $8.00 


6 Blade Machine 


$185.00 and $10.00 a Day 


12 Blade Machine 


$250.00 H. Bakalar & Co. reports making $10.00 to $12.00 a day. 
Metropolitan Razor Sharpening Co., $8.00 to $9.00 a day. A. Rooder 
18 Blade Machine reports $7.00 to $8.00 a day. A. Bakalar reports $6.00 to $7.00 a day. 
$350.00 You can do as well. Resharpening Safety Razor Blades is a 
: most profitable business. 
24 Blade Machine Buy a Hatfield and. get in the game—Mr, Clerk—and make a 


week’s salary in 2 days. 
Razor Blades are here to stay. 


The Hatfield sharpens Safety and Jack Razors, all makes—scis- 
The Hatfield Midget sors—shears—knives—and other small edged tools perfectly. 


$450.00 





for Razors, Clippers, Write for catalogue and full information. 
Scissors and 1 Safety 
Biade, $60.00 
all eee HYPFIELD MFG. CO. 
you like. 48 FRANKLIN ST. NEW YORK, N. Y. 











OVERSOLD|| HELLER’S 


oe PIVOT DOOR CABINETS 


Some of our customers have doubled their 
orders for 


ALLEN’ 


SOLE LEATHER 


STRIP 


and tell us even then they fear being oversold. 
They state this is ususual. It perhaps is unusual; 
but it also is consistent, for “Allen’s Strip” is 


An Unusual Strip _ 








siGHT 





3 N 
pis PLAY AW AYS | 


Send for sample and name of nearest jobber SEND FOR CATALOG No. 24 


N. R. ALLEN’S SONS CO. showing the largest sesortment of 


Hardware, Shelving, Fixtures, etc., in 
Department A, KENOSHA, ree ses: Cadeiad ilies 


When better sole leather strips CAN : 
be made ALLEN’S will make them. W. C. HELLER CO. 
MONTPELIER - . OHIO 




















2 











MILBRADT 
LADDERS 


will pay for themselves in a short time by enabling 
you to wait on more trade, save the wear and tear 
on your fixtures and goods, as well as bring the 
appearance of your store up to date. 


Write for catalogue showing a large number of 
styles suitable for all kinds of shelving. 


MILBRADT MFG. COMPANY :: 2410 N. 10th St., St. Louis, Mo. 
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Magnetic Pocket Compass 
No. 5613 


FOR THE HUNTER 


a good pocket compass is a necessity. 
Are you prepared to meet the demand 
for good magnetic compasses during 
the coming season? Write to us for 
particulars about our 


K&E ARMY COMPASS 


U. S. Army Standard. A domestic product, 
made by us—very sturdy, substantial con- 
struction — fine workmanship — attractive 
price. 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street 
General Office and Factories, HOBOKEN, N. J. 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
516-20 S. Dearborn St. 813 Lo:ust St. 48-50 Second St. 5 Notre Dame St.,W. 


DRAWING MATERIALS, MATHEMATICAL AND SURVEYING 
INSTRUMENTS, MEASURING TAPES 

















OVER. 


a x AAO ssi 








THE WirE Goons COMPANY 
Worcester Massachusetts USA. 











Study These Ideal Sad Iron Conditions 


IDEAL = Why? 


On top of them all— ist. IT IS NOT A 


NEEDLE - POINT 
IRON, 


2nd. It produces bet- 
ter combustion than 
any other iron made. 


8rd. It is the sim- 
plest iron made. 


4th. It is the most 
attractive iron made. 


5th. It will last six 
to ten times longer 
than any needle-point 
iron on earth 


6th. We ell it 
through Scalare only. 


7th. We guarantee it 
to give satisfaction. 


8th. But four years 
old, yet 100,000 more- 
than-satisfied users. 


9th. It is the iron 
pen will stand your 


10th,, Absolutely safe 
and reliable. A child 
can operate 


llth. The iron is 
always clean. Can be 
used anywhere. 


12th. Write us for 
prices or ask your 
jobber. 








There are One Million worn-out needle-point sad irons in scrap pile 
NEW FEATURE 


An absolutely gastight metal cap on tank—no packing of any kind 
used—the only one of its kind. 


The Ideal Sad Iron Mfg. Co. 
Cleveland, Ohio 


Made in Canada by 
The Taylor-Forbes Co., Guelph, Ont. 











Horse-Shoe Brand 
Wringers 


Warranted as to quality 
Warranted to give satisfaction 











Warranted as to price 


Steel Ball 
Bearings 


' Enclosed 
Cog 
Wheels 





Plain Bearings Steel Ball Bearings Size of Rolls 
No. 8405 No. 360 10x1 inches 
No. 3415 No. 36151 lixl inches 


WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American Wringer Co. 
NEW YORK CITY, U. S. A. 
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The ATLAS 
A New One|/ Fly Swatter 


Made just like a 
chisel—laid steel, 
not sheet iron. 


Sells itself 




















ee 





This Style 





Retails for Five Cents 


Fly Swatters will sell faster than ever 
the coming season. Fly Swatting Crusades 
will boom in nearly every town. So will 
the Atlas; the best value ever offered in a 
Fly Swatter to sell at 5 cents. See cut. It’s 
made of the best wire cloth with a copper 
finished handle. Neat, flexible, and much 
stronger than other 5-ct. swatters—lasts 
longer. The triangular fold permits en- 
closing your ad if desired—a clever idea. 


Will It Be You? 


Naturally the first store 
that starts to sell these 
in your city will have 
the advantage for every 
man will say where he 
bought it. Write us to- 
day ffor prices and 
sizes 


We also make the “Atlas” in a 10-ct. style 
and it’s a “killing beauty.” Watch for our 
next ad. Place stock orders now. We'll 
cheerfully quote prices and terms. 


NOW. 
Atlas Manufacturing Co. 


New Haven, Conn. 


THE L. & I. J. WHITE CO. 


65 COLUMBIA ST. BUFFALO, N. Y. 


























———= TWO GOOD SELLERS 
SCHROETER’S No. 720 


‘*HOME”’ NUT CRACKER 


With the WORM-DRIVE 


“A LITTLE GIANT FOR STRENGTE” 


Cae nuts without crushing the kernel. 
equires no pay adjustment. 

aoe small or large nuts. : 

Durable and compact. 

Movement of jaws is obtained by 

downward pressure of lever, oper- 

ating the worm. 

PECANS can be cracked so 

that the kernel can be ex- 

tracted whole or in halves. 

\\. Jaws are cupped to hold nut 
in position. 

A child{can operate the 


















Increased Profits 


on Sash Cords 


Our “ALBA” and “STAR” Brand Sash 
Cords make quick sales, satisfied cus- 
tomers and MONEY FOR YOU—and 


they will back up your statements every “Home” Nut Cracker 
time with ease. Is made of 
P the bestaname of Mal- 


smooth in Satin 
White Nickel 

-\ Height over all not in- 
‘\ cluding lever, 6 ins. 
=} Total weight of Nut 
| r, including 
|} cardboard box,1 4 Ibs. 


Stand more strain than heavier cords 
and work freely. 


| \ _leable Iron. Finished 


The quality is there—the prices are low 
because these cords are made for wear 
and have no spots or fancy frills that 


increase manufacturing cost and add = 
nothing to their strength. SCHROETER’S No. 100 


We will be glad to send you prices and POTATO aA Paes 


samples—write now. Will Grate Perfectly, Easily 
and Satisfactorily 


pags ; Horseradish, Cocoanuts, Potatoes, 
= Te tt ih = am “STAR” Cheese, Bread, Crackers, Turnips 
=} 8: Dl aeeeson oemmaton ee and Vegetables of all kinds. 

This Grater is being sold to Hotels, Meat 
Markets, Lunch Stands, Restaurants, 
Bakeries, Confectioneries and Private 


E S T E S M y | L L S _ | Te sells at e REASONABLE — within 


We manufacture seven other sizes. 


FALL RIVER ’ MASS. If interested, write for prices and catalogue. 


CLOTHES LINES SASH CORDS Manufacturers and Patentees 


MOPS SCHROETER BROS. HDW. CO. 


WICKING MACHINERY WASTE MFG. DEPT. 
717 & 719 Washington Ave. St. Louis, Mo., U.S. A. 










“ALBA” 
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“"W & B’ LAWN MOWERS 
Plain and Ball Bearing 


We manufacture Lawn Mowers to meet the 
demands of all classes of consumers. 

Their superior Cutting Qualities, Handsome 
Finish and Durability make friends for Hard- 
ware Merchants. 

Send for catalog and literature showing the line in colors 


THE WHITMAN & BARNES MANUFACTURING COMPANY 


Established 61 Years 


GENERAL OFFICES AKRON, OHIO 


New York Office and Store, 64 Reade Street. Canadian Factory and Office, St. Catharines, Ontario. 




























Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 


Guaranteed 
To The Limit 


You don’t have to indulge 
in any verbal pyrotechnics 
to sell a Bartlett All-Steel 
Scythe. 








Simply say that they are - 
reinforced at the heel by a 
drop-forged shank. That 
they thus hang better and 
last longer. That the one- 
piece blades can be sharp- 
ened from edge to back. 








Made a little different— 
And lastly, say that they a little better than others, 
cost no more, sell easier and 


t 
are absolutely guaranteed elvan: “Gur etnias thine 











— ee | a long line of profit makers 

—pumps of special desigr. 
Bartlett All Steel ee oe 
Scythe Company 


pena ae Nate Saale HAYES PUMP & PLANTER CoO. 
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The Popular Syracuse Garden Barrow 


In addition to being the Strongest, this is <I : 
the handsomest Barrow on the Market. a i 


No, 141 Medium with Wood Wheel 

No. 151 Medium with Steel Wheel 

No, 142 Large with Wood Wheel 

No. 152 Large with Steel Wheel " 
No. 143 Extra Large with Wood Wheel 
No. 153 Extra Large with Steel Wheel 


Handles, legs and wheel are painted red. Sides and 
front olive. Handsomely striped and ornamented: All 
well coated with a durable varnish. 

Frame is well made of seasoned ash with three 
cross-bars mortised into the handles. Bottom boards 
are set into the rear cross-bar, which prevents split- 
ting at the ends. Strongly braced throughout. ur- 
nished with springs when desired. 


Syracuse Chilled Plow Co., Syracuse, N. Y., U.S.A. 


SELLA 
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Bulldog (EY AN Samson | | STeersoroet quetusmcme een | 


Four Patterns, One Quality, THE BEST 
Patented 




































PREMAX 


Strong Se ag than any Ponul : 
e eather hame strap. 0 ar 
A Light, Weldless, Hand- Wa akees 6 F 
dozen leather hame 
" some 
Rust Proof, Galvan straps. Combe cond 
ized Chain for Large Secure hitched and un- . 
: hitched in much 
Variety of Purposes. less time than a 
leather hame strap. Fit all work hames. : 
; Q : Catalog 24-H 
Ten sizes in the Mailed 
BULLDOG and Five On Request 


in the SAMSON. 


Cut to Any Length. 







A new pattern, de- 
signed for those 
who prefer the 
lever pattern of hame chain. Its 
special features permit of close 
adjustment under all conditions. 


We fill promptly from a large 
and complete stock, orders for 
any of the above four hame chains. 


NIAGARA FALLS METAL STAMPING WORKS 
HARDWARE SPECIALTIES 


Write for Prices, 
Catalog and Sample. 


ZENITH 





Similar to 
Premax and 
Dodson but 
has the Ger- | 
man pattern 
twisted link. 





The Cleveland Galvanizing Works Company 
CLEVELAND, OHIO 
DISTRIOT SALES OFFIORS 


oe ssn 


DR emma netRee  oe 84 to 86 OH 
ee 81 ; Niagara Falis, N. Y., U. S. A. S-89 
een te ee 515 MISSION ST. oh a | 
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Two Chains—two uses 
—QOne guarantee 


ELWELTRA Trace Chains 


are admittedly the leader in their field, 
with no competition—and a few imita- 
tions. Our broad guarantee of qual- 
ity and service, and our policy of co- 
operating with the dealer are the main 
factors in théir success. 


is the best cow tie made, and like 
ELWELTRA it is without an equal. 
Our guarantee, and our policy of fur- 
nishing just what we claim—full size 
to gauge—have made these chains 
popular with the live dealers. 


Quality Hex. 


Nettin s— 


Emphasis on 
the Quality 


Year after year, this Lud- 
low-Saylor product has been 
held in highest esteem by 
farmers, poultry fanciers, 
and “just plain people.” 





Mesh is uniform. Wires 
are heavily galvanized be- 
fore they are woven. Ac- 
curate in length and width 
of roll, 

Your jobber jobs “The Per- 
fect” Hex. Netting. He'll 
be glad to supply you. 
You'll be too. 


Stock up on these two winners; you 
can’t go wrong, and, as President Wil- 
son says, you must be prepared. 


SOLD BY YOUR JOBBER 


_Ludlow-Saylor 
Wire Company 


St. Louis, Mo. 


MADE BY 


Standard Chain Company 
PITTSBURGH 
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Visit Our Exhibit at the Panama-Pacific Exposition 


Here are more facts VITAL 
to the user and seller of Twist 


Drills than have ever been gath- 
ered together in a single book! 
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Not only is this extraordinary book, “A New Angle on an Old Subject,” 
literally crammed with helpful, workable ideas on the everyday use of twist drills; 


Not only is its every page brimming over with practical knacks and useful, 
easy-to-get-at information worked out by lifelong mechanics; 


But it tells the story of the NEW 


“Detroit” Quick Twist Drills 


the tools which mark a greater advance in the manufacture of twist 
drills—brought about during the last TWELVE MONTHS—than 
had previously been made in THIRTY YEARS! 


Progressive dealers everywhere—those who keep astride of the 
developments which are making business history—will find the read- 
ing of “A New Angle on an Old Subject” a real sales help. 


The first edition is going fast. 
Write for your copy NOW. 


Detroit Twist Drill Co. 


Originators of the “Quick Twist’’ Drill 
718-730 Fort Street Detroit, Michigan 
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‘‘AGRIPPA’’ a team of youngsters from WILLIAMS’ 
won the “TOOL HOLDER CHAMPIONSHIP FOR ALL COMERS” 
at the Panama-Pacific International Exposition. 


The Superior Jury confirmed the supremacy conferred by the 
original award upon 


Williams ‘‘Agrippa’ Tool Holders 


“THE HOLDERS THAT HOLD” PANAMA PAC 


INTERNATIONAL 
EXPOSITION 
SAN FRANCISCO 
i915 
Mag ‘ i” “se 
M ED a y.\ OL 
HONOR 
. Mi AC SHI 1 " RY 
With many years to live they are sure to establish future records. ae ae 





é ) 


In the proportion that other Tool Holders “have made good,”’ “‘Agrippa’’ Tool Holders excel 


Western Office and Warehouse J. H. WILLI AMS & CO. 


32C So. Clinton Street 


CHICAGO : 59 Richards Street, Brooklyn, N. Y. City 
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WECESS 
FOR RESULTS: 


WITTES “IXL’ TOOLS ARE GUARANTEED 


TO GIVE SATISFACTION 


LooK feo R W —— 5 
THE 
TRADE RK 
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IXL Tools 


In addition to our full line of “IXL”™ Goods of 
every description, we carry in stock all the 


Well Known 
Manufacturers’ Brands 





Mail orders given prompt and careful attention. 


Witte Hardware Company 


St. Louis 
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Leonard Cleanable Refrigerators 
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HE highest award of merit at the Panama 
Exposition—the Grand Medal of Honor— 
was awarded to the Grand Rapids Refrig- 
erator Co. 
The illustration above shows why a Leonard Clean- 


able Refrigerator was given this high honor: 


Because the porcelain lining of the Leonard pro- 
vision chamber is now brought clear around the 
edges of the door frame. 


Because. there are no square corners, making the 
interior as easy to clean as a china bowl. 





Because the new Trigger Lock allows the door to 
be slammed with little or no force—either way, it 
instantly locks and is perfectly tight. 





With these selling points Leonard Cleanable Refrig- 
erators always mean satisfied customers. | 


Ultimately you will want this agency. Why not 
get it now? 


The 1916 catalogue is ready for distribution. 


GRAND RAPIDS REFRIGERATOR CO. 


58-208 CLYDE PARK AVENUE, GRAND RAPIDS, MICHIGAN 
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A new and attractive 
SARGENT 





Reg. U.S. Pat. Off. 


Wrought Bronze 
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CT— Chatham Design 
gives the hardware mer- 
chant an opportunity to 
meet, at a low price, the. 
present day demand for 
sectional trimmings. 








The hexagon shape of 
- the Knob and Escutcheon 4. 
ally Te Oe Se ene ae is carried out in the other —_ ise Door set with Glass Knob 
pieces, all of which are 

made of heavy gauge 

metal. 





MADUANALUAGGAUORUGUOUNUUOGAEUAAENATUGAUUDENSUAOOAALOGGUOTUGGAOU AAA ONGONOSEAD ATUL AA HALAL GA GUO ELUUALY 


In addition to the Lock 
Sets illustrated, we can 
furnish: 





Push Buttons for 
Electric Bells 


Drop Handles 
Ring Handles 
Flush Sash Lifts 





Prices and full descrip- 
tion will be sent on 
request. 


QULSUUNNAAONNUUEAAUGNNUOGSLUUENUOUANUOREOUERGAOENUUSEALOGNANOEADOORAUUESALGAMUEETAALGUUEALASUUUODGAADELLU EAHA AGU NALUOAGUU AANA 





Front Door Cylinder Set . Sliding Door Set 


Sargent & Company, Manufacturers 


New Haven, Conn. New York Boston Chicago 
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The opportunities for the Ameri- 
can manufacturer of hardware in 
Latin America are fully demon- 
strated in the number of inquiries 
received by the United Export 


Bureau. 


Keep Your Eye On 


South America 


This advertisement is addressed to the Manufacturers of 
Hardware of the United States. 


The unparalleled conditions brought about by the European 
upheaval uncovers a tremendous business opportunity in Latin 
America. 





Many fields of commerce have already taken advantage of this 
opening, and a number of American manufacturers have been 
. receiving orders which formerly went to older countries. 


Latin America previously obtained the bulk of her hardware, 
housefurnishing and sporting goods from Europe—and she has 
clung to this custom notwithstanding the closer proximity and 
greater efficiency of you American manufacturers in such lines. 


i 
. 
) 
) 


This, however, is a time when customs and prejudices are 
shaken from their moorings. Thousands of merchants in our 
Sister Republics must either obtain their hardware from the 
United States—or go without. 


But there are many serious handicaps in the path of the manu- 
facturer who would profit by present conditions. Usually he is 
not equipped to handle correspondence in the Spanish and 
Portuguese languages; nor is he familiar with the needs and 
manners of the various sections; nor does he know the number of 
unusual conditions that must be complied with if he would suc- 
cessfully serve the vast markets to the south of us. 


The United Export Bureau 


was recently established to provide you with these particular 
facilities. 


The Bureau is thoroughly acquainted with the customs and 
conditions of all parts of Latin America. It maintains lists of 
merchants in all the most important Cities and distributing centers. 
It is equipped to prepare letters, circulars, catalogs and other 
advertising matter in the Spanish and Portuguese languages, and 
to undertake mailing. 


In a word, the UNITED EXPORT BUREAU is prepared to 
assist you to seize this great opportunity for business expansion ; 
to save you from costly mistakes, and to put you on the right 
track for building and holding a profitable export business. 





It costs nothing to talk it over. We will be glad of the oppor- 
tunity to show you how to profitably handle South American 
business, and to prove our ability to help you get and hold it. 





Write or call. We are at your service. 


The UNITED EXPORT BUREAU 


243 West 39th Street NEW YORK 
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WATS WHAT BUILD 
T is “tthe come backs’”’ that build up almost BUS/N, 


every legitimate business. Surely no paint 


business could continue if it were not for the B/IGG LP 
customers who buy again and again—the * ‘ 

customers you can count on. The more of D 

these you can cultivate and convert the bigger A N 

your business will be—and the faster it will 


grow. It pays and pays big to handle paints BIG GE, 


so good that the first sale is but the beginning 
of a lifetime habit of buying. You will sell that kind if 
you handle 


MONARCH PAINT 


100% PURE 
“The kind that brings ’em back’’ 


Friendship is the greatest asset 
in business—not alone the friend- 
ship for yourself, but the 
deep seated regard 
for your gonds. 


Let us tell you how we help 


make a “‘come-back” of every cus- 
tomer. Drop us a postal to-day. 


THE MARTIN-SENOUR Co. 


CHICAGO, BT RESE won Fu _— , —_ 












HAVE YOU ASKED 
‘Dietz Lanterns Light The World 
fa} DIETZ FOR 


‘BurzZarb 


tom DIETZ 
we" Moving Picture 


Slides? 









WIDE AWAKE 
HARDWARE DEALERS 


Are reaching audiences several 
times daily through the medium of at- 
tractive slides. Dietz moving picture slides are 
reproductions of their most effective lithographed 
hangers in their natural colors. 


NOW IS THE TIME to boom your Lantern Sales 
through the local ‘‘movie.’’ Your Jobber will be pleased 
to pass on your request for DIETZ SLIDES. 


R. E. DIETZ COMPANY DEALERS aiais _ 


Largest Makers of Lanterns in the World 


Founded 1840 NEW YORK, U.S. A. 
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The Motorist sticks 
to the Plug that 

does not 
stick him 

And the dealer 
makes his biggest 
profits selling a plug 
that satisfies his cus- 
tomer so thoroughly 
that he is impregna- 
ble against the temp- 


tation “to try some- 
thing else.” 





Such a plug is the 





—which for fourteen years has 
given thorough satisfaction to 
thousands of motor car owners. 
Millions of these plugs have been 
sold and every one has stood up. 


J-M (Mezger) Soot-Proof Plugs 
are offered to the dealer under 
what is unquestionably the fairest 
and most liberal trade policy. No 
dealer is required to order in quan- 
tities larger than he feels sure he 
can easily dispose of in order to 
enjoy a better discount. We leave 
it entirely to the merit of this plug 
to prove its superiority as a sell- 
ing proposition. Write our near- 
est Branch for further particulars. 


COVERS 
THE CONTINENT X%.; 




















H-W: JOHNS ~ —_ MANVILLE, CO: 






Buftale anne 
Cincinnati Denver 
Cleveland Detroit 





JM AUTOMOBILE _< 
ACCESSORIES <5 


Jouns- 
ANVILLE : 
SERVICE 






There is a distinct ad- 
vantage in handling a 
line of automobile ac- 
cessories on which the 
responsibility for serv- 
ice and satisfaction is 
concentrated in one 
organization, national 
in scope and reputa- 
tion. 

For these accessories 
sell easily—stay sold 
and each sale leads 
naturally to further 
purchases from the 
same line. 

That is the reason 
back of the success of 
the Johns - Manville 
Accessory Line. 


LONG 
HORN 





The horn that warns. Finest ma- 
terials used in construction. Model 
**J’’ hand horn (illustrated). $5. 
Guaranteed for all time. Other 
models for electrical operation. 
Prices, $5 to $12.50. 


CARTER CARBURETOR 
Multiple Jet 


Makes motors 
more efficient. 
Saves fuel, gives 
greater 2h o ae Se 


nD 
fect flexibility. 
Allows you to 
“ throttle down to 
4 miles and jump to 40 on high 
gear. Prices, $17 to $47.50. 


JOHNS-MANVILLE 
SHOCK ABSORBER (4 


A real shock ab- 
gorber, simple, __ effi- 
cient and easily at- 
tached. Money back 
if not all that we 
claim. Price per pair, 
$15. 











Keeps excellent time. Runs 8 
days without rewinding. Setting 
and winding keys concealed. 
Finished to match fittings of car. 
Two mountings, flush or dash, 
each $5. 








wy City Newer 
Sa le New'd his 
Memphis New York 
Milwaukee Omaha 
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Wherever you find 
motor cars you will 
also find a demand for 





J-M NON-BURN 
BRAKE LINING 


The demand is universal. Every 
car owner must have it. Right 
within your own town are cars 
enough and business enough to 
keep you busy supplying the de- 
mand for J-M Non-Burn. 


Widely advertised and widely rec- 
ognized as the most dependable 
brake band lining material made. 
Easily sold. Packed in cartons 
containing cut pieces of exact size 
for all popular makes of cars. 
Also made in rolls. 


Write us at once for our special 
proposition to hardware dealers. 
Learn of the profits that await 
you from handling known auto- 
mobile accessories backed by one 
firm, one service and one guar- 
antee. 








Sait] A City 
n Francisco 
Seattle Wilkes-Barre 


Portland, 
St. Louis Syracuse 


THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED Toronto Montreal Winnipeg Vancouver 
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We Ship Direct, 


By this method, why waste money | 
our customers get a ta in going around ? 


better quality of goods, 


thev are assured of prompt , 
delivery (for we ship all Your profits Mr. Dealer determine 
orders on the same day they the success of your business. Any 
are received), and other goods unnecessary expense cuts into your 

are never substituted. legitimate source of income. Then 

The size and variety of the Na- Se ee ee 

tional stock enables the dealer to — comet inte. ore rip 
order sufficient at one time and get - a aisles pr thd a 
the benefit of our liberal freight al- DIRECT Sue ties Maida 
lowance. Mfg. Co. 


National goods are packed so that Since 1901 the National 
they reach you in good condition Mfg.Co. has been sell- 
and save your time and that of ing its product di- 
your clerks in handling and invoic- rectly through & 
ing. the retail 

dealers. 











Sod eee ee Lee ete ae ee HOW etn 


| 
| 





| 
i 
: 
| 











Let us give you the 
full details. 











National 
Mfg. Co. 


STERLING, ILL. 
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CHRISTMAS PREPAREDNESS 


The Time Is Ripe to Plan the Christmas Selling Campaign 




















An excellent background and a liberal use of price tickets make this display by the Sowles Hardware Company, 
Plattsburg, N. Y., unusually strong in selling power 


ness hammered at us so constantly and per- 

sistently—-we have absorbed so many col- 
umns of newspaper matter and so patiently listened 
to the views of our friends and relations on the sub- 
ject—that perhaps the prominence of this National 
need has kept from our minds the fact that pre- 
paredness is as necessary to the success of business 
as it is to the welfare of the country. 

Just now Christmas business and Christmas 
profits seem a long way off, but the man who plans 
his Christmas selling campaign two months ahead 
of time—the man who makes now a schedule of his 
advertising and his window display—is due to pull 
results a whole lot more satisfying to his vanity and 
to the cash drawer than if he tried to gather in an 
extra amount of business without any definite plans. 


W: have had the need for National Prepared- 


Advertising Pays 


The idea that newspaper advertising does not pay 
has been generally exploded long ago, but there still 
remains in the minds of too many hardware men an 
idea that to produce successful copy an expert ad- 
vertising man is a necessity. They will agree that 
large space is all right for the department store, 
but for the hardware man—well, he can’t afford it, 
that’s all. 
some corner of the paper and changed once a month 
doesn’t throng the store with eager buyers has 
given birth to the idea that larger space would be 
merely wasting money on a broader scale. 


The fact that a tiny ad tucked away in 


51 


There are hundreds of hardware dealers making 
profitable use of newspaper space who have neither 
highly trained advertising men nor a mint of money 
to waste. Neither do they take out their occa- 
sional half page because of friendship or pity for 
the paper. 

We can’t all use a full page a day; a lot of us can’t 
even use that amount at one time in a year, but al! 
of us that make any pretense of catering to the 
Christmas shopper can afford to spread out a little 
more than usual at the holiday season. There is no 
time in the year when it will pay better. 


Essentjals of a Good Advertisement 


Newspaper advertising has come down from the 
clouds of intricate phrasing and doubtful state- 
ments to the solid ground of plain truth without 
frills and without exaggeration. The main essen- 
tials for a good advertisement are the choosing of 
merchandise that will carry an appeal, a knowledge 
of the goods themselves, the use of simple straight- 
forward English, and the ability to secure an effect- 
ive layout. The placing of cuts, the size and ar- 
rangement of type are important features in the 
making of a strong advertisement, but the ability to 
produce these results can easily be acquired by a 
little experimenting and by careful study of the copy 
of other concerns. 

One of the most vital reasons why much adver- 
tising does not pay is the fact that instead of being 
planned days and weeks ahead, the ads are written 
at the last moment and rushed off to the paper. 
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Now Is the Time 


Christmas advertising should be put under way 
right now. The articles to be given publicity and 
the days on which the advertisements are to appear 
should be chosen and the ads laid out and written 
and marked with the date of appearance. It is an 
excellent plan to tie up the newspaper publicity to 
the show windows. Plan both together so that when 
each announcement appears, it will be substantially 
backed by a good showing in the windows and by 
prominent display in the store. 

Preparing the campaign in good season allows 
cuts and other material to be secured from the manu- 
facturer. Any manufacturer will furnish the dealer 
with suitable cuts and electros of any article he 
manufactures, and most of them will provide ready- 
made ads in various sizes set in electrotype form so 
that all that is necessary is the filling in of the store 
name. A series of these can be run with very little 
preparation on the dealer’s part. 


Ready-Made Ads 


We are reproducing several advertisements that 
were successfully used by Hoff & Bro., Reading, 
Pa., last year. That featuring the serving dish is 
an excellent example of a ready-made ad. It is care- 
fully laid out with a unique border that attracts 
instant attention. 

The advertisement of Universal Christmas gifts is 
another example of the way the manufacturers will 
help you to make your advertising pay. The four 
cuts are admirably placed; the border is unique and 
eye-catching. The usefulness and acceptability of 
these articles is told in a manner brief but forceful, 
and the prices are quoted under each item. The slo- 
gans, “See our windows,” “Glad to serve you,” and 
the firm name, have been neatly inserted. 





Commencing Monday 
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Wide Appeal 


The advertisement of S. S. Bryan, Titusville, Pa., 
which we have reproduced here is one of a series with 
which they secured a lot of Christmas business last 
year. This ad is half a page in size, but it has been di- 
vided into sections and each one handled as though 
it were a separate advertisement. The variety of 
articles offered makes a wideness of appeal that is 
ideal in an advertisement of this kind. It offers 
suggestions for nearly every one in the family and 
quotes the price on every article. Christmas spe- 
cials are grouped in one panel and given a prominent 
position. 

The opening talk is especially good. An ad must 
be very small indeed in which an announcement of 
this kind cannot be made. It acts as a lead and as 
a stepping stone to the body of the message. 


A Last Call Advertisement 


From this same source we have a “Last Call’ 
Christmas ad that is very well suited for its purpose 
—as a reminder to those who have still some pur- 
chases to make at the last minute. The articles are 
chosen for their general appeal, and each one is 
given a little panel of its own. Such an ad as this 
can be run very profitably two or three days before 
the great holiday. 

The time when the newspaper publicity is planned 
is the time to give attention to the Christmas win- 
dow displays. A series of displays should be ar- 
ranged so that show cards, fixtures and stock can be 
in readiness when the time for action comes. Pre- 
paredness here is a very valuable asset. It cuts 
down the time necessary to install the trim and 
allows attention to be given to the details that make 
a finished display. 

A show window has been compared hundreds of 









ONLY SIX DAYS LEFT 














COMMUNITY SILVER 


COMMUNITY PLATE. * RELIANCE PLATE. 
Set 6 Tea Spoons... ones See Get 6. Tea Spoons. ... $1.10 
Get © Ogesert Forks 4.26 Bet Knives and Forks. .... 94.00 
Set 6 Sutter Knives. ..... $225 Cream Ladie .... ... 7h 

BI, o'ne- 0 cians 1.76 Cold Mest Fork.. 0c 
Hollow See Pie Server $2.25 Pickle Fork 7S< 
Cream Ladi , $1.25 Sugar, Shei! ... 46 











Percotators like cut.......6225 up 
Aluminum Percolators. ....$3.00 up 
Chaffing Diehes.......... 95.00 up 
Sandwich Trays...... .... $2.50 
Religh Dishes...............- 4.00 
Syrup Pitchers.......... . $1.50 


Condiment Sets........... 











EVEREADY FLASH LIGHTS 


. 6961, Nickel Case... No. 2630, Nickel! Case $125 
Neo. 6962, Nickel Case $1.00 No. 2632, Nickel Case $'.75 
No. 2625-B, Cicth Case . 98c No. 2633, Miners’ Light $2.40 


No. 6902, Cloth Case .. $1.28 * Wo, 26199, Miners’ Light $2.40 
No. 2602, Cloth Case . 61.25 No. 2616, Miners’ Light... $2.00 
No, 2606. Cloth Case $1.50 No. 2631, Nickel Case . $60 





Wa. 2675, Pistol Light $1.75 No. 4703, House Lamp $3.00 





Weeden Serving Trays...... 4.00 
Crumb Trays and Scrapers. . $2.00 
Cut Glags, new patterns. . $1.00 up 
Pie Gerver, Aluminum inect. .$2.25 
Fruit Trays... .. . $3.50 
wae gate 








. TOOLS and TOOL CABINETS | 


Boys’ Tool Chests, complete 
with sets of Tools 75e up 


Boys’ Tool — complete 
with Too $1.25 up 


4 
Gini? be _— inets, complete with 
H vp 








Nickeled Tea Pots.........- 





tike cut $700 wv 











WEAREVER ALUMINUM. 











ee ee ee 


PRACTICAL GIFTS AT SPECIAL PRICES 


The following Special Prices are good antii Christmas. Quantity limited. Come earty. 


Alternating Alarm n Clock, w worth 


Hand Oriile .....°. 
Nail Hammers 50c up 
Disstorn Saws $1.65 
Spiral Screw Driver $125 | 













ALADES CLOCES. 


Matchets 

















$1.25, special... 











ie Acai $1.00 


Meccane a hob- 





Your choice Musical or Mis- 





St 23 


sion Clock, worth $2.00.. 





by for bright 





matty, tend ted. 





JARED ECIAL. 
size, best quality, Brass ees ' 10 inches in diameter and 8 inches seen Come early. 





| 19 Reem Benin price $1.15 
_, ote Best Girls’ Sieds, price... $1.35 






















GAS LAMPS. 


We are showing a most 


CARPET SWEEPERS. 
Biscetrs Gan oa a ae Php Ose, 






Boys’ All Stee! a abe 
Boys’ Hockey Skat . S120 

















Sweepers Hardened Hockey Skates. $120 
complete tine of ali styles of} | gifts. STEERING SLEDS. Girls’ All Strap Skates SOc 
designe in Domes and] | Stendars. price. ca re ane ad nies Meshey Chaves. . , aoe 
Portable Lamps. Ail Port Grand Rapids, price $2.75 A ge $199 
abies ard made of soité Grass] | Prize Sweeper. . Medium size be 
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S. S. BRYAN 


THE HOUSE OF HOLIDAY HELPS. 


S. S. BRYAN 


THE HOUSE OF HOLIDAY HELPS. 
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This advertisement appeals to many classes of trade; an excellent feature where large space is used 
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From the House of Holiday Helps 


' > 
This will be a very busy day for Christmas shoppers, but if vou will look over this list of Christmas gifts. 























=~ . . ’ . . . . Oo , 
you will find a great many helpful suggestions. Remember the telephone if you cannot come in yourself. We 
are at your service. 

CHARACTER IVES SHAVING NICKEL PLATED _— 
Seance 25c up TRAIN SETS....... $1 up| | MIRRORS ...... = up CASSEROLES ...... $2 up 
| WHITE ENAMELED . MECCANO GEM, JR.. - CHEESE AND 
DOLL BEDS ....... 1.25 QUTPITS «2.02. 200% $1 up _ SAFETY RAZOR.... $1.00 CRACKER DISHES. ..QUAIE 
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Peteauces....... $1.25] |"7eatr® 75e up] [omsancenen’ $250] [ewewer 756 up 








F ROCICHN ; | ’ ’ | 
L MOREIS sara... UDP . ay eaten FSB) 1 Sixes cowns....... $e 











“cusTERS 91.90} | “cise G3c] | “vames =.......98.79 UP] | DgHes oo... $0.08 
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MOVING PICTURE ¢ | . 

a $1.00} | Sas vas ee 50c 
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& | 5s _......., $250 up | Eo $2.75 | 
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S. S. BRYAN sur enum SS, BRYAN 


The busy shopper might use this ad as a last minute shopping list 
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times to a salesman—good or indifferent as the Plattsburg, N. Y., proves that this is no product 
owner chooses. A display carefully planned and of last-minute ideas. If this display was not. 
carried out in every detail is a salesman with every planned in detail before the average customer had. 
effort bent on producing extra business—a trim to recovered from the effects of his summer vacation. 
which no thought or care has been given can be_ then all signs fail and appearances are sadly de- 


compared only to a clerk who is merely holding. ceitful. 
down a job. B. ‘F. St. Louis, the company’s capable window 


man, has produced this excellent Christmas display. 
The background is an eye-catcher. The panel ar- 

One look at the reproduction of one of the Christ- rangement breaks the monotony that often accom- 
mas windows of the Sowles Hardware Company of panies a solid background. It is made of a frame- 


An Excellent Display 
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UNIVERSAL 
Christmas 





Gifts that last a lifetime— 
What better choice can you 
make? Every woman will 
appreciate a gilt selected 
from among the famous 
UNIVERSAL Home 
Needs. Each deviceis made 
to fill a distinct home need 

their use saves time, 
work and money. 











A great variety of apphances 
in a wide range of patterns at 


prices to suit your purse. 
Comein today andlook themover 


“See Our Windows”. 
“Glad to Serve You” 















UNIVERSAL Bread and Cake Makers 


| "Bead Maher, $1.50 to $2.5 BELL 419, CONS. 33 | 


HOFF & BRO., Inc. 403 Penn Sq. 
L “Reading’s Plain Figure Hardware Store” ip 


— 


——— 





The layout of this ad is extremely effective, and 
although the ad is ready-made, notice that 


prices are quoted 


work covered with white tufted cloth. Each opening 
is backed by white cloth fastened at top and bot- 
tom and tied in the center with bright red ribbon. 
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Apples, Macaroni and Cheese, Veg-tahles, 
5 Chicken Pic, Fish and Oysters, Potatoes 
an Gratin, Baked Beans,Gcalloped Potatoes, 

Baked Eggs, etc. 


TWO DISHES IN ONE 


Inset for baking in the oven, made of Earthen or 
Porcelain Ware. Outer Dish of solid Copper with 
Heavy Silver+ Nickel Finish. 














This season’s assortment 
embraces all of the newest 
styles. It will interest 
yo to see them. 








See Our Windows. 
Glad To Serve You. 


HOFF & BRO., Inc., 403 Penn Sq. 


Reading's Plain Figure Hardware Store. 
Consolidated Phone 38 
You Will Like Trading Here. 


Bell Phone 419. 


Another ready-made ad. The use of these saves the 
dealer a great deal of time and trouble 


There are frosted electric globes at the ends, and 
at the top of each panel. At night they give an 
extra amount of light to the display, and extra 
lights, especially at the Christmas season, are always 
an attraction. Practically every article in the win- 
dow has a neat plain price-ticket. A Christmas 
window or any other window is doing only half its 
duty if price-tickets are missing. The card in the 
front is worth special notice. There is a picture of 
an open door and the wording, “We are open for 
inspection. Come in and look them over, Quality 
guaranteed.” Good isn’t it? 

After all, Christmas isn’t such a great distance 
away. We are selling guns and ammunition at top 
speed now, and before long we will be in the ava- 
lanche of Christmas business. So right now, before 
it overtakes us, let’s give a little time to Christmas 
preparedness. 

















The W. F. Robert Company, 1413 New York Avenue, Washington, D. C., used autumn foliage to trim this display 
of hints to the hunter 
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66 LD BRANDER can’t get business the way 

Q he runs his place,” remarked the repre- 

sentative of the Clover-Leaf Cream Sepa- 

rator Company, as he lighted a fresh cigar and 
looked up, retrospectively, from the letter he was 
writing ‘home,’ to his House. 

“Why?” asked the small, short, stoutish gentle- 
man on the opposite side of the table. 

The gentleman in question was fifty-five, ruddy, 
optimistically inclined and with a reputation for 
selling hardware, that well nigh circled the globe. 
He was “Billy.” If you’ve ever been on the road, 
you surely know Billy. The hardware dealers, frcm 
coast to coast fairly idolize him. 

‘“‘Be—cause,” snipped off the Cream Separator 
Man, “his store is too mussy. I was in there for 
the first time, to-day, and I was afraid to walk, for 
fear of cutting my foot on a scythe or a lawn- 
mower or something.” 

“And you think he doesn’t do business?” Billy 
went on, casual-like. 

“Modern efficiency would prevent it,” said the 
Cream Separator Man. He ended the controversy 
with an air of preoccupied self-assurance. 

Then he went on writing. 

But Billy was unwilling to let it go at that. He 
threw aside his copy of The Evening Democrat and 
yanked his tootsies out from between the rungs of 
the opposite chair. 

“This your first visit to Evanstown?” he queried. 

“Yep,” the other answered with a laconic grin. 

“Sell Mr. Brander anything?” 

“Half-dozen as a starter.” 

“Found him a nice sort of a chap?” 

“Oh, the old guy is all right, but—”’ 

Billy puffed—puffed—puffed away at that long 
stogie of his before he continued. Finally he re- 
sumed :— 

“Now, what were you saying? That Brander’s 
place was so mussy and upset that he couldn’t suc- 
ceed ?” 

“Well,” agreed the other, “that’s the substance of 
it. Yes. My contention is that, in these days of 
progress and initiative and excellent efficiency and 
neatness and all the rest of it, a man has simply 
got to keep his store tidy or—hit the grit.” 

“Do you think the rule infallible?” 

es he 

Billy smiled in that fat, good-natured way of his. 

“Say, Mister Man,” he declared, “put up your 
letter for a minute and pull your chair around by 
me; I want to tell you something. You’re young. 
I’ve been selling hardware on the road since I was 
old enough to know the difference between soft and 






hard coal by the smell you got in the berth. Let me 


say a few things about Brander.” 

The Cream Separator Man gave up trying to 
seem hurt. He pulled his chair around the table 
and sat down in it again. 

“Shoot,” he said. 

“I’m right with you on that modern efficiency 
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stuff,” Billy remonstrated, “and if there’s one thing 
I do appreciate and understand and admire it is the 
man who takes decent pride in the way he keeps his 
store. I’m no rooter for the junk-shop type of 
establishment; far from it. But years on the road, 
Sonny, have made me just a leetle bit lenient. I’m 
not inclined to be as sharp and fussy and as critical 
as I used to be when I was your age. Once upon a 
time I’d get raving hot if anybody in my set at- 
tempted to defend carelessness, for example. I 
couldn’t see it that way. I always argued that law 
and order were so easy to accomplish that only a 
lazily indifferent hardware man would dodge the 
issue. I used to chuckle when I read trade paper 
articles, criticizing the methods of the slipshod 
dealer. I’d nod my head and growl: ‘Darn ’em— 
they know better. But the bugaboo of failure will 
git ’em ef they don’t watch out.’ ” 

“It’s true,” grunted the Cream Separator Man. 

“W-a-i-t,” Billy exclaimed, “I’m not finished. 
“As I was saying, toleration was never one of my 
virtues. I contended—just as you do—that every 
store should be as neat as the purple room at the 
‘Waldorf’ and that a man should have his self- 
complacence shot off if he didn’t see it my way. 
And then—then,—very slowly, age brought common 
sense. It brought looking at things two ways, in- 
stead of one. And I studied and found out. 

“There’s Old Brander, for example. For thirty- 
two years he has been running the same hardware 
store in the same town in the same place in the 
same way. For thirty-two years father and sons 
and grandfathers, one generation after another, 
have been stumbling over fertilizer bags at the door, 
and tool chests a little further on, and kegs of nails 
and empty packing boxes and all of that. It isn’t 
as bright and as sunny as it should be in there, 
either. But— 

“At thirty, a man can’t change his entire dis- 
position and character and mental make-up, even 
because some little trade-paper writer wants him 
to, or because, you want it, or I, or because the 
dealer-helps booklet an advertising agent prepares 
for the manufacturer suggests it in a hazy, misty, 
written-in-town manner. Admitted that Brander’s 
store should be tidy, it was too late in life when the 
lessons began to come in. Oh, if you chaps, who 
deal heavily in the ‘psychology’ of things would 
only dig deeper once in a while, if you’d only pull 
back the curtains and look down into a fellow’s 
heart. Brander was born careless. And along with 
that carelessness was a fine big healthy chunk of 
pig-headed stubbornness. He is the man who never 
starts over again. 

“But I’m telling you this simply to prove that 
a man can make a success in spite of one big fault 
if he only backs it up with a lot of other virtues. 
Bless old Brander! Why say, Sonny, his tenderness 
of spirit, his love of little children, his very soul 
would boost him to success, even if he didn’t sweep 
his shop out from the day the first box of hinges 
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was unpacked by that southeast window overlook- 
ing Court House Square. 

“And here are some of the reasons why Brander 
continues to do the biggest hardware business in 
this county, despite the fact that you stumbled over 
that lawn-mower this afternoon: 

“Brander is the politest man in the village. He 
is never too busy to look up and smile and say 
‘Howdy,’ and to make you feel as if he was inter- 
ested in you and your personal success. 

“Brander invariably keeps a full stock of every- 
thing. There are big hardware stores in this town, 
because it’s a prosperous farming center, but I 
don’t believe a man ever went into the Brander store 
and had Brander say: ‘Sorry, but we’re just out of 
that.’ Brander is wise enough to keep tabs on his 
stock. He doesn’t want to run the risk of having a 
customer even look in another store. If a box gets 
down to three shelf brackets he wires for more of 
that size. 

“Brander is never impatient with women. He’ll 
stop right in the middle of his business or waiting 
on you, to bustle up to one and smile and hold out 
his hand and tell her that he’ll be ready in a minute. 
I guess every woman in the village loves ‘Old Man 
Brander.’ Even if they don’t want to buy, they 
hesitate for a second in front of his shop, just for 
the joy and the private satisfaction of having him 
nod that way. A Brander smile and ‘good morning’ 
are good for what ails you. 

“Brander likes little children. If they’re pretty 
children he loves them for their prettiness. If they 
are ugly, then he loves them out of sympathy. 
Mother finds it out. And say, Son! did you ever 
stop to figure out what a powerful business asset it 
is to have the women folks of a community rooting 
for you—working for you—telling their husbands 
to patronize you? I’d rather have that influence 
working for me than a hundred hardware asso- 
ciations. 

“Brander is never impatient with women cus- 
tomers; I said that before, but I want to go back 
to it, if you please. You can no more change the 
eternal, everlasting little whims of the fair sex than 
you can turn Brander into a whisk broom and a 
vacuum cleaner. Women like to fuss around and 
nose around and bargain and ask questions. More- 
over, it’s their divine privilege. They are spending 
their own money. Some hardware clerks I know 
lose patience purty darn soon. Brander never did 
in his life; he just bears along with it in a soothing, 
helpful, solicitous way. The women in this town 
would rather walk four streets out of their way 
down to the Brander shop for a box of upholstery 
tacks, than to patronize the New York Store, on 
Main Street. That dapper little blond-headed chap 
never yet told Mrs. Smith how pretty her baby is, 
and the last time she was in, asking for ice boxes 
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and didn’t care for the first one shown her, he 
sniffed and said, ‘Well, we haven’t anything bet- 
ter.’ 

“Brander knows where he can lay his hands on 
things. You’d think, from the looks of his place, 
that it would take him a week to locate a non-hold- 
back screen door hinge. But it doesn’t. His mind 
is a hardware encyclopedia. He never forgets. He 
has a boy‘helping him in the store, but he kept the 
lad studying stock a whole year before he’d allow 
him to wait on a customer. 

“On the other hand, I’ve been in shops where 
they had a separate, neat drawer for everything 
smaller than a threshing machine, but where a clerk 
stammered dreadfully with his fingers and his grey 
matter before he finally turned over what you asked 
for. Brander puts things on his shelves, and in his 
store in general, according to the demand for them. 
It is a notable fact, here in the village, that you can 
jump off a trolley at the crossing, buy a bag of nails 
and catch the same car before it hits the next 
corner. 

“Brander makes you feel at home in his little 
establishment. Hard to analyze, hard to describe 
in mere words, that feeling of comfort and snugness 
you experience the very second you pass in through 
the old doors. But it does exist. The personality of 
the man has permeated every stick of timber and 
every square inch of floor space. That store is home 
to an awful lot of folks and, oh Son, but there is 
another giant factor in modern business, whether it 
be Hicksville or New York.” 

The Cream Separator Man chewed on his cigar 
with restless, nervous impatience. 

“There’s a lot in what you say,” he answered, 
“but what has that got to do with Brander keeping 
a mussy shop?” 

“Just this,” returned Billy, “it shows that tidi- 
ness, while precious and a desirable quality, is not 
everything. Many a man, who has really inherited 
the fault of ‘leaving this lying around’ makes up 
for the sin by being one hundred ner cent perfect 
in far more vital elements of human nature sales- 
manship. My contention is that men of this caliber 
are too often nagged and fussed at and wrangled 
with by the unthinking. Brander is a rich man, 
yet I have heard his downfall predicted a thousand 
times by men who never scratch very far beneath 
the outer crust. It’s a ripping fine thing to have 
your business house in order, but it is even more 
potent to clean up the daily mental processes of 
‘across-the-counter’ talk. Personally, if I had to 
settle down in this village and keep store, I’d rather 
be the best loved hardware man in Evanstown than 
the best store housekeeper. Have a stogie?” 


“Can’t smoke ’em,” sniffed the Cream Separator 
Man, “I smoke Hoyoas and add ’em to my expense 
slip.” 
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A CONSUMER’S WAY OF RUNNING A 
HARDWARE STORE 


By L. G. WESTON 


Tuck Mfg. Company, Brockton, Mass. 


T has been my pleasure to visit many hardware 
| stores, especially in New England, and while 
there I have observed that though there are 
many strong features in the methods of displaying 
and marketing goods, the weak point seems to be the 
time consumed in getting the customer what he 
wants, and also that during this time he is not being 
shown goods he might then or in the future pur- 
chase. I have had in mind for some time that a 
hardware store was a hard place in which to make 
- a purchase ouickly, as some of the goods are kept, 
from necessity, in out-of-the-way places, and it often 
happens that the really valuable salesmen are out 
at the putting up of small quantities of these goods, 
while an important customer is waiting impatiently 
in an almost empty store. 

The idea of one way out of this difficulty came to 
me while in one of the most efficient of the one- 
armed lunch rooms. I entered the place and at once 
approached the counter, where there was a clerk 
waiting to take my order; behind him were many 
clerks getting the goods. I ordered a sandwich, pie 
and coffee, and almost before the words were spoken, 
this assembler, as I call him, had laid them all be- 
fore me. One clerk had procured the sandwich, an- 
other the pie, and the third the coffee. The assem- 
bler assembled and punched my check, and I venture 
to say that the job did not consume 60 sec. of 
time. I only hope I did not eat as quickly. 

This illustration will doubtless appeal to you 
as it did to me, as being applicable to many busi- 
nesses, and of course I fitted it to the hardware 
business. The modern store which I have in mind 
is as follows: 

A front store with sufficient clear floor space to 
accommodate the largest number of customers an- 
ticipated at any one time; with smooth walls adapted 
for the display of samples only, on some such idea 
as the Multiplex displays, or small hardwood panels 
which could be unhooked and laid upon the counter. 
If the Multiplex displays are used, some of these 
might stand in the middle of the floor space. Then 
I would have counters on three sides (preferably of 
the glass display type), with a cash register on 
each side, also paper and twine for wrapping up 
such articles as would be kept in the cases, such as 
cutlery, shears, flashlights, cut glass, guns, etc. 
The tops of the counters could be given over to the 
manufacturers’ displays of goods. Behind the 
counter which faces the door would be a partition 
which slides, such as restaurants use, and perhaps 
three doors, one for the use of each side aisle, and 
one for the middle counter. Of course, this is en- 
tirely dependent upon the shape of store. Behind 
this partition I should have the entire back store 
given over to two-sided racks for the storing of 
goods in departments, with clerks in overalls in 
charge, and with good tables for wrapping bundles 
for each department, and speaking communication 
with the white-collar man in the front. The back- 
store idea could be exnanded to many floors and be 
built for efficiency only, leaving the decorations to 
the comparatively small front store or sample room, 
with its line of quick-sale goods. 

In the front store I should have one sample of 
every size and kind of article I carried, and if I 
carried only one, of course it should be there. For 
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instance, I should have one sample of every size 
and kind of nail, also of screws, hinges, etc., so that 
if a customer wanted hinges, he would ask the high- 
priced man behind the counter for them. This man 
would show his samples of hinges and his samples 
of screws; the customer could make his selection 
and the clerk could give the order to the stock clerk 
behind the partition and the goods would come in 
all wrapped up, ready to be taken away. If a cash 
register was used, the customer would have no wait 
for change. 

In case the clerks behind the partition should 
have extra time on their hands, there would be 
ample opportunity for employment in the packing 
of many kinds of goods into salable packages; for 
instance, one to five-pound cartons of nails. Almost 
every customer is willing to pay for service. In 
every line of manufacturing business that I know, 
people do pay for service. Consequently, I believe 
that nails sold in small packages can be sold if the 
delivery is immediate, for a higher price, for more 
than enough to pay the actual cost of this service, 
so that quite a force could be maintained in a store, 
considering that the number of high-priced men is 
decreased and the number of low-priced men in- 
creased for the same pay-roll, as under the old sys- 
tem and with greatly increased efficiency. 

Another illustration that will show the financial 
side: A customer wants a quart of oil which is 
kept in the basement. Under old conditions, there 
is a $25.00 man on the floor and three customers 
enter: the first wants the oil, while the other two 
want purchases amounting to several dollars. The 
$25 man takes a dirty can and descends and is gone 
15 min., while two valuable customers, who per- 
haps need his guidance in their purchases but can’t 
wait, are served by the $12 man. who doesn’t know 
the business thoroughly. Under the system sug- 
gested, the $25 man will speak his order to the man 
behind the slide, as in the lunch room, and while the 
oil is being put up, he will have time for another 
customer or two, or be able to interest the first 
one in the newest goods purchased by the house, and 
have time for demonstration if necessary. 

Even in a store where the volume of business is 
very large, three good men who know the stock 
thoroughly and an efficient force behind the scenes 
should handle the business better than nine men 
who have much walking about and who must leave 
customers alone for the major portion of the time 
they spend in the store. This is one of the strongest 
points I make, that if a customer orders goods that 
take a clerk 15 min. to get, the customer should 
not be left alone for 10 of them, for during that 
10 min. the best work of the best salesman 
should be practised on him to interest him in 
articles displayed, or to make him feel at home in 
the store, but never at the expense of his valuable 
time. 

What better opportunity for selling or interesting 
the man than that 10 min. that the boy is get- 
ting the oil. 

The details of the hardware business I leave to 
wiser heads than mine, but the principle of keep- 
ing the best salesmen (the men customers ask for) 
in the front store all the time, letting the boys do 
up *he bundles and bring in the goods, is right. 
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Assisting the Dealer to Make Effective Display in the Show Window 
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Window display made with the co-operation of the ma nufacturer 


window displays are uninteresting is that the 

man who arranges them uses only his hands in 
placing the trim. The successful and experienced 
display man uses his head combined with the toil 
of his hands, and an out-of-the-ordinary display is 
the result. It is surprising how a little gray matter 
used in arranging merchandise will put life into the 
showing and increase its advertising and selling 
value. 

The U. S. Cartridge Company believes in window 
displays, and to this extent has secured the services 
of experts to arrange seasonable and practical sug- 
gestions. 

A suggestion for a metallic cartridge display that 
will appeal to rifle and revolver users is shown in 
connection with this article. It is simple and 
easy to install, is artistic and will attract a great 
deal of attention. The display has been made to 
feature the proper positions shown in a new booklet 
so that the observer will come into the store for a 
copy. The properties required to complete the dis- 
play are as follows: 

1. Booklets showing exact positions used by ex- 
pert marksmen. The arrows point to three different 
pages of the booklet in question. 

2. Series of attractive, colored display cards. 

3. Large colored lithographed display hanger for 
center of display. This is full of interest for any 
man interested in hunting. 

4. A few targets. The number of targets that 
should be used depends upon the size of your win- 
dow. 

5. If you haven’t any regular fixtures you can 
improvise some from material at hand. You can 
substitute for the three glass standards some ammu- 
nition cases covered with paper or cloth. 

6. Large sign for upper center of display. Any 
local sign painter will prepare this at small cost. 

7. Arrows pointing to the three booklets. The 
arrows can be cut from any colored cardboard you 
happen to have on Hand, and can be joined to the 


| primary reason why the majority of show- 
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Card showing combined use of Soennecken and speed 

pens in lettering. The illustration is taken from a 

HARDWARE AGE advertisement of the Thermoid Rubber 
Company, Trenton, N. J. 
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large sign by means of some thin cotton tape and a 
few pins. 

8. Kifles, shotguns and revolvers, as shown by 
photograph at the top of the page. The rifles and 
guns are fastened to standards by means of strong 
cord. 

9. Boxes of U. S. Metallic Cartridges arranged 
exactly as shown in photograph. These can pe 
taken temporarily from your stock and replaced 
when you remove the display. The number of boxes 
to use will depend upon the size of your window. 

The show cards shown with this article are made 
with both Soennecken and speed pens. 


Meeting of National Foreign Trade 
Council 


beens National Foreign Trade Council has been 

called by the chairman, James A. Farrell, 
president of the United States Steel Corporation, 
to meet at the Biltmore Hotel at 10.30 a. m., Thurs- 
day, Sept. 23, to consider necessary steps to make 
permanent the extension of our foreign commerce. 
The meeting will last throughout the entire day and 
a large attendance of the leaders of commerce and 
industry in all parts of the country, who compose 
the personnel of the council, is assured. 

In calling this meeting Mr. Farrell said: “It is 
perhaps superfluous to say that although American 
export trade during the last fiscal year was larger 
than ever before, its volume was due to abnormal 
conditions. Export of the articles required in 
peace was greatly decreased. The elimination of 
European competition as a result of war has favored 
our export trade, but we may expect renewed and 
strengthened competition with the advent of peace. 
To anticipate these developments and carefully to 
consider measures necessary to meet them is the 
duty of the council. Its several committees have 
been investigating and in some instances acting 
upon the questions arising in our oversea commerce 
and their reports will be rendered at the forthcom- 
ing meeting.” 

There are forty-three members constituting the 
council, each representing some distinct phase of 
the commercial, industrial, transportation or finan- 
cial element in the oversea trade activities of the 
United States, the council collectively standing for 
the general interests of all engaged in foreign trade 
and devoting its attention to the encouragement of 
sound national foreign trade policies on the part of 
the Government and of business generally. 


Obituary 


J. B. Best, one of the leading hardware merchants 
of Palmyra, Mo., died at his residence, aged seventy- 


-nine years. He was one of the founders of the Best 


Brothers Hardware Company. Mr. Best had lived all 
his life in Palmyra, and at the age of twenty-one 
became a member of the Best Hardware Cornpany, 
which was afterward incorporated. For many years 
he was president of the First National Bank. 


GusTAV REITH died at his home on Sinto Avenue, 
Spokane, Wash., recently. He entered the employ of 
the Holley-Mason Hardware Company in 1888, when 
he was made manager and buyer of the firm. a posi- 
tion he held for years. At the time of his death he 
was in charge of the accounting department, and was 
in his fifty-fourth year. 


JACOB WEBER, fifty-eight years old, a hardware 
dealer of Louisville, Ky., died at his residence recently 
after a long illness. He is survived by a widow, two 
sons and one daughter. . 


Hardware Age 


WILLIAM A. JOHNSTON, a former hardware merchant 
of Streator, Ill., died at his home, 408 South Bloom- 
ington Street. He went to Streator from El Paso 
about thirty years ago and engaged in business with 
John Alband, to whom he disposed of his interest when 
he retired. 


GEORGE W. ELLERY, a member of the Ellery Arms 
Company, San Francisco, Cal., died suddenly, while 
on his way to his home. Mr. Ellery had been a resi- 
dent of California for fifty years, and was a native of 
Newport, R. I. He is survived by a widow, one son 
and two daughters. 


ARTHUR PETERSON, aged twenty-eight years, died at 
the Atlantic Hospital, Elk Horn, Ind. He had con- 
ducted a hardware business for two years, and is sur- 
vived by a widow. 
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From ‘‘Puck,’’ reproduced by permission. 


The Ladder of Civilization—Rungs by which mankind 
hopes to reach the ideal 








JIM’S CURTAIN LECTURE FROM 
THE BOSS 


Salesmanship from Two Points of View 


By L. S. 


through the door and pulled down the front 

blinds, ‘“‘as a dispenser of handy hardware 
you’re there in a thousand places, but as a scientific 
salesman of profit-bearing goods you’re a has-been 
and an also-ran. You can peddle a hammer to a 
carpenter or pass out a trowel to a bricklayer as 
easy as one, two, three, but when it comes to selling 
a fair-priced article to a man who don’t know that 
he needs it you’re still in the a-b-c class.” 

“IT sold more goods than any man in the store 
to-day,” said Jim in an injured tone. 

“Sure thing you did,” said the Boss with a smile. 
“Tf you hadn’t you wouldn’t be worth the trouble it’s 
causing me to deliver this little lecture on the whys 
and wheres of selling. If I didn’t think you had 
something more than air cells in that head of yours 
I’d let you go on to your supper now and hand you 
a pink slip at the close of the week. You’re a pretty 
fair clerk, Jim, as clerks go, but your correspondence 
school dope on selling is a fraud and a fake. You’re 
pleasant enough to put a gloss on a rainy day, and 
willing enough to shame a work horse, but you’re 
pinning your blue ribbon on the physical side and 
overlooking the gray matter that pulls down the 
gold plated loving cups. Your lining up with the 
bunch, gets broad across the shoulders and narrow 
between the eyes. You’re training for the shafts 
of a wheelbarrow, instead of the front seat of an 
automobile. You’re setting up four plows and sell- 
ing one; the shelves are top-heavy with goods you’ve 
boosted up the ladder when you should have been 
putting the outgoing brand on them. The knife 
case shines like a bogus nickel, but I noticed you 
were so strong for that shine that you passed up 
Barker after he bought that saw, and did the scour 
act all the time he was waiting for change.” 

“T sold him a saw set and a file with that saw,” 
said Jim sourly; “that’s salesmanship, ain’t it?” 

“Sure it is,” said the Boss, “but it’s running on 
the low gear. The trouble with you, Jim, is that 
you are handing out a kindergarten brand when 
your parlor wall is decorated with a high school 
diploma. 

“Now don’t get the idea into your head that I’m 
kicking, Jim; as a mule I’m a four-flusher. I’m 
only trying to slip you in an easy way what I got 
by hard knocks. I’m saving you the scars because 
I like you. You’ve got more than a fair share of 
ability, and you’re a fiend for work, but you’re 
growing weeds in the banana belt and hoeing last 
year’s horse-radish. 

“For example, when Tom Brown bought that can 
of yellow paint, you sold him a brush and a step- 
ladder, and he needed them both. That was pretty 
work and I was proud of you, but you fell down 
when you wasted that perfectly good half-hour talk- 
ing to him about the weather, good roads and the 
progressive candidate for governor. To be sure you 
sent him away with a smile; you’re some talker, 
Jim, but I don’t pay you for playing orator. I want 
to be able to give you enough salary so you won’t 
have to travel the Chautauqua circuits. Brown 
went away with a smile all right, but if he had left 
another simoleon in the cash drawer I could have 
double-headed with him on the smile and staved off 
a grouch. 


‘Te said the Boss as he slid the lawn mower 
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SOULE 


‘““Now, I know, Jim, that you wouldn’t hold me up 
for a nickel if you were starving, yet you swiped a 
half-dollar’s worth of the time I’m paying good 
money for and spent it for something that won’t 
cash in a penny. You ran your hand right by a 
pigeonhole full of valuable literature and grabbed a 
handful of good roads tracts and weather reports. 
I’m strong for good roads myself, Jim, and I’m crazy 
over fine weather, but I just forked over $25 for a 
good roads’ scheme, and the rain has put a damper 
on my weather bureau. I’m peeved, Jim, because 
you didn’t show more class. You know as well as 
I do that Brown owns an automobile, and that he 
keeps it on the ‘Merry Glide’ most of the time. He 
gives us his hardware trade without batting an eye, 
but old Bill Stevens sits back in his garage office 
and smokes good Havanas bought with Brown’s 
automobile repair profits.” 

“Well,” said Jim, “Brown is a mighty good friend 
of mine and I didn’t want to queer him by telling 
him where to buy his repair stuff.” 

“Queer nothing,” said the Boss sharply, “you 
didn’t queer him when you told him he could reach 
the ceiling easier from a ladder than from an apple 
box or a kitchen chair, did you? Not on your tin- 
type. He fell for that ladder quicker than he’d have 
tumbled off his kitchen makeshift. No man with a 
brain as large as a navy bean is going to get hostile 
because somebody points his thinker toward a cost- 
reducer. If you had soft-pedaled that weather re- 
port and switched a handy tool kit into his line of 
vision his leave-taking smile would have shed just as 
much radiance, and mine would have glistened like 
a sidewalk in the hereafter. 

“I saw Tom beating into town this morning, and 
when he hit that slick place in front of Tompson’s 
cigar store he skidded ’til he nearly picked up the 
wooden Indian. That incident was holding down a 
front seat at his thought concert when you sprung 
that weather report on him. If you’d run about 
one film of pictures dealing with anti-skid chains 
you’d have linked his friendship to you with a band 
of steel and molded a smile on his face that a cloud- 
burst couldn’t wash off. It’s ten chances to one you’d 
have closed the meeting with a bell solo on the cash 
register. 

“The next time Brown comes in and the weather 
map gets to dangling in front of your eyes put on 
your goggles and lead him over to one of those new 
electric searchlights that fastens to the wind shield. 
If he don’t fall for it show him that new electric 
warning signal, and if that don’t get him just keep 
steering him down the line of automobile repairs 
until he comes to realize that the hardware man is 
no back number in the automobile game. 

“Study your customers as you do the sporting 
page of the Chronicle, and when you see an opening 
take a swing at it. Do you ever read the real estate 
transfers while you’re hunting for the latest base- 
ball dope? I’ll bet a dollar to a postage stamn that 
it never enters your head, yet a little scientific in- 
vestigation along that line will cut down our surplus 
line of builders’ hardware. 

“Don’t butt into a man’s kitchen unless you have 
to, but if business calls you there and you happen 
to notice a top crack and a bum lid on the kitchen 
range don’t forget to mention it when you get back 
to the store. You’ve walked to work all winter 
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past a row of houses that fairly ached for paint, 
but if the delivery boy hadn’t taken a census half 
of them would have worn a mail-order coat. There’s 
been six births in your block in less than two months, 
but our stock of folding go-carts hasn’t shrunk an 
inch. Our warehouse is crammed full of poultry 
netting, yet this very morning you hollered your 
head off about the early lettuce you were feeding 
to your neighbors’ loose chickens. You’ve got the 
only washing machine in your neighborhood, and 
you keep it out of sight in the woodshed. 

“Fan the dust out of your head, my boy, and turn 
over a new leaf. Don’t get sore and tell the janitor 


Hardware Age 


how the Boss jumped all over you, but grab onto a 
bunch of the hot stuff I’m boiling over you, and try 
to get by with it. Work your head more and your 
hands about the same. 

“Wake up, Jim, and turn off the alarm, then I 
won’t have to keep the cook waiting supper for you 
while I give you the once over. Talking about ora- 
tors, I’m some spouter myself, Jim,” and the Boss 
switched off the light, jammed his hat on the back 
of his head and started for home, scratching his 
head for a new excuse to spring on his wife when 
she called him for being late again. We can leave 
it to him. 





THE RIGHT WAY TO HANDLE STOVE REPAIRS 


By FRANK K. CHEW 


j eer customer who leaves a deposit with his order 

for stove repairs is sure to come back and get 
them. This prevents loss and is so generally fol- 
lowed as a custom in the stove trade that to neglect 




















An efficient method of handling stove repairs. This 
idea may be utilized by any hardware merchant 


to exact it is to aid in destroying a custom that has 
too many advantages to be infringed upon or neg- 
lected. 

It is incumbent upon those who sell stove repairs 
to be absolutely correct. This means that the cus- 
tomer’s name and address should be carefully 
entered upon the order and also the name and num- 
ber of the stove and the character of the parts with 
the date and all of the peculiarities of construction 
that are found in stoves that have been on the mar- 
ket for a long time and have been subjected to sev- 
eral changes and improvements. 

A duplicate of the order should be given to the 
customer, the original sent to the manufacturer or 
stove repair supply house and still another copy kept 
for reference. Some merchants who handle stove 
repairs keep the orders when received in one place, 
change them to another and so on as the order has 
been forwarded to the supply house; then they are 
shifted to still another place when the goods have 
been received. 

A postal card is sent to the customer to inform 
him that the goods are ready to be placed in the 
stove and to invite him to set a time when it will be 
convenient to have the repairs placed. This notice 
should also give the final cost of the repairs, par- 
ticularly where they are to be furnished to people 
who will put the repairs into the stoves themselves 
as is the general custom with farmers. 

When the customers call for the repairs they can 
bring along the necessary money to settle the bill 


and make it a cash transaction that has been handled 
as promptly as possible where the goods have to be 
secured from a distance. 

Many people in the stove business have sold one 
line of goods for a long time, and carry in stock 
parts for many different stoves and in some in- 
stances, the lines which they handle have had their 
parts made interchangeable so that the grate for 
one size of one kind of a stove will fit another size 
of another kind of a stove. A book having these 
facts reeorded is invaluable for reference during 
the busy season and often prevents ordering repairs 
when repairs to fill the order are in stock, if it were 
only known. This method of keeping track of things 
and carrying stock enables stove repair orders to 
be filled promptly, and often this is of great con- 
venience and benefit to a customer. 

Too much care cannot be taken in the stove repair 
business. Stove salesmen report of the piles of 
stove repair castings that are carried from year to 
year in some establishments where no one knows 
what stoves the parts are for and frequently these 
repairs bought at repair prices are sold at junk 
prices to get rid of them. 


American Rolling Mill Sales 
Conference 


HE semi-annual conference of the sales depart- 

ment of the American Rolling Mill Company, 
Middletown, Ohio, was recently held in Middletown. 
A sales and advertising campaign was planned and 
other routine business transacted. G. H. Charls, 
general manager of sales, presided. 

Among the visiting salesmen were the following: 
W. W. Sebald, C. M. Spear and F. E. Wortley, New 
York; George W. Donovan, Buffalo; R. D. Black, 
Toronto, Canada; H. A. Lord, Pittsburgh; W. J. 
Lafferty, M. L. Pierson, Detroit; Maynard French, 
Cincinnati; F. B. Milhoan, J. F. Mehlhope and D. 
C. Foley, Chicago; W. S. Stephenson, St. Louis, 
and George Wolff and J. S. Wilson, Milwaukee. 


E. H. TITCHENER & Co., manufacturers of staples, 
double pointed tacks and wire specialties, whose prin- 
cipal office is at Binghamton, N. Y., but who have for 
many years maintained a branch at 212 North Peoria 
Street, Chicago, IIl., have disposed of their interests 
at the place last named to an [Illinois corporation, char- 
tered as the Titchener-Diehl Company. Of the new 
corporation E. H. Titchener is president and Harvey 
Diehl is secretary and treasurer. The management of 
the business will be in the hands of Mr. Diehl, who has 
been in charge of the Chicago branch of E. H. Titchener 
& Co. for upward of eighteen years and is therefore 
thoroughly conversant with the requirements of the 
trade. The Titchener-Diehl Company expects to add 
to its facilities for rendering prompt and efficient 
service. 











THE MAN BEHIND THE COUNTER 


Pickle Possibilities 


HE beginning of this story is an advertisement 
Hi that would not pull. It was a perfectly good 

advertisement from the standpoint of looks, 
and the prices were right, but somehow the cus- 
tomers did not come rushing in as we had expected. 
Just about the time I had given up hope of solving 
the problem my telephone jingled and I found my- 
self voice to voice with the head of my household. 
She informed me, politely and sarcastically, that if 
she were running a hardware store at a season when 
nearly every woman in town was busy preserving 
she certainly would make a window trim that would 
be seasonable. The joke of the thing was that one 
of the articles in my advertisement was a preserv- 
ing kettle. The next day the window was changed 
and the heading of the advertisement was changed 
too. We added one or two articles that are useful 
in preserving season, ran the same preserving 
kettles and other articles, and they sold fine—but 
the advertisement heading directed the housewife’s 
attention to the fact that we were featuring pre- 
serving needs. 


Fruit Jars in the Nail Class 


I have said that this story began with an ad- 
vertisement that did not pull. Just where it will 
end I cannot say, but I do know that the things that 
that advertisement taught me are going to be put to 
profitable use for the rest of this season, and espe- 
cially for the next. Preserving season begins at a 
time of the year when business is scarce in other 
hardware lines, so the hardware man may put suf- 
ficient time on “Pickle Possibilities” to make the 
thing go in good shape. 

Most of us seem to think that Pickle Possibilities 
begin and end with fruit jars—and most hardware 
merchants seem to have reached the end. There 
was a time when jars were standard hardware stock, 
when they were bought by the gross or the carload 
by all real hardware stores, but during the past few 
years the trade in this line has steadily dwindled 
until now it is negligible. As a matter of fact, jars 


are only the beginning of a list of housefurnishing 


articles that increase in profitableness as we add to 
it. Fruit jars bear about the same relation to the 
housefurnishing division that nails do to the build- 
ers’ hardware department—excellent starters for 
profitable business. At this time the grocery stores 
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are getting the trade, but there is no reason why 
the hardware man cannot win it back. The objec- 
tion may be made that there is no profit in jars, but 
the fact remains that there is profit in the other 
sales that are induced by the purchase of the jars, 
so I have added them to our want book. 


Make Suggestive Salesmanship Take Care of the 
Delivery Costs 

A hardware man once gave me an excellent rea- 
son why he would not handle fruit jars. He said 
that Mrs. Smith, one of his regular customers, and 
one that he could not afford to lose, would suddenly 
discover that she was ready to take her preserves 
off the stove and that she was entirely out of jars. 
She would rush to the telephone and insist that the 
hardware man send out a dozen jars right away. 
Of course, the delivery wagon would always be in 
the other end of town, and the merchant must either 
send some one out on a car or get into the 
class of slow deliverers. This difficulty, coupled 
with the fact that the grocery stores had cut the 
profit of the fruit jar business, was the reason this 
dealer refused to sell jars. 

Of course his reason was a good one, but it seems 
to me that a little suggestive salesmanship would 
add enough articles to the jar order to make nearly 
any kind of delivery profitable. No woman realizes 
how many things she needs for preserving and 
pickling until the hardware man gets busy. Any 
old cup with a,broken handle will do to measure the 
sugar until the housewife is shown how convenient 
a graduated measure would be. The old granite 
saucepan will do for preserving until a good sales- 
man who believes in, and knows, aluminum gets on 
the job. The buyer may be paring apples with an 
eight-inch butcher knife instead of using a regular 
parer, or she may need several regular paring 
knives, or it may be mincing knives, food choppers 
or a dozen other articles that can be sold right over 
the telephone with the fruit jar order if the right 
kind of salesman is on the job. In this way an un- 
profitable delivery can be turned into a profitable 
one and the customer is really better pleased. 


Work the Windows 


Of course we cannot sell the things that we do not 
know anything about, so my suggestion to the men 
behind the counter is that if they do not know just 
what the housewife needs during the preserving 
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season they will do well to have an interview with 
some one who does, then get busy with the articles 
that will sell, couple some good show cards and 
window display work with your weekly newspaper 
advertisement and you will get results. 

Just about the time that Jack Frost makes his 
first appearance there is going to be a lively de- 
mand for the things that are used in making mixed 
pickles. You can go after the trade in any way that 
you want, but the suggestion of a window that a 
Chicago hardware merchant used once may be of 
some assistance. He used a plain kitchen table 
covered with oil cloth. A food chopper ready for 
grinding was screwed on it, there was a wooden 
mixing bowl and spoon—tin must never be used in 
making pickles—a family scale, a colander, a meas- 
uring cup half filled with sugar, some sealing wax, 
paring, butcher and mincing knives, and several 
grades of preserving kettles. It goes without say- 
ing that such a display will sell goods and that these 
goods bear profits that make the effort worth while. 
Cans, jars, rubbers and similar goods are needed 
to complete the assortment if we do not want to 
send our prospective buyer to the department store 
so that she can get all of her needs at once. 


Coming Hardware Conventions 


THE NATIONAL HARDWARE ASSOCIATION and the 
AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION JOINT ANNUAL CONVENTION, Atlantic City, 
N. J., Oct. 18, 14, 15. Headquarters, Marlborough- 
Blenheim, for both associations. F. D. Mitchell, 
secretary-treasurer, American Hardware Manufac- 
turers’ Association, and T. James Fernley, secre- 
tary-treasurer, National Hardware Association. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Dec. 7, 8, 9, 1915. 
W. B. Porch, secretary, Mustang. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Wash., Jan. 19, 
20, 21, 1916. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 25, 26, 27, 28, 1916. 
M. L. Corey, secretary, Argos, Ind. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morgantown, W. Va. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 
secretary, Dallas. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 8, 9, 10, 11, 
1916. Headquarters, Lindsee Hotel, Nathan Rob- 
erts, secretary, Lincoln. 

SouTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Sioux Falls, Feb. 1, 
2,3, 4, 1916. E.C. Warren, secretary, Mitchell, S. D. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point. 

NEw YORK RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 
A. J. Scott, secretary, Marine City, Mich. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel, exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 22, 23, 24, 25, 1916. H. O. 
Roberts, secretary, Minneapolis, Minn. 


Hardware Age 


Amsterdam Business Men to Visit 
America 


| pagent earcladsboe of the reorganized Amer- 
ican Chamber of Commerce in Amsterdam, 
Holland, now known as the American-Export Cham- 
ber of Commerce, are expected to arrive in the 
United States some time in October, remaining in 
this country about three months. They come with 
the double object of extending the membership of 
the organization in this country and calling to the 
attention of boards of trade, chambers of commerce, 
manufacturers’ and merchants’ associations, indi- 
vidual firms, corporations and any who are inter- 
ested in the export trade of the United States, the 
opportunities that the Netherlands offer as an ex- 
port center, especially with reference to the new 
and changed requirements resulting from the pres- 
ent war. 

The visitors will be received in the principal cities 
of the East, the Central West as far as Chicago and 
the South as far as New Orleans. In meeting the 
business men of these cities, they will present, by 
means of slides and films, Amsterdam’s facilities 
for handling foreign trade. The purpose of the 
organization is to maintain headquarters at Amster- 
dam, consisting of suitable rooms where books and 
magazines, pamphlets and papers relating to all 
world’s business will be kept on file, so that commer- 
cial travelers, firms and corporations can, at any 
time, receive information free of charge, as to busi- 
ness openings, the best routes of travel and any- 
thing that will be of benefit to them in their trade 
abroad. It is planned to exhibit trade and stock ex- 
change reports, and to keep the addresses of in- 
dividuals and firms desiring to open correspondence 
with a view of establishing business connections. 

The Bureau of Foreign and Domestic Trade at 
Washington is co-operating wth these visitors as 
to the conduct of its campaign in this country and 
they have received from the Bureau assurances of 
active assistance in the arrangement of the itiner- 
ary of the representatives and for appointments and 
meetings in the various cities that they desire to 
visit. 


Loving Cup and Roses for Friend 
W. Smith, Sr. 


A DEMONSTRATION of appreciation that came 
as a complete surprise was tendered Friend 
W. Smith, Sr., recently, when the entire working 
force of the Smith & Egge Mfg. Company, Bridge- 
port, Conn., assembled in the factory yard, and at 
the sound of the whistle presented him with a hand- 
some loving cup, together with 48 large roses, as a 
mark of gratitude for the granting of an 8-hr. day 
schedule. The presentation was made by P. A. Colli- 
gan, an old employee of the company. By a previ- 
ously arranged plan, Mr. Smith, who had been auto- 
mobiling, was summoned to the factory, and as the 
car entered the yard, the presentation speech was 
made. The recipient of the gift, who is in his 
eighty-sixth year, did not respond verbally, but his 
son, Friend W. Smith, Jr., replied to the testi- 
monial, in which he thanked the company’s em- 
ployees for the spirit of friendliness which prompted 
the act. The 48 roses which accompanied the cup 
represented each working hour in the week. indica- 
tive of an 8-hr. day. The cup stands 12 in. high. 
Mr. Smith was born in 1829, and although in his 
eighty-sixth year, is still active at the factory. 








A POINT ABOUT THE STEVENS BILL 
OF GREAT IMPORTANCE TO 
EVERY MERCHANT 


By ELTON J. BUCKLEY 


ERY probably one of the hottest fights ever 
had over legislation in Congress will be over 
ethe Stevens bill at the next Congressional ses- 
sion. I have made some references to the Stevens 
bill in previous articles. It is being largely pro- 
moted by manufacturers of trademarked specialties 
like the Ingersoll watch, and Kellogg’s Toasted Corn 
Flakes, who have organized under the name of the 
American Fair Trade League and are maintaining 
an office in New York City for the distribution of 
propaganda over the entire United States. 


In a nutshell the Stevens bill would give a manu- 
facturer legal authority to tell the jobber and the 
retailer through whom his goods are distributed, 
what price they should get for his product. It is 
destined to destroy the cutter, and very largely 
quantity prices as well. 


In the discussion which the Stevens bill has 
elicited, many objections have been raised to it, 
some of which have been foolish, not meriting an- 
swer; and others of which have been plausible, but 
have been successfully answered by the manufac- 
turers. One objection, however, has not been an- 
swered in a way which carries any weight. Be- 
cause it is in my judgment an objection of force, 
I shall say a little about it here. 


It is the objection that the Stevens bill would 
prevent a retailer from cleaning up his stock. It is 
part of every retailer’s experience that odds and 
ends of stock will accumulate, and if they are to be 
gotten rid of, they must be cut in price and pushed 
out. This is one legitimate form of price-cutting, 
in my judgment, and I heard a seasoned old mer- 
chant say the other day that it was impossible to 
successfully run a retail store without it. 


The Stevens bill as now written would unquestion- 
ably prevent a merchant from cutting the prices of 
these odds and ends of stock, or from cutting the 
price of any stock which he found would not sell, 
and which he therefore wished to get rid of, if such 
stock were not damaged. The American Fair Trade 
League says the bill would not prevent this, but the 
League is wrong. The secretary of the League 
thus recently set forth this objection to the bill, and 
the League’s answer: 


V 


THE OBJECTION 


6. “Maintained prices would prevent important sea- 
sonable reductions in prices upon which most house- 
wives depend—especially those with limited means.” 


THE ANSWER 


Maintained prices, as legalized in the Stevens Bill, 
will do nothing of the sort; the Stevens Bill expressly 
provides that in case of deteriorated goods, the dealer 
may sell them at any price he chooses, provided he has 


first given the manufacturer an opportunity to take 


them off his hands at what they cost him. 

It is true that the Stevens bill contains a clause 
allowing a retailer owning goods which are “dam- 
aged, deteriorated, or soiled” to cut them, after he 


65 


has first offered them to the manufacturer and the 
manufacturer has refused to take them back at the 
price paid. But that has nothing to do with this 
case. The bill provides that a merchant may cut 
the price of an article if such an article of com- 
merce or contents of such carton, package or other 
receptacle shall have become damaged, deteriorated 
or soiled; Provided, That such damaged, deterior- 
ated or soiled article shall have first been offered 
to the vendor by such dealer by written offer, at the 
price paid for the same by such dealer, and that 
such vendor, after reasonable opportunity to inspect 
such article or articles, shall have refused or ne- 
glected to accept such offer, and that such damaged, 
deteriorated or soiled article shall thereafter only 
be offered for sale by such dealer with prominent 
notice to the purchaser that such article is damaged, 
deteriorated or soiled, and that the price thereof is 
reduced because of such damage. 


The secretary of the American Fair Trade League 
says goods which a retailer wishes to reduce in 
order to get rid of, are “deteriorated” under the 
law, and can therefore be cut in price if the manu- 
facturer refuses to buy them back. He is wrong. 
“Deteriorated’” under this bill, as now framed, 
would not mean that at all. It would mean de- 
teriorated only in the sense of being physically in- 
jured,.as by becoming shopworn. This is under 
this familiar and fundamental rule of law which 
any lawyer knows: that when a law uses a number 
of expressions, all in connection with the same sub- 
ject, the meaning of any one of them (which might 
ordinarily be much wider) is limited by the mean- 
ing of the words with which it is used. A case 
in point is a certain law which provided that cer- 
tain obligations should be borne by “a mechanic, 
miner or other person.” Ordinarily “other person” 
would mean anybody, but the court in this case 
held that “other person” meant other persons 
similar or like unto mechanics and miners, and that 
it did not include a farmer. There are many 
similar cases. 

“Deteriorated” goods under this act would there- 
fore mean goods to which something had happened 
similar to becoming “damaged” or “soiled.”’” Mer- 
chandise that had simply not sold well for a given 
merchant would not be “deteriorated” even in the 
ordinary use of that word. And in the legal sense 
of the word it would not come within a mile of being 
“deteriorated,” and its price could never be cut 
without the manufacturer’s consent. 


Much can be said for the Stevens bill in many 
ways, both in letter and in spirit, but this part of it 
would in my judgment practically destroy what 
every merchant can consider his fundamental right, 
viz.: the right to make special concessions on mer- 
chandise whose room he prefers to its company. 
The bill could easily be amended so that it would 
not be open to this objection, if its promoters really 
intend not to interfere with this function of a mer- 
chant.—Copyright, September, 1915, by Elton J. 
Buckley. 
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. PUBLICITY FOR THE RETAILER | 
Two Good Seasonable Ads—Neat Glassware Ad 


Complete Information for the Public 


No. 1 (2 cols. x 6 in.).—This is just about the 
time of the year when a man looks out of his 
office window and sees in the autumnal skies a block 






Opening of Hunting Season 
TUESDAY, SEPTEMBER 7TH 











You will find here a well assorted stock of Guns and 
Ammunition, both Winchester and Remington U, M.-C. AI- 
80 received a supply of the Peters brand. 

Our prices tuo are very reasonable and in most cases 
cau supply you at lower price than’asked by catalog houses. 
Cheerfully invite your inspection if interested. } 


ANNOUNCEMENT! 


Wish to announce that we have received large sup- 

ply of Ammunition and Guns, both the ‘‘Winches- 

ter’ and ‘‘Remington U. M. C.”’ and you will find 

us well prepared to meet vour requirements at rea- 

sonable prices: ave also added the well known 
“‘Peters” brand. 



























Guns Ammunition 
AUTOMATICS, either Win- Winchester LEADERS 12 
chester or Remington, !2ga. ga, chilled shot, per i00 





$30.00 $3.10 


Winchester Repeater 12 ga. Winch ester REPEATERS, 
Hammer 12 ga, ‘‘The Popular Shell’ 


5 Chilled shot, per 109 
a $7,80 


Remington Repeater 16 ga, Drop Shot 


a 


Peters PREMIER 12 gauge 


We particularly wish tocall your attention to our 

line of High Grade Guns. Believe you will agree 

with us that this is one of the finest assortments 

ever shown in our little city. Having established 

the rale of five per cent Discount for Cash, gives 

the buyer every possible benefit. Cheerfully invite 
your inspection if interested. 


OPENING DATE OF HUNTING SEASON IS ON 
TUESDAY, SEPTEMBER THE SEVENTH, 1915 








ie — one 12 chilled sh ot per 100 
eo higher e, hammerless $3 10 
F. J. Rosenwald & Son $70.00 a. Aes 
With Hammers Chilied Shot, per 100 
No. 1.—We wish this ad had pictured the joy of the $15. 00 $2.80 
rosie geen Pitted Other Guns in single and gee Seen 
double barrel at $7.60 


of yellowlegs, a scurrying deer, or mayhap a sleek 
bruin eyeing him suspiciously. You will find that 
this same man has a thumb-worn covy of State Above prices subject to a 
game laws locked in some obscure drawer of his 5 per cent discount for cash $2.20 
desk. If you followed him home you would find — 
him polishing a gun barrel and putting down memo- ry in Stock: 

randa of what he will need — that hunting rip. * Funting PED a -Sy Garriers, Duck Calls, Gun 
Yes, that’s what’s on the mind of a multitude of | Cases and Thermos Bottles. 

red-blooded Americans just now—a hunting trip— 
a hike along the old trail, the zest of a supper 


$5, $11.50, $12.50 Black Powders, either New 
Club or New Rival 











cooked by camp fire and the health-giving sleep F. <a Rosenwald «& Son 


Bellingham, Minnesota 


among the pines. Somehow or other we wish this 
ad had pictured the joy of the annual hunting trip. 
It is an interesting ad as it stands, and it makes 


a definite appeal, but we would have liked to have ; 
seen it exude the odor of pine boughs and picture No. 2—Heading sae eo hs ae this ad are right 
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September 23, 1915 





Special Prices on Glassware 


Glassware Section—Second Floor. 























Colonial _ Set $1.19 Greek Key Water silbeed $1.24 
Colonial Grecian de 
design; oA _ ~. - 
Hewes | imond tH 
i glass: glass; jug 
Jug and nd °s 
ix glasse glasses. 
Special 
price Special price 
$1.19 $1.24 
p% Plain Water WATER SET 98c 








Clear crystal 
Set 98¢ glass, Optic pat- 
7 Plain pattern, 
clear crystal 
gina; sa — 
ela 


g. 
x ay quart capacity, 
Special a” 


and six oo 

















98c reed vai 9B 
Second Floor. 
he Star Cut 
\, Water Set Plain Water ¢ 
$1.59 Set 59c 








Je Cut star design; 


thin crystal glass. Like illustration, 


r Jug and six glasses. Jug and six glasses 
Special price to match. Plain 
pattern. graceful 
$1 59 shape Complete 
z set 
only 
Second Floor. 














Grecian 
Etched 
Ice Tea 
Glasses 


98c 


Thin cryetal 
Glass. Etched 
Grecian design. 
Set of six. Spe- 
cial price 
































Colonial . 
Ice Tea Greek Key ee 
Glasses Ice Tea arcane 
59¢ Glasses 
mone’ dan 69c 
Set of six. Spe 
cial price eee s a -w 
six. Special Gc 
Price. ..--- 




















i! Glasses 


Thin clear crystal 
glass, plain straight 
shape, like illustra- 


ion. Set of 43c 


ix. Price. 








Vieewen Etched Ice Ice Tea Glasses 











° ~ 
enc (iesons $1.19 6 tor 59c 
_ Thin gh srapevive ctching. Set 
ak Spe “is af $1. 19 Pisin, clear crystal glaes 59c 
pri Sct of six. Special value 
VINTAGE COASTERS $1.29 
set =h ‘1.29 Second Moor. 


prtice 








DELIVERY PREPAID ON OUT-OF-TOWN ORDERS 


ORDER PHONE 
BY - PBX. 
MAIL oe Lind = 94 
OKLAHOMA CITY, OKLA. 


PETTEE’S ANNEX STORE, 124 W, CALIFORNIA 
RAILROAD FARE REFUNDED ACCORDING TO RETAILERS’ PLAN 














No. 3.—Equivalent to looking over a whole counter 
display of glassware 


the rare delight of stalking game through the 
wooded trails or pausing betimes to steal along the 
ocean’s shore for sight of the birds that have now 
displaced the bathers. One purpose of the hunt- 
ing ad is to enlist new recruits and win back the 
lagging oldtimer. This ad will be apt to do neither. 
It’s the sort of an announcement that will be of 
interest to the man who has made up his mind to 


go, and that type only. As far as it goes it’s fine 


and dandy, but it hasn’t caught the real spirit of 
the great outdoors. 


Giving the Details 
No. 2 (2 cols. x 1014 in.).—With the foregoing 
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ad built along the lines we suggest, and this ad for 
a follow-up, the Rosenwald firm would have a very 
happy start on their hunting publicity. This ad, 
being a detailed exposition of the gun and ammu- 
nition stock, needs the outdoor appeal less than 
No. 1 which is a bare announcement. The heading 
and lead copy in this ad are right to the point— 
and the gun illustration serves its purpose well as 
an eye-catcher. The two-column listing seems to 
be complete, and from it the reader may form an 
idea of just what Rosenwald has to offer. Both 
this ad and ad No. 1 were mailed us by H. A. 
Rosenwald of F. J. Rosenwald & Son, Bellingham, 


Minn. 
Unique as Well as Forceful 


No. 3 (2 cols. x 12 in.).—This ad comes to us 
from W. J. Pettee & Co., Oklahoma City, Okla. 
For symmetrical arrangement, completeness of 
presentation and the number of articles covered, 
this ad pretty nearly holds the record. Fourteen 
separate and complete appeals are made in two- 
column space, 12 in. in depth. Twelve illustrations 
are used and they really illustrate, too. Prices 
appear in each panel and not a thing is left for the 
reader to guess. In fact, a reading of the ad is 
equivalent to looking over a whole counter display 
of glassware. Our only criticism of the entire ad 
is this: Instead of repeating the special price in 
the individual caption and at the close of the copy, 
we think it would have been better to have made 
the first price the original price so that the reader 
would have had a price comparison on each article 
listed. However, the announcement as it stands is 
worthy of considerable study—it certainly has “the 
punch.” Note the neat firm name signature. 


Simonds Bar Mill 


HE Simonds Mfg. Company is now at work on a 
new building which will greatly increase the 
productive equipment of its crucible saw steel mill 
at Lockport, N: Y. The new building will be about 
68 by 153 ft. and will be for the purpose of install- 
ing a bar mill which will consist of one train of 
16-in. rolls and one train of 10-in. rolls, both motor 
driven. 

The structure of this new building will be the 
same as the other buildings which were put up by 
the Simonds Mfg. Company at Lockport, N. Y., in 
1911—-steel frame, galvanized siding and saw tooth 
tile roofs. 

Much of the product of this mill will be used 
by the three Simonds factories, at Fitchburg, 
Mass., Chicago, Ill., and Montreal, Que., Canada. 
The company is now using the entire output of saw 
steel from its rolling mill. 

Contracts have been let and it is expected that 
the new mill will be in operation by Dec. 15. 


New Oakes Factory 


HE Oakes Company, Indianapolis, Ind., has pur- 
chased a new factory site, where three large fac- 
tory buildings have been erected, providing modern 
facilities and equipment, and increasing the capacity 
of company to 2000 fans a day. 

The new plant is modern in every respect, con- 
taining new machinery, several 46,000-lb. presses, 
enameling ovens, etc. Several acres comprise the 
grounds and private railroad switches have been 
built. The capitalization of the company has been 
inercased by $50,000. 


THE STEINMEYER WASHING MACHINE COMPANY, St. 
Louis, Mo., has been incorporated with a capital stock 
of $14,000 by August Steinmeyer, Edward C. Bergt and 
Oscar Harsch. 
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The Taxation Problem. from a 
Business Standpoint 


HE taxation figures of the past few years 
J} prove conclusively that some concerted 
action on the vital problem of public 
economy is both essential and inevitable. 
We have placed the blame for industrial de- 
pression, for financial unrest, and even for 
the disquieting attitude of labor, at the door 
of Europe, but we can no longer avoid fac- 
ing the fact that high rates of taxation have 
had a decided influence on all of these ques- 
tions. 


Statistics show that not only the National, 
but the State, county and municipal taxes 


have been mounting higher and higher until 


they have reached almost what might be 
termed the danger limit. Where in the 
year 1860 the average direct tax burden was 
but $3 per capita, the year 1915 finds us stag- 
gering under a load of approximately $24 
per capita, while as additional ballast we 
are carrying special taxes on immense sums 
spent by municipal governments in improve- 
ments, many of which are only transient. 
There are also vast sums of money, which 
have been borrowed on bonds and spent in 
the same manner, for which there must 
eventually come a tax accounting. The out- 
look is far from satisfactory from a busi- 
ness standpoint. 


As is perfectly natural, the highest rates 
of taxation are to be found in the Western 
States, Montana leading the van with a di- 
rect tax of $26.81, with California a close 
second with its average of $23.50. In the East 
staid old Massachusetts is demanding a direct 
tax of $23.27 of every man, woman and child 
within her State borders. The figures quoted 
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represent general averages by states—the 
averages in the larger cities running much 
higher, while in the country districts they 
are proportionately lower. 


In business circles the belief seems preva- 
alent that this condition affects the retail 
merchant only so far as concerns his ability 
to pay the actual tax assessed against the 
property he owns. Nothing could be farther 
from the real facts of the case. Whatever 
affects the community as a whole, has a bear- 
ing, directly or indirectly, on the selling of 
merchandise in that community. The wage 
earners, by virtue of their numbers and the 
volume of their trade, form the foundation 
support of the retail business. They also 
are the heaviest sufferers in the matter of 
taxation. They are the first to feel the bad 
effects of a period of depression, since a 
tightening of the money market, with its ac- 
companying retrenchment along building and 
general business lines, necessarily throws 
them out of employment and stops their in- 
come. If they have been thrifty, and ac- 
quired homes of their own, they are doubly 
taxed because of that very thrift. Like 
their fellows, they must pay their propor- 
tion of the penalty of ownership, and in addi- 
tion they must stand for a depreciation in 
their property values brought about by high 
taxes, and visions of higher ones. Like the 
parasite on the fruit trees, the unreasonably 
high tax takes not only the new growth in 
the form of earnings, but it saps the vitality 
of the trunk by feeding on the savings. 


The home of a certain wage earner in a 
small town in Idaho was valued three years 
ago at $3,500. The taxes at that time were 
$31.50 for the year. To-day the place, with 
some additional improvements, would bring 
at a forced sale not to exceed $1,200, while 
the taxes for the current year amount to 
over sixty dollars. Five dollars a month 
rent in the form of taxes for the privilege 
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of living in his own home. It represents 5 
per cent of the actual cash value of the place 
this year. What will it be in the future? 
Can he afford to be a thrifty citizen at those 
prices? The actual cash invested by this 
man in his property and improvements was 
$3,000. Interest on this amount at 8 per 
cent which is the usual rate in that State, 
would amount to $240 per year. The up-keep 
of the place, including painting and neces- 
sary repairs, is about $50 a year. The taxes, 
as mentioned before, are $60. This makes 
a grand total of $350 a year, or $29.16 a 
month rental. Couldn’t a part of this 
twenty-nine dollars be used to advantage by 
some local merchant? Isn’t it apparent that 
such a condition of affairs does have its ef- 
fect on your business? 


Action on this problem by business men 
has been too long deferred. Carelessness, 
apathy and a disregard of public rights in 
the past has loaded the future with burdens 
of debt, and unless there shall be an awaken- 
ing of the business world, and a concerted 
move toward a betterment of tax conditions, 
the price of living is scheduled for still higher 
limits. 


The time is ripe for a better and more com- 
plete understanding of public expenditures 
by every man that they directly or indirectly 
affect, and that takes you in on both counts, 
Mr. Retail Hardware Man! 


A Blow to Bonus Schemes 


ORE than 400 merchants in various 
M American cities, according to the cur- 
rent issue of The Editor and Publisher, 
have recently addressed letters of congratu- 
lation to Marshall Field & Co. upon the stand 
taken by that great Chicago store against 
trading stamp and other premium schemes. 
Marshall Field & Co. announced last April 
that no coupon-bonused articles would there- 
after be sold over their counters. Attacks 
from the trading-stamp interests immed- 
iately followed, but the letters alluded to 
above supply a pretty fair indication that the 
action of Marshall Field & Co. is in line with 
the best judgment of American merchants. 


A great many people have been deluded by 
the idea that, in securing an article in ex- 
change for a series of coupons they were 
getting something for nothing. They do not 
stop to realize that it is not commercially pos- 
sible to give things away; that if an article is 
distributed without price, its cost must be 
added to other articles—a practice that obvi- 
ously is commercially unsound. Here in St. 
Paul the support that has been given to the 
stand of Marshall Field & Co., will be re- 
garded with especial gratification, leading 
local merchants having some years ago prac- 
tically banished trading stamp concerns from 
this city —The St. Paul Dispatch. 


The World’s Wheat 


BRITISH grain trade authority esti- 
mates that the world’s production of 
wheat, stimulated by the extraordi- 

nary demand caused by the war, will this year 
exceed the production in 1914 by more than 
460,000,000 bushels. The output this year is 
placed at 4,148,000,000 bushels. Last year 
the yield was 3,682,000,000 bushels and the 
average for the last five years has been 
3,668,000,000 bushels. The yield for Austria- 
Hungary and Germany is estimated at 
384,000,000 bushels, an increase of 45,600,- 
000 bushels, and for the United Kingdom, 
France, Russia, and Italy at 1,452,000,000 
bushels, an increase of 93,000,000 bushels. 
The Russian crop, which is second in im- 
portance to that of the United States, is 
placed at 920,000,000, against 965,600,000 
for this country. 


A Reversg! 


HE magnitude of the startling increase 
E in the grain crop of the South is best in- 
dicated by comparison with the value of 
the South’s cotton crop. The most valuable 
cotton crop ever produced was that of 
1913-14, which, including the seed, was esti- 
mated at $1,134,000,000. Thus the South’s 
grain crop this year will exceed in value by 
$196,000,000 the total value of the most valu- 
able cotton crop ever raised.—Manufac- 
turers’ Record. 
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No More Need for Prayers 


R. BARBER was the new clergyman in a parish 

which held quite a few horse raisers who had been 
known to race their stock. He was a very unsophis- 
ticated old gentleman and rarely was suspicious of any 
one. 

One day one of the deacons requested that prayers 
should be offered upon three successive Sundays for 
Dora Gray, and it was accordingly done. 

On the fourth Sunday, the deacon sought out Parson 
Barber just before the morning service, and told him 
that the prayer need not be repeated. 

“Indeed?” queried the pastor, with an expression of 


anxiety. “I trust Dora’s not dead?” 
“Oh, no,” came the quick reply, “she’s won!”—Ex- 
change. 


He Wanted Variety 


66 E professional fire-fighter,”’ says the chief of a fire 

department in New England, “is too frequently 
face to face with danger to regard fires in an aesthetic 
light, but the feelings of the amateur with a passion for 
‘running with the machine’ occasionally show an epi- 
curean flavor. 

“While running to a fire in a large town in Rhode 
Island, one man overtook another, who was going in 
the same direction. 

“<T hope,’ gasped the last-mentioned, out of breath, 
‘I hope it ain’t the stove-lining works. I’ve seen that 
twice already!’ ”—Exchange. 


Return of the Native 


VISITOR who passed through one of the English 
military hospitals noticed an Irish private who 
had been seriously injured. 
“That’s a bad case,” he said to the attendant. “What 
are you going to do with him?” 
“He’s going back to the front,” answered the at- 
tendant. 
“Going back!” echoed the visitor. 
“Yes,” said the attendant, “he thinks he knows who 
did it.”—Exchange. 


When the Light Came 


HEIR long acquaintance had ripened into love and 
he had proposed. 
“Dearie,” he asked, confidently, “when did you first 
learn that you loved me?” 
“When I found that I became very angry whenever 
I heard anybody refer to you as a brainless boob,” she 
answered.—Exchange. 


Nothing in a Name 


¢¢TVATHER,” said the small boy, “what is an ulti- 
matum?” 

“An ultimatum, my son, is a communication that is 
supposed to be the finish. But in reality its importance 
lies in the fact that it is liable to start something.”— 
Washington Star. 


Out of the Mouths of Babes 


éé AMMA,” said littl Laura one night as she 

looked at the star-studded sky, “what a beau- 
tiful place heaven must be when it’s’so pretty wrong 
side out!”—Exchange. 
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The Bishop’s Limitations 


¢¢f ARRY,” said Mr. Greene to a good-natured Irish- 

man who was working on a new building, 
“didn’t you tell me once that you had a brother who is 
a bishop?” 

“Yis, sor,” replied Larry. 

“And you are a hod-carrier!” said Mr. Greene. “Well, 
the good things of this life are not equally divided, are 
they, Larry?” 

“No, sor,” rejoined the Irishman, shouldering his hod 
and starting up the ladder. “Indade, they is not, sor. 
Poor felly! He couldn’t do this to save his loife, sor!”— 
Exchange. 


’ 


How to Win Her Heart 


E know a boy who knows girls, all right. 
He’s only six years old, but he observes things. 

We heard his mother calling hin: down for rudeness at 
play the other day, and our eavesdropping was re- 
warded with this: 

“Billie,” cried the mother, “I want you to quit teas- 
ing that little girl! Aren’t you ashamed of yourself?” 

“Well, I got to tease somebody, an’ <3 

“You’ve got to tease somebody? That’s a fine idea, 
T must say! And so——” 

“Yes, ’n she wants to be teased. If I quit she’d go 
play with some other little boy.’”—Cleveland Plain- 
Dealer. 





Bipedalers 


HE following interesting notice appeared in the 

columns of an enterprising Minnesota newspaper: 

“I have been instructed by the Village Council to 

enforce the ordinance against chickens running at large 

and riding bicycles on the sidewalk.—Harry Shells, 
Village Marshal.”—New York Tribune. 


Acrobatic Accomplishments 


¢¢T)ERCY gets along all right at these afternoon 
teas.” 
“Does, eh?” 
“Yes; he can hold a plate of salad in one hand, a 
cup of coffee in the other and balance a dish of ice 
cream on his left shoulder.—Pittsburgh Post. 


Happy Benedick 


ONES—I don’t see your husband at the club of late, 
Mrs. Brown! 
Mrs. Brown—No, he stays at home now and enjoys 
life in his own way as I want him to.—Houston 
Chronicle. 


Retaliation 


6¢¢ TOHNNY, how did you hurt your hand? 
you haven’t been fighting again.” 
“Willie Jones called me a liar, mother, and then he 
hit me on the fist with his teeth.”—Life. 


I hope 


Experienced 


ARRY—Paw, what is a henpecked husband? 
Paw—A man whose nerve is, in his wife’s name.— 
Cincinnati Enquirer. 


We arouse in others the attitude we hold toward 
them.—E xchange. 

















WASHINGTON NEWS 


Uncie Sam’s New R. F. D. Jitney—Cost to Operate an R. F. D. Auto— 
Opposition to Stevens Bill Becoming Desperate 


By W. L. CROUNSE 


WASHINGTON, Sept. 18, 1915. 


ERE is Uncie Sam’s new R. F. D. jitney. Get 
H used to it. You will soon see lots of them. 
After a two months’ test in a couple of 
counties in Pennsylvania the Postmaster General 
has authorized 524 automobile routes, of which 
more than 300 went into operation on the 16th 
inst. Each of these will represent the consolida- 
tion of two or three routes heretofore served by 
horse and wagon and as it is the Postmaster Gen- 
eral’s purpose to change over as rapidly as possible 
from wagon to auto, the entire service will be revo- 
lutionized during the coming year. 

Good news, this, for the mail-order houses. This 
fact is officially recognized in a bulletin concern- 
ing the innovation just issued by the Post Office 
Department. “Preliminary experience,” it is said, 
“has convinced the postal authorities that the new 
service will greatly improve the farmer’s mail and 
express facilities.” With horse-drawn vehicles the 
carriers who handle a couple of hundred pounds of 
merchandise found themselves up against it in 
rough weather but, according to the officials, nothing 
short of half-a-ton can daunt the merry little jitney. 

At salaries of $1800 a year the carriers will be 
required to furnish their own machines and wear 
uniforms corresponding to those worn by the city 
letter carriers. It will take a generous chunk of 
the first year’s pay to buy a car that will come up 
to the Department’s drawings and specifications, 
but the officials claim that it can be done and that 
rural carriers using autos and drawing the in- 
creased compensation will find themselves better 
off than before. The prospectus reads like some 
of the literature the War Department used to put 
out to induce recruits to enter the army at “sala- 
ries” of $13 per month. 

For the encouragement of carriers who are skep- 
tical about the new project, the Department states 
that “a Kansas carrier, now using a light machine 
over a 2914-mile route, declares the higher salary 
will fully meet the additional cost to the carrier of 
serving the longer route and leave him a larger net 
income than rural carriers have ever received.” 


Cost to Operate an R. F. D. Auto 


It will interest all automobile users to size up 
this carrier’s figures. He estimates his expendi- 
tures as follows: 

Set of tires (average life 6000 miles). ..$60 


Gasoline (1 gal. to 15 miles at 15 cents a 
gallon, though he is now paying 11 
60 


| rere ibe wks denned dodee cee 
Oil (1 gal. to every 150 miles at 45 cents 

i PD kk coc Chbs sae snd nesses 1 
Depreciation (based on 72,000 miles as the 

gk gS | ere ee re 40 
Repairs per GO00 wmibies. ..cccscccvcwcccns 30 
Cost of operation per 6000 miles........ $208 


Applying these figures to his 291!4-mile route the 
carrier found this to be his outgo for running ex- 
penses: 


To serve route 250 days by auto at $1.02 
OO ET Wh 60s bs K 46400 eemieheee sa $255.00 


To hire horse and conveyance at $1.50 
a day for 57 days, or during the 
period in which he could not use 
REED. 00-4 000d nk ecadabece tees 85.50 





Cee Si Re id oc kc 0 caecacéévas $340.50 


Deducting $340.50 from his $1,200 salary, the 
carrier’s net income now is $859.50. Applied to a 
55-mile route, it works out thus: 


To serve route 250 days.............. $477.50 


To hire substitute at $3.33 a day to 
cover that part of route which the 
regular carrier could not do by 
horse-drawn conveyance during the 
period in which he could not use 
his machine, and to hire horse and 
conveyance at $1.50 a day to do the 
remaining half of the route for 57 
GOD. ken cs asccetecgtecenssesees 270.50 





Total cost of serving the long route.$758.00 


On this basis, if the carrier receives $1800 a 
year for covering 55 miles six days a week, he fig- 
ures that his own income will be $1,042, or $200 
more than he is now getting. 
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Uncle Sam’s new R. F. D. jitney 


Close, Figuring on Rough Roads 


It is to be feared that veteran drivers of buzz 
wagons will punch holes in these figures: In the 
first place, carriers will be lucky, considering the 
roads to be traveled, to average 6000 miles on a set 
of tires. Secondly, the average price of gasoline 
will run above 15 cents, in some districts going up 
to 20 and even 25 cents. In the third place the re- 
pair charge is likely to be exceeded long before 
the car has run 72,000 miles. Another weak spot 
in the calculation is the assumption that a carrier 
and single substitute can cover with horse-drawn 
vehicles a 55-mile route in weather so rough as to 


_ prohibit the use of an automobile. Such a route 


is three times the present average length and if 
two substitutes and vehicles are required, as seems 
certain, the carrier must charge off another $270.50. 

But however the problem works out in practice, 
there can be no doubt that the merchandise-carry- 
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ing capacity of the rural service will be greatly 
increased and as this seems to be the chief object 
of the change the innovation will undoubtedly be 
hailed as a great “success.” 


Opposition to Stevens Bill Becoming Desperate 


The Stevens price maintenance bill is making 
substantial progress. This statement is made 
without fear of contradiction, but the most im- 
portant evidence in its support consists in recent 
activity of the opponents of this beneficent meas- 
ure, an activity that has all the ear-marks of des- 
peration. When a bill in Congress has little chance 
of passage the opposition does not lie awake 
o’ nights. It’s only when something is doing that 
they get out and hustle. 

And they are hustling now. The word has gone 
forth to catalog houses and big department stores 
that the Stevens bill is to be taken up at the com- 
ing session, carefully considered by the House Com- 
mittee on Interstate and Foreign Commerce, and 
that whether favorably reported or not the mem- 
bers of the House will have a chance to vote upon 
it. Here is a distinction with a difference. Bills 
usually are reported favorably or adversely, but 
once in a while a committee, lacking the courage 
of its convictions, will stubbornly strangle a meri- 
torious measure, preventing members from record- 
ing themselves in its favor, however much they 
may desire to do so. 

The campaign for the Stevens bill, which has 
been conducted with such vigor for the past two 
years, is beginning to tell. Members whose con- 
stituents have appealed to them say they cannot 
understand why this important measure, dealing 
with such a fundamental commercial problem, has 
never been the subject of debate in either house. 
A good many of them have made up their minds 
that next winter they will demand an opportunity 
to vote for this proposition and to give their rea- 
sons on the floor for doing so. 

There is no earthly reason why a handful of 
members constituting a committee of the House 
should smother such a big issue as this. 

Keep your eye peeled and some day during the 
coming session you may see a member representing 
a string of small but lively little towns take the 
floor and move to discharge the Committee on In- 
terstate and Foreign Commerce from further con- 
sideration of the Stevens bill. When the vote is 
taken the bill will pass—or not less than fifty mem- 
bers of the House will qualify for the Ananias 
Club, for more than a majority of the newly elected 
body have given their constituencies assurances 
that they will support the bill if they ever get the 
chance. 


Anti-Dumping Clause Linked with Tariff Commission 


Long-headed leaders of the majority in Congress 
are taking very kindly to the proposition that a 
law should be enacted to check the dumping on 
American markets of surplus products and they 
are coupling with this project the passage of a 
measure creating a tariff commission to take this 
big business question out of politics. If these two 
schemes should be joined and a well-considered law 
enacted embodying them, the Sixty-fourth Congress 
ought to be awarded the iron cross. 

The anti-dumping clause sounds like protection, 
but in reality it’s a sort of safety valve, the adop- 
tion of which will in many instances render un- 
necessary higher protective duties than those now 
in force. There are lots of industries in this coun- 
try that can stand ordinary competition but that 
would go under if the English, French and German 
factories should suddenly get busy immediately 


Hardware Age 


after the cessation of war and ship their surplus to 
the United States to be sold for what it would 
bring? If you don’t believe that this dumping 
would be resorted to to an enormous extent, you’ve 
not carefully followed the industrial situation since 
the war broke out. 

We’ve heard lots about the shelling of cathedrals, 
museums and hospitals, but, as suggested editorial- 
ly in last week’s HARDWARE AGE, if you will look 
over your war map you will find that not a single 
important industrial establishment in Europe has 
been seriously damaged by the war. On the con- 
trary, lots of them, especially in the iron and steel 
trade, have greatly increased their plants and man- 
ufacturing facilities in order to turn out war 
material. 

The instant peace is declared the demand for 
war material will shrink to next to nothing outside 
of a few big establishments favored by the re- 
spective governments and the other factories will 
have nothing to do but make goods for the little 
old United States, for the purchasing power of 
the people at home will be so reduced by the war 
as to be almost negligible. 

Nothing but a good, stiff anti-dumping clause can 
keep American factories going in the face of such 
cut-throat competition. 


A Good Job for a Commission 


The tariff commission idea commends itself to 
the Democratic leaders with special force because 
the majority in the coming Congress will be so 
small that if the tariff is to be revised the outcome 
will be a compromise measure which would prob- 
ably be unsatisfactory from every standpoint, and 
would certainly shed no glory on its framers. Turn- 
ing the job over to a commission of experts would 
insure a painstaking, scientific revision of the 
schedules and the party in power would gain, and 
justly gain, a great deal of credit for the change 
in methods. 

The combination of the two schemes, the anti- 
dumping clause and the non-partisan tariff commis- 
sion, is certainly worthy of striving for and if ac- 
complished will immortalize the men who put it 
through. 


Meeting of Cincinnati Hardware 
Guild 


HE Hardware Guild of Cincinnati held a meet- 

ing at Roskopf’s Garden, Walnut Hills, Thurs- 

day evening. A chicken dinner was served to 
about 30 members and their friends. 

Charles E. Lammers, a member of the executive 
committee of the Ohio Hardware Association, ex- 
tended an invitation to those present from Forrest 
Secrist, a prominent hardware merchant of Chilli- 
cothe, Ohio, to visit Chillicothe during the Farmers’ 
Carnival, which is now being held in that city. 
It was decided to visit Chillicothe on Sept. 23 and 
a special car will carry the Cincinnati visitors. 

Two committees were appointed by President 
John Weigel, who will enter into a contest for se- 
curing new members for the Ohio Hardware Asso- 
ciation, as well as a list of names of visitors who 
will attend the coming State convention to be held 
in Cleveland in February. The contest will be de- 
cided at the Cleveland Convention and the winning 
committee will be given a dinner by the losing 
ones. Charles Kobmann is chairman of one com- 
mittee and will be assisted by George Harpke and 
F. Hoemnelmeyer and the other committee is 
headed by Charles E. Lammers, whose assistants 
are Albert Boebinger and H. F. Wuenker. 








LITTLE THINGS THAT MAKE BIG 
SALESMEN 


‘By G. A. TOWNSEND 


desires to be successful, not only so he may 

have more of the good things of life, be they 
necessities or luxuries, but because all men like 
to be looked upon as leaders in their class. This 
will apply equally well to the employer who owns 
a hardware store as it does to his salesmen. 

The proprietor to be successful must be plan- 
ning how he can increase his sales, keep down 
overhead expenses and ultimately increase his 
profits. This is a legitimate desire on his part 
and the dealer who does not have that desire is 
not the right kind of an employer for a young, 
ambitious man to be working for. 

You can pick him out any time by the general 
appearance of his store. Look at his stock and 
at the show window. I have in mind an owner of 
a small hardware store in the residential district 
of a central western city of 80,000. He is an 
elderly man past the ambitious stage. He told 
me himself that if some young man had his busi- 
ness he could make a fine thing out of it. How- 
ever, for himself, he only aimed to make the busi- 
ness pay his living expenses. His store is so 
situated that he could have a good display, but in 
his front window, which by the way is washed 
about twice a year, you will see jack knives, rat 
traps, clothes wringers, slop pails, coal buckets, 
roller and ice skates, fishing tackle, cutlery and 
other articles too numerous to mention. Accord- 
ing to his window display, fishing tackle and base- 
ball mitts go just as well in mid-winter as in 
spring and summer. 

A salesman who is not ambitious, who does not 
try to make his work better from day to day is 
not the right kind of a salesman for the pro- 
gressive merchant any more than the unambitious 
merchant is a good man for the wide-awake sales- 
man to work for. Every man should wish for 
better things. In order, however, to reach a 
higher position you must first analyze your pres- 
ent position. Study yourself. Pick your ideas, 
methods and inclinations ‘to pieces. See if you 
have learned all that you possibly can in your 
present location. Can you do better to-morrow 
than you did to-day? If you can, you still have 
opportunities where you are. If you cannot, either 
there is something wrong with yourself or you 
should seek larger fields. You may think you 
know yourself and your position, but you do not 
if you are an average man. The average man has 
not gone quite that far. He knows his neighbors, 
his pal or even his enemy better than he does him- 
self because he has watched them and studied 
them. 

Now, why should you study yourself and your 
own methods? Because that is what is going to 
make or mar your career. Others can advise, en- 
courage or discourage, but you are the one who 
must finally deliver the goods. 

Have you ever looked forward to the time when 
you could own your own store or you would be 
offered an opportunity to “go on the road” and be 
a salesman? Possibly you have in mind some fa- 
vorite line that appeals to you, one that you would 
like to represent. All well and good. We will say 
that it is a worthy ambition, but before you seek 
another position, before deciding to go out and be 


Sgr average man in business is ambitious. He 


‘hide it. 


a traveling salesman, see if you have reached the 
top in your present position. Possibly the boss 
seems a little slow in raising the amount of the 
weekly pay envelope. You think he is a “tight 
wad” grabbing off all of the profits for himself 
and that there is no use of your sticking around 
any longer. 

Just stop a minute and take an inventory of 
your work. See if you are really worth more than 
you were six months ago. What have you done 
to increase your earning power? Possibly you 
know the exact location of every article in the 
store. You may know prices fairly well. If you 
do, you may well feel a certain degree of pride, 
but that is not the limit of your position. Those 
are things that should be required of any ordinary 
clerk. It is the things you do which are not ex- 
pected of you that tend to increase your salary. 
When you prove yourself worthy the Boss will be 
glad to increase your wages. 

Just to test out your present possibilities, suppose 
you take your favorite line that you would like to 
sell. Study that line every spare moment you have. 
Get all of the literature you can describing it, 
study its manufacture, its uses and application. 
Then the next time a customer comes into the 
store, if he is a possible prospect for that article, 
whether he calls for it or not, ask him to come 
over and see it, explain the details of construction 
and use to him, show where it. is superior to others 
in its line and practise a little salesmanship on 
him and see what you can do. 

Suppose, for example, you take the automobile 
accessory line. Possibly none of the other men 
in the store have become particularly enthusiastic 
about this line simply because they do not know a 
great deal about it. This is a coming source of 
great profit to the hardware man, and at the same 
time is an attractive line to handle. It sells to 
the best class of trade, affords a good profit and 
offers great possibilities in the way of display of 
stock, etc. Suppose you ask your employer to give 
you all the literature that comes in on this class 
of goods, telling him you want to brush up on it 
and see what you can do with the line. See if he 
does not become enthusiastic; do not, however, be 
discouraged if he does not. Just go ahead and 
show him that you mean business by increasing 
the sales in that department, then I venture to 
say he will warm up. 

How many sales have you actually made during 
the last week? Remember there is a vast differ- 
ence between selling goods and handing them out 
over a counter when called for, registering the 
sale on the cash register and putting the stock 
back in place. Clerks are usually not paid top 
notch wages. Salesmen are always paid well be- 
cause they are worth it and because the man who 
has a real salesman in his employ must pay him 
well or some other firm will. 

Don’t ever worry about your ability not being 
recognized. If you have it and use it you cannot 
Some one is going to see it, and when 
you least expect it. On the other hand, inefficiency 
is just as quickly noticed. A real salesman knows 
his line and keeps studying it, working out new 
sales arguments, new points of interest and value. 
about his goods. He meets his trade so thoroughly 
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sold on his proposition himself that he simply 
radiates the glad news that he has a fine article 
for sale, one that “you cannot afford to be with- 
out. The best in its line on the market.” 

How many people came into the store last week 
and went away with something they did not in- 
tend to buy simply because you were on the job 
and showed them wherein the article was a good 
one and that it was to their interest to buy it? 
When a young fellow comes in for a 10 cent 
buggy whip and you send him away with a $1.25 
“quillbone,” and possibly with a new safety razor 
which he did not intend to buy, but with a feeling 
that he certainly showed good sense in buying 
what he did, you are getting to be a real sales- 
man and may well begin to plan for the time when 
you will be buying for your own store or be rep- 
resenting your favorite line of merchandise on 
the road. 

How can you become efficient along this line? 
Study. You have the greatest opportunities in 
the world to do so. Lincoln and other great men 
of the past did not have a ghost of a show com- 
pared with you. What education they received 
they had to work good and hard for. You can get 
for the asking, literature descriptive of almost 
any article in the store. Nearly all manufacturers 
issue catalogs and circulars which they want their 
trade to read and study. They are not printed 
merely so you can hand them out to farmers who 
come into the store. One booklet or catalog in 
the hands of a really enthusiastic, ambitious clerk 
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is worth much more to the manufactur:r or dealer 
than a hundred simply handed out. And then 
subscribe to a good trade paper. It is an evidence 
of your desire to grow. 

Study your line. Find new possibilities in it. 
Ask questions of the traveling men who come in. 
Right here is where you can have one of the greatest 
opportunities for advancement. The _ traveling 
men who come into the store bring with them a 
world of uplift and enthusiasm that you do not 
get meeting your ordinary customers. Get ac- 
quainted with these men. Get all of the infor- 
mation from them you can. They are an educa- 
tion in themselves for you and are only too glad 
to answer questions, especially if they see that 
you are trying to learn more about their line of 
goods. Ask them for selling arguments. Let 
them sell you thoroughly and then you will be able 
to sell your customers. If you have not heretofore 
had an opportunity of meeting the traveling men, 
ask your employer if he will see that you do get 
this opportunity. He will be glad to grant your 
request. 

Then if you have a customer and you fail to 
sell him, go back over the situation and see why 
you failed, decide how to overcome the same thing 
next time. Write to the manufacturer for further 
information and selling talks. Study your com- 
petitor’s line. Know it well. Know where your 
line is better. Get into the game, “teeth and toe 
nails,” and if you have even ordinary ability you 
will come out on top. 





An Unusually Strong Display 


DISPLAY of door hangers is decidedly a 

novelty; too often they are kept in the cellar 
and dragged forth only on demand. The accom- 
panying illustration of a trim by the King-Andrews 
Hardware Company, Rockford, IIll., shows how 
strong a display can be made from track and hangers 
helped out by grindstones. Notice how excellently 
this trim is balanced; the neat pyramids of boxes 
surmounted by a working model showing both track 
and hangers in operation, and the graduated lengths 


of track that complete the upper part of the back- 
ground. 

The foreground is occupied by hangers taken 
from the boxes and placed in various positions that 
will show their construction and the method of 
attachment. 

The sides are balanced by a farm grinder and an 
R. W. grindstone, both of which fit in with the rest 
of the display and appeal to the same class of trade. 
The arrangement is simple in the extreme, but it 
has the dignified air and the quiet power of a good 
salesman. 
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Door hangers, track and grindstones shown in an excellent window display 


of the King-Andrews Hardware 


Company, Rockford, I[il. 
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HERE are some men who are afraid to 
know the truth about themselves. 
You see in this picture a man to all 
appearances happy and self-satisfied. 

You see underneath his chair a keg of 
powder with a lighted fuse attached. 

It does not take a strong imagination to guess 
the outcome. 

Where ignorance is bliss, is it folly to be 
wise? 

Is it better for this man to sit blissfully igno- 
rant of that little spark of fire eating its way 
for his certain destruction, or for him to learn 
the true conditions? | 

There are any number of men sitting over 
high explosives; the high explosives are some- 
times conceit, but nearly always ignorance. 

Every man should put his foot on that little 
spark of self-satisfaction which may lead to his 
undoing. Every man should be open to con- 
viction. 

An ounce of honest criticism is worth a ton 
of conceit and self-satisfied ignorance. 
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Trade Conditions and Iron, Steel and Hardware Prices 





The present very active situation in the 
steel trade for the remainder of 1915 is abso- 
lutely assured, and the trade is now largely 
turning its attention to what is going to be 
the condition ruling in the first quarter and 
first half of 1916. 

The feature of the market continues to be 
the enormous demand for billets, blooms and 
large rounds. 

Prices on the heavier hot-rolled products, 





MARKET SUMMARY FOR THE BUSY READER 


such as plates, shapes and bars, are very 
firm. 

Local hardware dealers in the Pittsburgh 
district report September business so far as 
slightly in excess of August, with the prob- 
ability that the total September business will 
show an increase over last month. 

The money situation continues good and 
collections are reported satisfactory in nearly 
all sections. 
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Office of HARDWARE AGE, 
Pittsburgh, Sept. 21, 1915. 


6 ge present very active situation in the steel trade 
for the remainder of 1915 is absolutely assured, and 
the trade is now largely turning its attention to what is 
going to be the condition ruling in the first quarter and 
first half of 1916. As is well known and has been point- 
ed out in these reports a number of times the present 
great activity in the steel trade is not due to any large 
demand from the railroads, but primarily to the heavy 
export demand for steel for war munitions. 
foreign demand for steel rails, steel cars and other forms 
of iron and steel products. The railroads have been lag- 
gard all this year in buying track materials in spite of 
the fact that the presidents of a number of leading rail- 
roads stated that if they secured the desired advance of 
5 per cent in freight rates the railroads would be heavy 
buyers of rails, cars, engines and other railroad supplies. 
This was not the case, and the railroads have been buy- 
ing very little materials of any kind all of this year, 
but recently there has been a decided awakening in de- 
mand from the railroads and already some good-sized 
inquiries are coming out. Purchasing agents of the rail- 
roads probably realize now the filled-up condition cf *h> 
steel mills and are anxious to get under cover for their 
needs before the situation gets worse. The New York 
Central is in the market for a large number of cars and 
a heavy tonnage of steel rails, and other roads are ex- 
pected to have inquiries out within a short time. The 
Pennsylvania Railroad is about the only domestic rail- 
road that placed large orders for steel rails and steel 
cars this year, and the various car companies that par- 
ticipated in the Pennsylvania order are now working on 
the cars and getting them out as fast as possible. The 
Seaboard Air Line placed contracts last week for 7000 
tons of rails and the Cloverleaf for 3000 tons. 

The feature of the market continues to be the enor- 
mous demand for billets, blooms and large rounds. The 
Brier Hill Steel Company at Youngstown, Ohio, took an 
order recently for 50,000 tons of 6 x 6 in. billets, car- 
bons running to 0.45 to 0.55, for which the price is said 
to have been $40 at maker’s mill. Active inquiries now 
out for steel rounds amount to more than 200,000 tons, 
and it is said that 3%-in. rounds running high in carbon 
have sold very close to 3c. per pound. 

Prices on the heavier hot-rolled products, such as 
plates. shapes and bars are very firm, and already some 
sales for delivery in first half of 1916 have been made at 
1.40c., Pittsburgh. For this year delivery prices on 
plates, shapes and bars are firm at 1.35c., but it is still 
possible to do 1.30c. on plates at Pittsburgh mill. How- 
ever, none of the mills would sell material into next year 
at less than 1.40c. 

In the lighter grades of finished iron and steel, tin 
plate is showing a falling off in specifications, and 
this year’s pack of vegetables, notably corn, will likely 
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be less than last year. The fruit pack will probably be 
larger, as fruit this year, especially peaches, has been 
very cheap and the pack will be heavier than usual on 
this account. There has been a decided improvement in 
new demand for blue annealed sheets and prices are $1 
to $2 higher, Nos. 9 and 10 being firm at 1.50c. to 1.60c., 
maker’s mill. In fabricated steel, such as beams, chan- 
nels and angles, the fabricating shops are busier than 
for some time, fabricating orders in August reaching 
85 per cent of the entire capacity of the country, a larger 
rate than has been obtained for many months. Some 
large jobs in structural-steel work were placed last 
week, including 3600 tons for new buildings for the 
Youngstown Sheet & Tube Company at Youngstown, 
Ohio, and about 25,000 tons of elevated steel work in 
Philadelphia. Wire rods for the open market continue 
very scarce, due to the heavy export demand for plain 
and barb wire. Bessemer and open-hearth rods are very 
firm at $30, Pittsburgh, with very few being offered. 
The leading makers of light steel rails advanced prices 
last week $2 to $3 per ton and the demand is reported 
heavy. 

There have been some heavy sales of pig iron in the 
past week, the Lukens Iron & Steel Company at Coates- 
ville, Pa., having bought 45,500 tons. Prices ranged 
from $17 to $17.25, delivered Coatesville. The General 
Electric Company of Schenectady, N. Y., is in the mar- 
ket for 32,500 tons of pig iron. The Chenango Furnace 
Company of this city, which has three blast furnaces at 
Sharpsville, Pa., sold last week 4000 tons of standard 
Bessemer pig iron for shipment to Italy at $16, maker’s 
furnace. The coke market was about the last to show 
improvement in demand and prices, but this has come 
within the past week, some contracts having been made 
for November and December delivery, and also into first 
half of 1916, at $2 per ton at oven. There is no sign 
anywhere of any let-up in the very active demand for 
iron and steel products, and the situation for this year is 
absolutely assured and practically so for first half of 
1916. 

Local hardware dealers report September business so 
far as slightly in excess of August, with the proba- 
bility that the total September business will show an in- 
crease over last month. Traveling men have about all 
returned from their vacations and are again on the road 
taking orders from customers. The present hot spell 
has brought out some demand for garden hose and other 
articles, which were adversely affected by the cool, 
wet weather that prevailed through the summer up to 
early September. Hardware dealers will now commence 
to look around with a view of stocking up on goods used 
in the fall and the holiday seasons, and a more active 
hardware business is expected. Hardware associations 
are getting active again, the first meeting of the Pitts- 
burgh Retail Hardware Dealers’ Association being sched- 
uled to be held in this city on Friday evening, Sept. 24. 
Good speakers have been secured and a large turn-out of 
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members is desired and expected. The money situation 
continues good and collections are reported satisfactory 
in nearly all sections. 


_ WIRE NAILs.—The domestic demand for wire nails is 
picking up a little, but is not yet as active as the wire 
mills would like to see it. However, the mills are not 
worrying over the fact that demand for wire nails is 
not very heavy, as they can very readily put their prod- 
uct into barb wire for foreign shipment, in which there 
is more profit to be made than in making wire nails. 
There is still some foreign demand for wire nails and 
regular shipments are being made by local mills to Eng- 
land, South America, Asia and other foreign countries. 
Prices are fairly firm, but it is stated that in all cases 
the large trade is not paying the full price of $1.65 
per keg. 

We quote on new orders, wire nails in large lots to jobbers, 
$1.65 base; in carload lots to retailers, $1.70 base; less than 
carload lots, $1.80; galvanized nails, 1 in. and longer, $1.75 
extra, or $3.40 base; shorter than 1 in., $2.25 extra plus the 
regular nail card extras. 

CuT NaiLs.—There is a fair new demand and cut nail 
mills are running to about full capacity. The LaBelle 
Iron Works at Steubenville, Ohio, is operating its cut 
nail mills at Wheeling to full time and shipping out the 
product as fast as made. 


We quote cut nails, $1.65 per keg in carloads and larger 
lots to jobbers; carloads to retailers, $1.70 f.o.b. Pittsburgh, 
terms sixty days or 2 per cent off for cash in ten days, 
freight added to point of delivery. 

BARB WIRE.—There is no let-up in the foreign de- 
mand for barb wire, particularly from the Allies, and 
heavy shipments are being made to foreign countries, 
notably England and France. The foreign wire busi- 
ness has been very profitable to American manufac- 
turers, the prices obtained being usually a good deal 
better than for domestic trade. The domestic demand 
is getting heavier and makers of barb wire have their 
output well sold up for remainder of this year and have 
a good deal of business on their books for first quarter 
of next year. 


Plain annealed wire is $1.50; galvanized barb wire and 
fence staples, $2.50; painted barb wire, $1.80, all f.o.b. Pitts- 
burgh, with freight added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire fencing are 71% per cent off in carload lots, 
701% per cent on 1000-rod lots, and 69% per cent on small 
lots, f.o.b. Pittsburgh. ‘ 

FENCE WIRE.—The demand is only fairly active and 
is not expected to be as heavy this fall as anticipated, 
due to the high prices being charged for galvanized wire. 
Many of the farmers will put. off building new fences 
this fall until spring, as they can well afford to wait for 
lower prices. Heavy shipments of fence wire are still 
being made abroad, and the makers of fence wire have 
their product sold up over the next three or four 
months. 

Prices are as follows: Annealed fence wire in carload lots 


to jobbers, $1.40 base; galvanized $2.20 with the usual ad- 
vances charged to jobbers for small lots from store. 


IRON AND STEEL Bars.—At present active inquiries 
are in the market for 200,000 to 250,000 tons of steel 
rounds, and it is said very close to 3c. has been paid for 
rounds for shrapnel. The domestic demand for steel 
bars is very active, and the steel bar mills are all run- 
ning to 100 per cent of capacity and making heavy ship- 
ments. Some bars for delivery in first quarter and 
first half of next year have been sold at 1.40c., Pitts- 
burgh, an advance of $1 a ton over the price quoted 
for last quarter of this year. The demand for common 
iron bars, and also for steel bars for reinforcing pur- 
poses, is heavier than for a long time. 

We quote steel bars at 1.35c. for third quarter. Common 
iron bars are higher and we now quote these at 1.35c.; re- 
fined iron bars, 1.40c. to 1.45c., and railroad test iron bars, 
1.45¢c. to 1.50c., all f.o.b. Pittsburgh. 

TIN PLATE.—Mills report that specifications against 
contracts for tin plate are falling off and this is due 
to the fact that the vegetable pack this year will not 
be as heavy as last year. This is particularly true of 
corn, which owing to the wet weather was not as good 
in quality this year as usual, and the pack will be much 
less. Fruit of all kinds is plentiful and low in price 
and the pack will be heavier. As yet, nothing has been 
given out by Icading makers of tin plate as to prices 
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on contracts for 1916, but this will probably be an- 
nounced before very long. The domestic demand is 
quiet, and only for small lots to round out stocks. 


We quote 100-lb. coke plates at $3.10 to $3.25 per base box, 
ees on the order. . 

e quote 100-lb. terne plates at $3.15 per base box, f.o.b. 
Pittsburgh. 

SHEETS.—There has been a decided improvement in 
the new demand for blue annealed sheets, but gai- 
vanized and black are only in fair request, consumers 
holding off placing orders for galvanized sheets in the 
belief that prices will be lower in the near future. 
Spelter went off 3c. to 4c. per pound in the past week 
and the market on galvanized sheets is not as firm. The 
sheet mills are running from 70 to 85 per cent of capac- 
ity. Makers’ prices for mill shipment on sheets of 
U. S. Standard gage, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms thirty 
days net, or 2 per cent cash discount in ten days from 


date of invoice: 
Blue Annealed Sheets 


Se BB Pe ee er rere Pre ee 1.45 to 1.55 
OE ee er re ee ere re Ee 1.50 to 1.60 
Dee ee Ls ee id os wokedeastanaenene 1.55 to 1.65 
eS Bt er ene ee ee se 1.65 to 1.75 


Box Annealed Sheets, Cold Rolled 
Cents = b. 


pI EE ree rrr er ee ee -5d 


ER a errr nr er err pe ee 1.55 
ee ee Oe ee: os od wawea wba dees we daawunen 1.60 
ES ere eo er Pe a ere ee 1.65 
) ity gt rr erry See ee ees eS 1.76 
re dg oh eiies eee eee ee aeans 1.75 
Se ee Weer ks ss oo SUS bb ss Whebeh be eee ees eee 1.80 
5 i Ee ee ee ee ee Cee ey ee 1.85 
ne a cp anew wee aee sheet sean eee 1.90 
i a id Bi Bed ihe ae ge nad el ec ee 1.95 
ME CUE hn da cleo Ken be wh dee 64 DO ee eee 2.05 


Galvanized Sheets of Black Sheet Gage 
Cents per Ib. 


ee Re OS ids 62S k Kee eked 0 eee 
ail Ee ee Tem greeter ee 
Se) eS RN ere a ee rene er 2.70 to 2.85 
i See ee ee oe 6b owe we eed eee ee 2.80 to 2.95 
oe i inns «eee he aee atten eeesawken 2.95 to 3.10 
a Pe EO er ae 
ee ee eS oa dweb eae ten tebe wee 3.30 to 3.45 
a ig a a ie 
a wena bein bb dae ACCRA Dae eee 3.60 to 3.75 
Se ee ea ete es ee ae a ae ieee ake 4.35 to 4.50 
} Eee rer re era ee Per a Se 4.60 to 4.75 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per Ib. 
Painting: 29 25 to 28 19 to 24 12 to 18 
FUGUE, GOP GEENA .cccccce cece 1 0.10 0.05 
Core, SOE 4 ce 66% caw 0.25 0.15 0.10 
Forming: 
2, 2%, 3 and 5 in. corru- 


oor 


i! thee a cannereeenn 0.0 
2, V-crimped without sticks 0.0 
52 to 14% in. corrugated... 0.1 
3, V-crimped without sticks 0.1 
Pressed, standard seam, 

Wit .. Ge 6 occ ctkccanes 0.15 
Plain roll roofing, with or 

Wee GI eo wewedaess 0.15 
SITE Ti Go ct eneds 0.20 
Weatherboard siding ...... cet or 
Beaded ceiling ........... aes 
Rock face brick and stone 

ee. onto d Cee ae kee ay 
Roll and cap roofing with 

can and cleats ......... 0.25 0.25 
Roofing valley, 12 in. and 

QO ls weviededéad va ons dikek 0.25 0.25 
Ridge roll and flashing 

(plain or corrugated).. cS 0.65 0.65 0.65 
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Nuts, Botts AND RIvETs.—Makers of nuts and bolts 
have made an advance of about 5 per cent in the smaller 
sizes, largely due to the heavy export demand and to 
the higher prices ruling for raw materials. Heavy for- 
eign shipments of structural and boiler rivets are being 
made right along and the makers of nuts, bolts and 
rivets are very busy and have their product pretty well 
sold up for remainder of this year. Discounts to the 
large trade, effective from Sept. 8, are as follows: 


Machine bolts, h. p. nuts, % x 4 in., smaller and shorter, 
rolled, 75, 10, 10 & 5; smaller and shorter cut, 75, 10 & 10; 
larger or longer, 75 & 19. Machine bolts, C. P. ae i A 
nuts, % x 4 in., smaller and shorter, 75, 10 & 5; larger or 
longer, 70, 10 & 7%. Common carriage bolts % x 6 in., 
smaller and shorter, rolled, 75, 10, 10 & 5; smaller and 
shorter, cut, 75, 10 & 5; larger or longer, 75 & 5. Bolts 
without nuts, 6 in. and shorter, extra, 10; longer lengths, 
extra, 5. Blank bolts, 75 & 10. Bolt ends with H. P. nuts, 75 
& 10: Cc. P. Cc. & T. nuts, 70, 10 & 7%. Gimlet point coach 
screws and cone point lag screws, 80 & 15. Nuts, blenk or 
tapped. h. p. square, 6c. Ib. off; h. p. hexagon, 6.70c. lb. off: 
c. P. Cc. & T. square, 5.50c. Ib. off; hexagon, % in. and un, 
Tc. Ib. off: smaller, 7.50c. lb. off; C. P. plain, square, 5.40c. 
lb. off: hexagon, 5.80c. lb. off; C. P. semi-finished, hexagon, 


54 in. and up, 85 & 10; smaller, 85, 10 & 10 
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U. 8. 8S. Cold Punched Blank and Tapped, Cham- 
fered, Trimmed and Reamed 

% in. and smaller, hex............. 7.25c. per Ib. off 

52 in. and Pe MR cccowenpocdae 6.75c. per Ib. off 

Square, all sizes ..................5.30¢e. per lb. off 


Semi-Finished Tapped 


ee ee Soar eee 85 & 5 off 
5% in. and larger hex BS EE 5 eee Oey eC 85 off 
Black Bulk Rivets 
7/16 x 6%, smaller and shorter............ 80-10 off 
Package Rivets, 1000 Pes. 
Black, metallic tinned and tin plated....75-10-10 off 


WROUGHT PIPE.—The East Ohio Gas Company is in 
the market for about 50 miles of 20-in. pipe to be used 
in laying a natural gas line between Canton and 
Youngstown, Ohio, and the order will likely go either to 
the Republic Iron & Steel Company or the Youngstown 
Sheet & Tube Company, both of these concerns having 
large pipe mills at Youngstown. The new demand for 
merchant pipe and also for oil country goods is quiet, 
but it is believed the successive advances in the price of 
crude oil may lead to a better demand for oil well sup- 
plies in the near future. Discounts on black and galva- 
nized iron and steel pipe, and also on boiler tubes, con- 
tinue to be more or less shaded, depending on the 
order. 





Butt Weld 
Steel Ircn 

Inches Black Galv Inches Black Galv. 
%, % and *%.... 72 46% eS & ae 64 37 
i Be el gate Ge 76 591% a ciwalde sa bask ee 37 

| rere Sr 79 631, Os oh des ate ee 68 47 
a OO Boss ncec 71 52 

Lap Weld 

pa ens re Dd 36 

BEE AA aaa 76 60% wae cate oo ae awa 66 47 
3 ge aa 78 Be ta lh bs te 5 od aaa at 67 49 
BB Si eyerre 76 5814 oR A a Su al 69 52 
Ra Sees Os ae eb §21% . 6 £ ee 69 52 
Diva dihasceke 60 Tae Bes vuteee a 67 50 

Reamed and Drifted 

1 to 1%, butt.... 69 50 

1 D. 3, RRP 77 61% 7 Se 69 50 
Se I ia ae oe bk 74 581% is Oe ode 53 34 
2% ps 6, lap. 76 60% 5 SS Serer ror 64 45 
eS a akg odo 65 47 

21%, to 4, lap 67 50 








Office of HARDWARE AGE, 
New York, Sept. 18, 1915. 


HE volume of trade being transacted in Eastern 
territory is gradually increasing, and signs of this 
are becoming plainer in lines heretofore slow. Factory 
representatives speak of good orders coming in from 
the West and New England for general hardware, some 
of it for next spring business, including shovels, spades 
and scoops, wrenches, coffee mills, picks and mattocks, 
ice cream freezers, lawn mowers, and other items on 
which prices are made in the fall, which permits jobbers 
to solicit business later in the year for spring delivery. 

There is a quickening in orders for pumps, including 
the power types, suitable for apartment houses, sumps, 
pits and sundry purposes, while those of the well and 
hand variety are also going better. There are pump 
makers who are finding new fields for marketing their 
output in various services not previously known. There 
is, for instance, a demand for a small rotary pump used 
for lubrication purposes in the running of high-speed 
drills which in some quarters cannot be supplied fast 
enough. In the pump line, prices are referred to as 
well maintained with no advances worth mentioning, 
aside from the brass and galvanized styles. 

Among the brass and copper rolling mills another 
pronounced buying movement is expected before long, 
and these interests have for some time been endeavoring 
to greatly enlarge their producing facilities, which it is 
stated will be much better after Jan. 1, but improving 
all the time. While the output of sheet metals, based 
on copper, spelter and tin (most largely brass for 
ammunition), is for over seas, the mills are getting 
more orders for this type of material outside of war 
orders for customary domestic uses. 


A factory manufacturing in addition to other leading 
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To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 

The above discounts are subject to the usual variation 


_ 


in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on the black and three (3) points on galvanized. 


BoILER TUBES.-—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, in effect from 
July 16, 1915. 





Lap Welded Steel Standard Charcoal Iron 
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Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 

2 in. and larger, over Ze ft. 


10 per cent net extra. 
10 per cent net extra. 





lines apple parers, seed sowers, and several other 
specialties has had a very good business from domestic 
sources and a much better trade in these commodities 
for export. One odd development of their foreign trade 
is a sudden and excellent demand for orange-paring 
machines costing approximately $20 each, used ordi- 
narily for peeling oranges by canners and others in the 
trade, but now taken for operation in orange-growing 
countries where they are being used in cities for quickly 
paring an orange. In this case they are used by street 
merchants to quickly pare oranges for eating out of the 
hand by individuals as people eat an apple, peach or 
plum. 


A little later spring prices for steel goods, including 
forks, hoes and rakes, will be out, applying to next-year 
business, while discounts on wire cloth, poultry netting 
and kindred fencing will probably be later than usual. 
This is because of fluctuations and uncertain market 
conditions in spelter, wire, and other materials which 
make it risky to satisfactorily determine so important 
a question very far ahead. 


South American countries have been adapting them- 
selves to changed conditions, occasioned by the war, and 
orders from that continent are coming along in much 
better volume, while trade in many lines is more favor- 
able from Australia, New Zealand, and some portions of 
Europe. 


LINSEED O1IL.—Business in linseed oil is sluggish and 
unsatisfactory. In flax seed there has been a somewhat 
firmer tone to prices than the previous week. During 
the interim seed prices advanced 7c.-to 8c. per bushel, 
which was followed by a decline and later reaction of a 
few cents per bushel from the low price. The lowering 
of seed prices was occasioned by cold weather and even 
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a little snow in the Northwest. Because of the excep- 
tionally large crops of oats, wheat and barley, which are 
harvested before flax, it will necessitate favorable 
weather for several weeks, yet to insure good gathering 
conditions for flax as the farmer has his hands full on 
the other crops. 

Linseed oil, raw, city brands, card prices, are 54c. for 5 
or more bbl., and 55c. per gal. for less quantities. 


State and western oil, raw, is bringing 51c. in carloads and 
52c. per gal. in less than carloads. 


WirRE Naits.—In this line there is a little more 
volume every day, and August this year was ahead of 
August last year. There is more new business also, 
materializing in allied lines that are handled by mer- 
chants who deal in nails, which is interpreted as a good 
sign, particularly among lumber dealers. 

Wire nails, in store, are held at $1.90 and when delivered 
by jobbers within the carting district at $1.95 per keg base. 

CuT NaiLts.—There is likewise increased activity in 
the output of cut nails, regarding which the trade is 
on a stronger basis. The market is described as 
stronger for these goods, and there are hints of an ad- 
vance, which is justified, manufacturers and jobbers 
say, by the higher prices for raw material. This per- 
tains to slabs, plates, scrap, etc., and ranges from $2 to 
$4 per ton over previous prices. Whether or not it will 
be done remains to be seen. 

Cut nails, in store, are based on $1.90 per keg and when 
delivered by jobber in carting territory at $1.95 per keg base. 

Rope.— While this trade has become spotty and irregu- 
lar, it has been fairly good the past week, and in a 
general way a trifle better locally, especially in the 
marine line as distinguished from other trades through- 
out the country. This is attributable to more craft, such 
as tug-boats, barges, and small steamers being used in 
and about harbors, all of which has improved consump- 
tion somewhat. 

Mexican sisal fiber is a little cheaper, but the situa- 
tion is very uncertain as it is difficult to predict just 
what will happen in Mexico, while istle, and other 
Mexican fiber used in the lower-grade cordage is still 
worse. 

Prices, notwithstanding, are well maintained, and 
there are few irregularities or concessions worth men- 
tioning. 

First grade Manila rope from jobbers, is held at 1l4e. 
second grade 13c. and third grade llc. per Ib. 

Sisal rope, first grade is 10c. and second grade 914c., the 
latter costing nearly as much as first grade sisal, because it 
is now made principally from best stocks because of the 
scarcity of istle, often used in connection with sisal. 

WINDOW GLASS.—There is no material change in 
this line in the way of consumption. The question of 
wages among manufacturers is now the leading topic, 
which will have to be determined before fires are started 
in late October or early November. A wage committee 
has been appointed by the makers to negotiate with the 
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Cincinnati, Sept. 20, 1915. 


SOMEWHAT radical change for the better is noted 

during the past two weeks. The country mer- 
chants are especially encouraged on account of the 
favorable weather conditions for the farmers. 

The city dealers also report a very encouraging in- 
crease in both their cash and credit trade. The pay rolls 
of manufacturing plants in and around Cincinnati are 
larger than for many years past. A few exceptions 
may be made as to plants that are not affected by the 
foreign demand for different kinds of machinery and 
supplies. 


Lately there has been a very good demand for paints, 


although the season is somewhat behind previous 
years’ records. City dealers also report a very good 
cash trade in household utensils. Quite a number cf 
suburban and country merchants are continually adding 
to their stocks of automobile accessories and supplies, 
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men who are holding out for more pay. These wage dis- 
cussions usually extend over two or more weeks. Busi- 
ness is referred to as a little better, but scarcely enough 
so to make much difference, yet there are more inquiries 
and the tone of the market is somewhat improved. Col- 
lections are backward, and money seems to be scarce 
with country people. One of the hindrances to this line 
of trade is the reluctance of banks to lend money for 
building purposes, which naturally reacts on glass or 
other commodities required in building operations. 
Window glass, AA grade, is 90 per cent on single thick 
and 90 and 5 per cent for double thick; A quality 90 and 10 
per cent on single thick and 90 and 15 per cent on double 
thick; and B grade 90 and 15 per cent on single thick and 


90 and 20 per cent discount on double thick, from jobbers’ 
lists. 


NAVAL SToORES.—Locally, naval stores are a trifle 
firmer, in harmony with the primary market. Receipts 
are moderate and speculative purchasing is more ap- 
parent. Both wholesalers and manufacturers are at 
present taking little heed of the future purchases, being 
more of hand-to-mouth character for present necessities. 
The opportunities for export are better, but the diffi- 
culty there is in transportation retards this class of 
business. 

Spot turpentine, in yard, is quoted at 41%c. per gal. 

Rosins are dull and nominal, but prices are well held in 
harmony with Savannah. 


Common to good strained, on the basis of 280 Ib. per bbl. 
is quoted at $3.25 and D grade $3.45 per bbl. 


BRASS AND COPPER.—AII of the brass mills are full of 
business. There is very little increase in capacity pos- 
sible for turning out sheet metal, this year, it is said. 
The rolling mills are making special efforts to enlarge 
their producing capacity, but the effects of this will 
hardly be appreciable before the beginning of the year. 
New shops for casting purposes are being built, and 
most manufacturers throughout the country are in- 
creasing plants and adding to their casting and rolling 
facilities, which movement is going forward as fast as 
possible. 

The recent hot wave has retarded output to about 
two-thirds of the usual production because of the in- 
ability of men to stand the great heat. Brass rods have 
eased off a little, but there is no change in sheets. Roll- 
ing-mill men are anticipating another buying move- 
ment for brass of the character to be used in the manu- 
facture of ammunition. Most mills still refuse to quote 
prices, except for the time being. 

Copper sheets are on the basis of 23c. per lb. and bare 


copper wire, for electrical purposes, mill shipments, is 19c. 
base per Ib. 


HINGES, BUTTS, BRACKETS AND WROUGHT Goops.—The 
McKinney Mfg. Company, Pittsburgh, Pa., manufac- 
turing steel hardware, on Sept. 13 advanced its prices 
on the full line of hinges, butts, brackets and wrought 
goods approximately 10 per cent, which became effec- 
tive on that date. 





indicating that this particular branch of the trade is 
proving to be a lucrative one. 

There is a good seasonable demand for wire nails, 
and sales of barb wire are probably ahead of the record 
for September, 1914. 


We quote wire nails from !ccal jobbers stocks at 1.80c. and 
barb wire at 2.70c. Black sheets are firm and the mill price 
for No. 28 gage is around 1.90c. to 2c., Pittsburgh, and No. 28, 
galvanized 3.75c. The Cincinnati warehouse stock price on 
No. 28 galvanized sheets remains at 4.50c. 


The wholesale houses who have customers in the South 
report conditions as being rapidly on the mend in that 
territory, especially in the cotton districts. While 
orders are not as large as usual, they are being sent 
in at a more rapid rate and with a possible exception 
of the tobacco district of Kentucky, business in the 
South will doubtless be at a normal stage before the 
year closes. 
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MAKING OF A LOGGING TANK 


By A. F. MUELLER 
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Patterns for a logging tank 


tanks are used, and some of the readers may 

not be interested in this article when simply 
viewed as a logging tank, but the method of con- 
struction can as well be applied to tanks of similar 
kinds but used for different purposes. This tank is 
used for the purpose of hauling water and is made 
of No. 16 galvanized iron, and the stock sizes are 
49 in. long, 22 in. wide and 36 in. high. Two sheets 
of 36 x 72 iron will make the sides and 
ends, and one sheet and a piece of 24 x 96 
iron will make the top and bottom, the top 
being pieced. The sides and ends are formed so 
that the seams will be in diagonal corners, lapping 
on te the sides. When the pattern is laid out the 
holes for the rivets are marked from the holes in the 


ie is not in every part of the country that logging 
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top and bottom and are punched in the flat, although 
the holes in the top of the body can be punched 
through the top holes after the top has been set in 
and fastened with several rivets. The top holes are 
also punched for the braces and the openings cut out 
and the holes marked and punched for the flanges. 

The bottom rests on the outside of the body, while 
the top rests on the inside of the body so that it can 
be more easily riveted and soldered, and there is a 
slight difference in size between the two. The holes 
for riveting are punched while the bottom is still 
in the flat, and if there is to be a brass flange in 
the bottom the opening is cut out and the flange 
riveted and soldered before the bottom is riveted to 


the body. 
In the top the manhole is 16 in. in diameter and. 
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5 in. high and is riveted and soldered to the top 
before the top is fastened to the body. Particular 
care should be taken that the manhole is round, or 
the rim of the cover must be made so small that it 
will not make a good fit. 

On the ends are pieces of 4%, x 2-in. angle iron 
that are riveted to the tank and are provided with 
7/16 holes for % bolts, so that the tank can be 
bolted to the wagon or cart on which it is to be 
hauled. No holes are punched in the ends for these 
angle irons, but the holes are drilled with a breast 
drill when the body and the bottom have been riveted 
together. 

After the pieces for the body and the top and 
bottom have been punched and formed they are 
riveted together by a helper “bucking” the rivets 
from the inside of the tank. The pieces are held 
temporarily together with a few stove bolts that are 
knocked out afterward with a cold chisel and 
hammer. The bolts usually have the threads 
“roughed” so badly that there is more time lost 
trying to use them again than they are worth. 
The angle irons are next attached and then the 
seams at the bottom and the corner seams, together 
with the rivet heads of the angle irons are sweated 
with solder. 

The tank is now placed on a level spot of the 
shop floor and the braces, which are 12 in. wide, 
riveted to the sides through the hole punched for 
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the top hole in each brace. The bottom holes are 
next punched through the holes in the braces, and 
these ends or corners are riveted. The rest of the 
holes are then punched and riveted and heavily sol- 
dered on the inside of the tank. 

The top is next set in, riveted and soldered, which 
will complete the tank excepting the cover, which 
is a flat plate with a deep rim and a handle made of 
bundle band iron. 

Fig. 2 is a section of the riveted and soldered 
seam between the bottom and the body. The section 
of the corner seams in the body is the same as this 
section. 

Fig. 3 is a section of the seam at the top, and it 
will be noted that the flange of the top does not 
come flush with the side. This is also shown in 
Fig. 4 at A, and these projections are left to hold 
solder, so that the seam can be thoroughly soaked 
with solder, which would be impossible otherwise. 

Fig. 4 is a section through the tank and the cover, 
and this shows that the flange of the collar is on 
the inside of the tank, while Fig. 1 shows the flange 
on the outside of the tank. The section also shows 
that the rim of the cover is nearly as long as the 
collar. 

Fig. 5 is a section at the bottom on the end, and 
shows that the end has been driven out so that the 
end will be flush with the angle iron. 


SECURING SHEET METAL BUSINESS 


BY VICTOR LAURISTON 


HE sheet metal contractor who wants to 

keep busy must be always on the lookout for 
new prospects. A good instance of being on the 
lookout came to light a short time ago. A cus- 
tomer dropped into a hardware store to buy a box 
of carpet tacks. The clerk who made the sale 
added a postscript: 

“Say, Mr. Jones, I was wheeling past your house 
yesterday and I noticed the eavestroughs were 
worn clear through. Our tinshop can give you 
a mighty good job, and a mighty good figure. [’ll 
just ask Jim to run up to the house and give you 
a figure.” 

And Jim did figure, and landed the job at a 
good margin of profit—just because a youngster 
on the street kept his eyes open for opportunity. 

The metal contractor can’t afford to wait for 
business to come to the shop—he must go out after 
business. Of course, business will come of its 
own accord—a great deal of business. But the 
business that comes unasked to you goes unasked 
to practically every tinshop in your town, and 
seeks competitive figures from every contractor. 
On that business the margin is often, of necessity, 
very narrow. 

The opportunities you find, on the contrary, are 
opportunities which your competitor doesn’t light 
on. And these non-competitive jobs, landed often 
“right off the bat,” are the jobs that yield the best 
profits. 

Of course, there is new business to go after, and 
it must be gone after even where the margin is 
narrow; for the more business you handle the 


steadier employment you can give your skilled men | 


—and skilled men who can be relied on to do sat- 
isfactory work are a big factor in business build- 
ing. Therefore, it is good policy to watch new 
building, to keep in touch with contractors, archi- 
tects and owners, to canvass them personally, and 
to land their orders, even if you must bid on nine 


jobs out of every ten. Information regarding new 
building can be secured from various sources— 
from building permits, from newspaper items, by 
word of mouth, through architects and contractors 
—and having a line on prospective builders, it is 
merely a matter of routine to get after them, quote 
them figures, and do your best to secure their 
orders. 

The average house owner, however, isn’t keen 
to get in touch with the sheet metal contractor. 
His eavestroughs may leak when it rains, but in 
the words of the old fellow who discoursed to the 
Arkansas Traveler, “When it don’t rain, it don’t 
leak.” Then, he is willing to put off, though he 
realizes the job ought to be done. 

The sheet metal contractor who gets after such 
a prospect first and quotes him a figure will, in 
the great majority of cases, land the order without 
any competitive bidding. : 

In one instance a hardware dealer who found his 
tinshop a rathér profitless venture diagnosed the 
trouble as too much competitive business and too 
narrow profits, and there was the alternative of 
cutting off the tinshop entirely or the necessity 
of making it pay its way. 

Looking over the older houses on his way home 
one night, he noticed a friend’s residence where 
the gutters were worn clear through and the holes 
choked with sagging leaves and dirt. He sized up 
the job from a little distance, figured in his note- 
book, and that evening called on the friend. 

“See here, Frank,” he announced, “I believe 
you’re thinking of putting on new gutters. Those 
old ones are in bad shape. Right now I can give 
you an exceptionally good figure; and you know 
pretty well that my boys turn out the best kind of 
work.” 

“I suppose they need to be fixed, all right,” was 
the answer. “The wife’s kicking about the kind 
of soft water she gets in the cistern; and there’s 
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precious little of it at that. But—well, how much 
would it cost?” 

The figure was $35. The result was a job at 
that non-competitive figure. And the hardware 
dealer kept up his tinshop and whenever he got 
time went scouting the streets with an eye open 
for leaky eavestroughs, shingling that might be 
replaced by metal roofing, and similar opportuni- 
ties for developing business. The outcome was 
practically double business—and far more than 
double profits. 

Undoubtedly, there are in every town and city 
hundreds of self-evident opportunities for the 
sheet metal contractor. House owners are prone 
to put off needed repairs to eavestroughing, and 
to postpone shingling for another year. 

Incidentally, the canvass for eavestroughing 
work may in many cases lead up to an order for 
a cistern. Soft water for family washing is an 
unknown commodity in many homes, where the 
rainfall makes a bee line for the sewer. Yet any 
housewife who has ever had the pleasure of using 
soft water will welcome a steady supply, assured 
by sound eavestroughing and a commodious cis- 
tern in the basement. 

The personal canvass is probably the most 
effective means of business-getting. Next best is 
a good, strong personal letter. 

To conduct a personal-letter campaign, the con- 
tractor must have prospect lists. These may be 
compiled in various ways. As a rule the contractor 
will have little difficulty in getting a line on new 
building. Architects, building permits, newspaper 
items, will give him many clues. 

For old buildings, it is worth while to keep a 
line on real estate transfers. The purchaser of 
a residence often plans a thorough overhauling 
and renovation, which presents opportunities in 
many instances for the sheet metal contractor. 
Often there will also be a call for metallic work 
in the kitchen. 

The list compiled, the next thing is to prepare 
a good, strong, pulling form letter. Emphasize the 
quality of your work; quote a tentative price on 
the particular job if you have sufficient informa- 
tion to go by; urge the wisdom of keeping up the 
property and the wearing value of your work. 
Talk to the prospect as though you had just but- 
tonholed him and were carrying on a personal con- 
versation. That is the sort of letter that pulls. 
It should be typewritten and personally signed, 
and go out with a red stamp on the envelope. The 
extra cent insures attention where a mere circular 
with a green stamp on it would be dropped into 
the waste basket unread. 

The card index is the best system of keeping a 
prospect list. A complete card index equipment 
will cost from 75 cents up, and it will save a lot 
of work and keep you in closer touch with your 
opportunities. On the cards can be entered the 
prospect’s name and address, the date on which 
he was listed, nature of the prospective job, price 
quoted (if any)—and from that on the job can be 
followed up till completion and payment. 

Naturally, a good many prospects do not respond 
to the first solicitation. To this end, the contractor 
must plan a systematic follow-up. Thus, a card 
index with numbered guides can be employed, the 
numbers running 1 to 31. If your first letter is 
sent on, say Sept. 10, carry the card forward then 
to guide number 20. This means that if the pros- 
pect does not respond by Sept. 20, he should get 
another letter, or perhaps a personal call. Every 
day the contractor should, as a matter of ordinary 
routine, go through his prospect list. This keeps 
him in touch with his prospects, and keeping in 
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touch with prospects is a sure road to more and 
better business. 

The system of follow-up letters can be continued 
indefinitely, if desired; but—if there is no re- 
sponse to letters, it is often well to go after the 
business personally. The preliminary letters may 
Save a personal canvass; in any event they prepare 
the customer’s mind for the contractor’s personal 
arguments. 


, 
— Attractive Fitchburg Window 
Display 


é ere accompanying illustration shows an attrac- 
tive window display made by the Fitchburg 
Hardware Company, Fitchburg, Mass. The win- 
dow was trimmed by M. A. Dudley, the company’s 




















A “Newspaper Display Week” window trimmed by 
M. A. Dudley of the Fitchburg Hardware Company 


regular window decorator. As will be seen by the 
sign in the middle of the display, it was a part of 
the “Newspaper Display Week” campaign, which 
was used with more or less success in different 
cities throughout the country. 


Opens Branch Factory in 
Chicago 


HE Emil Grossman Mfg. Co., Inc., New York, 
manufacturer of Red Head spark plugs and au- 
tomobile equipment, has leased the top floor of the 
building formerly occupied by the Winton Motor 
Car Company, at the northeast corner of Michigan 
Avenue and Thirteenth Street, Chicago. Here will 
be located the western manufacuring and distribut- 
ing branch. The space occupied is 6000 sq. ft. 
The rapid growth of the Grossman company’s busi- 
ness the past year impelled them to create these 
greater facilities for thoroughly efficient service to 
their large number of customers in the Western 
States. 
Rudolph Cory was appointed manager of the 
Chicago branch. 


C. J. McGreGor has been appointed assistant sales 
agent of the American Steel & Wire Company in its 
Cleveland office, having succeeded Louis Bloomfield, who 
recently resigned to take up the practice of law in Cleve- 
land. Mr. McGregor. has been a salesman for the com- 
pany for twelve years—ten years in New England and 
the past two years in the Chicago territory. 
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— Those New Garages In Your Town— 
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With Stanley’ s No. 1776-J1 Set 


Complete Hardware “Trim” 
for Garage with Double 
Doors 


Packed in the Strong Stanley 
Telescope Box 


Set includes the following: 


3 pairs No. 960-J1 10-inch Extra Heavy Tee 
Hinges, with Reversed Pads. 


1 No. 1055-J1 6-inch Wrought Steel Chain Bolt. 

1 No. 1056-J1 6-inch Wrought Steel Foot Bolt. 

1 No. 1260-J1 No. 4 Thumb Latch, with Padlock 
Eyes 

1 No. 1257-J1 No. 4 Handle. a 


All the above in Dead Black Japanned 
Finish. "Rey 

No. 1776-J1 Garage door set, supplies the 
demand for a quality set at moderate cost. The 


extra heavy 10-inch hinges have reversed pads 
to permit application to jamb of door. 


A neat handy package for your shelves. 
Saves time and labor. 


Size of Box: 123% x 7% x 2% inches. 
Gross weight, 20 pounds. 


Each item is wrapped separately and screws 
of proper size and finish are included. 


Send your order to your jobber now, and 
ask us for Circular “W,” with complete 
description to enclose with your letters and 
invoices. 


Our Exposition booth is in Palace of Manufactures, Block 26, 
corner of 5th St. and Ave. D. Call and see usa. 


See page 31 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


New Foster Stove 


The Foster Stove Company, Iron- 
ton, Ohio, is putting on the market a 
new hard coal heater which, it states, 
will successfully burn hard coal, 
crushed coke, soft coal or wood. 

The design of the stove is neat, and 
the manufacturer states that the drum 
is made of heavy gage blue sheet steel 
with a flange turned on the bottom. 
This flange is imbedded in a groove, 
filled with stove cement, and is drawn 
tight by bolts on the outside of the 
fire chamber. This construction pre- 
vents the bolts from burning off and 
insures a permanent air-tight joint. 

The doors are hand fitted and they 
are securely fastened with nickel- 
plated lever handles. There is a draft 
register both above and below the fire, 

















New hard coal heater brought out by the 
Foster Stove Company 
thus insuring perfect control and an 
even degree of heat at all times. 
The ash pits are large and deep 
and they are furnished with a good, 
heavy sheet iron ash pan. For burn- 
ing hard coal and crushed coke this 
stove has a mica frame in the front 
door, revolving triangular grate bars, 
a fuel magazine, and an all cast-iron 
return flue. The company states that 
thus equipped this stove is an excel- 
lent substitute for the full nickeled 
revertible flue base burners. 
The very large fuel door on this 
stove makes it an excellent wood 
burner as this enables it to accommo- 
date long lengths of wood. 


THE PERFECTION TWOLOCK NUT 
CoMPANY, Sacramento, Cal., has been 
incorporated by E. C. Kavanaugh and 
others, to manufacture the “Two- 
Lock” nut. 


New “Red Devil” Saw Vise 


The Smith & Hemenway Company, 
Inc., 149 Chambers Street, New York 
City, has added to its extensive line 

















The new “Red Devil” saw vise 


the saw vise shown in the accom- 
panying illustration. The vise is made 
from steel and it is‘noiseless, as the 
jaw is constructed of rubber. 

This vise weighs only 2% lb., and 
owing to its portability can be carried 
in a tool kit. The new vise can be 
instantly clamped to a plank, table or 
tool bench. 


Odorless Refrigerator 
Catalog 


The Odorless Refrigerator Com- 
pany, Chattanooga, Tenn., has just 
published its new catalog No. 27 for 
the season of 1915. This is an at- 
tractive book, printed upon good qual- 
ity stock and profusely illustrated 
with fine halftone engravings. On 
the front page is an engraving show- 
ing the company’s plant, which has an 
annual capacity of 100,000 refriger- 
ators. Many sectional views are 
included in this catalog showing the 
construction of the Odorless refriger- 
ators. 


“Sterling Junior” Pump Gun 


The Upton Machine Company, St. 
Joseph, Mich., has recently brought 
out the “Sterling Junior” pump gun. 
This new arm shoots small %-in. 
wooden balls, which can be used over 
and over again. It is an automatic 
repeater, having a double barrel, and 
shoots over 100 ft. This gun can be 
used in the house or out of doors with- 
out injury to anyone or anything. 

The gun is of the pump action type, 
shooting ten times without reloading. 
It is made in a gun metal finish and is 
constructed substantially. The stock 
is of shaped walnut-finished material. 
Each gun is supplied with ten wooden 
balls which will shoot strong and ac- 
curately. The length of the gun is 
25 in. and it weighs 12 oz. The “Ster- 
ling Junior” pump guns are packed 
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New “Sterling Junior’ pump gun 


one dozen in a case and they retail for 
50 cents. Extra ammunition, 25 shots 
in a package, is priced at 5 cents. 
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Rixson Concealed Transom 
Operator 


The Oscar C. Rixson Company, 501 
South Jefferson Street, Chicago, IIl., 
has placed upon the market the Rix- 
son concealed transom operator, all 
steel parts of which are electro-galva- 
nized. This device is made of cold- 
rolled steel with every bearing bronze 
bushed. 

The handle can be located in any 
position on the casing by blocking out 
on the jamb at screws the lower end 
of the operator. The upper end must 
not be blocked out. 

The handle is so constructed that if 
in opening the transom the handle is 

















The Rixson concealed transom operator 


left out in such a position that the 
door will strike it in opening it will 
swing out of the way of the door. 
The underside of the handle carries a 
rubber strip which prevents the door 
from being scratched. These con- 
cealed transom operators, upon which. 
there has been a patent applied for, 
sell for $4.50 each. 

The company states that on account. 
of the bronze bushings in all bearings, 
this device can be installed in a damp 
partition and remain for a long time 
without the working parts rusting to- 
gether. The company’s guarantee on. 
this device is the same whether the 
screw is covered or not. 
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TUDYING your needs and 
striving to meet them is the 
same as studying our own 

needs. Our business is not to serve 
ourselves first—but last. The re- 
sults through which we profit are 
the results that you bring to us. 
That is why we must think of you 
—and serve you. 


Our facilities and our ability are not 
things that we can consume. [But you 
can consume them. You are the con- 
sumer of what we produce. If we are 
to buy what we wish, or do the things 
we wish, we must be successful. That 
makes our first obligation to you—our 
patron. 


Our success is greater as our service 
to you is better. 


As we serve you better, your success 
increases—and your need of us grows in 
proportion. 


The first time we served you was an 
incident to both of us. Later on, we 
became more dependent on one another. 


We are helping each other—econom- 
ically distributing each other’s power; 
we are reducing waste and friction to 
the minimum—and increasing § each 
other’s results to the maximum. 

* 

Your patronage is an established part 
of what we do. 


While we are meeting your needs, you 
are meeting our needs. We have found 
it pays to please: for based on the casi: 
value of your good will, the continued 
earnings—through your continued pa- 
tronage—lowers the expense of doing 
business. 


We are working for you: and our 
progress is based on judgment of how 
we serve you. Your success is our suc- 
cess; your satisfaction is our satisfac- 
tion. 


ards Wilco 


MANUFACTURING Co. 


AURORALILL.U.S.A. 
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Universal Shaft-Bearing 
Casters 


The Universal Caster & Foundry 
Company, 29. West Forty-second 
Street, New York City, has just placed 

















New Universal shaft-bearing casters 


upon the market a new addition to the 


- Universal line of casters, the Univer- 


sal shaft-bearing caster. 

The company states that the advan- 
tages of the new shaft-bearing caster 
are that it lessens friction by rubbing 
very little, because the shaft bearings 
sustain weight along its entire length. 
Hence the wear is little. The shaft 
bearings used in the Universal caster 
lessen wear on the furniture and 
easily carry the weight of the furni- 
ture because the shaft bearing divides 
the strain. 

The steel shaft bearings revolve 
over a circular path and are kept in a 
uniform position by a steel separator. 
The shaft bearings are carefully con- 
cealed from dust or other obstructions 
by a large steel hood and are made of 
the best steel by automatic machinery. 
An extra heavy steel axle and sturdy 
horn make the shaft-bearing caster 
suitable for use with heavy furniture. 
The new shaft-bearing casters can be 
furnished in six distinct sizes with 
either grip neck stem (with socket) 
or with a square plate as shown in the 
accompanying illustration. All of the 
different sizes of these casters are 
packed one set in a box, but they can 
be furnished six sets in a box when 
desired. Various other kinds of wheels 
than those listed in the company’s cir- 
cular referring to the shaft-bearing 
caster can be supplied. Prices for 
these will be quoted upon request. 


New Shapleigh Catalog 


The Shapleigh Hardware Company, 
St. Louis, Mo., is now distributing 
many thousands of its new 1915-16 
general hardware catalog throughout 
the United States. 

The shape is new and was origin- 
ated by the Shapleigh company. The 
pages are large, showing a great vari- 
ety of goods, and will be a handy ref- 
erence to the retail merchant. At any 
glance across a page, the customers 
will see displayed a large line of mer- 
chandise. This means less turning 
of pages when selling from this cata- 
log. 


A very important point in this cata- 
log is the pricing system. The dealer 
is given reliable prices which are prac- 
tically net. This should help the 
dealer in selling special items not car- 
ried in stock and assist greatly in 
sending mail orders. The index is 
very complete. Each item is indexed 
two ‘and often three times. By this 


method of cross-indexing it is very. 


easy to find any article wanted. 

The catalog is thoroughly up to 
date, featuring all new goods for new 
fall lines and even anticipating new 
spring lines. | 


Utility Tool Chest 


The Utility Mfg. Company, 11 
North Sixth Street, Philadelphia, Pa., 
has placed upon the market the 
Utility tool chest No. 34. This chest 
is manufactured in hard wood, % in. 
thick. It is lock-cornered and mission 
finished with a waxed gloss. 

This chest has cylinder brass lock 
and brass hinges and an automatic 
locking device which locks the front, 
closing the drawers by closing down 
the lid. This panel slides under the 
bottom drawer when the chest is in 
use. 

The outside measurements are 20 in. 
long, 12 in. wide and 10 in. deep. The 
top drawer measures 17 by 8% by 


1% in. deep. The bottom drawer meas-— 


ures inside 17 by 8% by 2 in. deep. 

















The new Utility tool chest No. 34 


The top under the lid measures 18% 
by 10% by 3% in. deep. The weight 
of this tool chest without packing is 
16 lb. 


Catalog of Selected “Russ- 


win” Hardware 


The Russell & Irwin Mfg. Company, 
New Britain, Conn., has recently pub- 
lished a catalog entitled “Selected 
Catalog of ‘Russwin’ Hardware.” 
This is a large size, handsome red 
booklet, profusely illustrated and 
showing a number of selected items 
from the full “Russwin” line. The 
company states that its motive in is- 
suing this catalog is to present in a 
small space and with only such detail 
as necessary a small but comprehen- 
sive list of stock goods. The catalog 
contains eighty-five pages. 


THE F. M. WENZEL SHEET METAL 
ComMPANY, Joplin, Mo., has been in- 
corporated with a capital stock of 
$4,000 to manufacture and deal in 
sheet metal goods. 


Hardware Age 


Sturges Steel Churn 


The Sturges & Burn Mfg. Company, 
508 South Green Street, Chicago, IIL, 
has recently placed upon the market 
the Sturges steel churn. The frame of 
this churn is made of steel and it has 
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New Sturges steel churn 


no bolts or rivets, but is spot welded, 
forming, in effect, one solid piece. It 
is attractively finished in bright red 
enamel. 

The churn is tinned and retinned on 
the inside and tinned on the outside, 
on top of which is a handsome coat of 
blue enamel. The 5-gal. churn weighs 
about 15 lb. the 7-gal. size about 17 
lb., and the 10-gal. churn about 20 Ib. 
It is stated by the company that even 
the largest size is easily moved from 
place to place in kitchen or dairy. 

Provision is made also for attach- 
ing a pulley to the shaft of the churn 
so that power may be used when 
necessary instead of the hand crank. 

The trunnions are of malleable iron. 
As shown in the illustration, the 
churn may be lifted out of its bearings 
if desired. Some of the advantages 
claimed for the steel construction are 
that the milk cannot soak into the 
steel, and that there is no place in the 
churn for microbes to lodge, etc. The 
churn is durable as well as attractive 
and sanitary. 


EpGAR A. WILHELMI, 71-73 Mur- 
ray Street, New York City, has just 
compiled a list of export and com- 
mission houses in New York City, 
comprising nearly 1000 names and 
enumerating the various countries 
with which the listed firm’s business 
is done, the cities and countries 
where branch houses are maintained, 
class of goods bought, and details of 
firm’s buying departments and man- 
agers, etc. 


THE SeEpoyY Mrc. CoMPANY, LTD., 
Lucknow, Ontario, Can., has been in- 


_corporated with a capital of $20,000 


to make wheelbarrows, ladders and 
other articles of wood and iron. The 
provisional directors are: Frank Tait, 
W. G. Andrews and G. H. Smith. 


THE HARTFORD CLOCK COMPANY, 
Hartford, Conn., has been- organized, 
with an authorized capital stock of 
$15,000, by Henry W. Ingle, president 
and treasurer; William H. Greenleaf, 


vice-president and Mildred Miller, 


secretary. 
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Would You Call a Man Lazy Who 
Lets the Goods Sell Themselves? 


You might in some instances, but the bankruptcy 
court would soon get him and that would settle his 
case, but,— 

When a hardware man fits his store with Warren 
Hardware Fixtures he knows that he is not lazy, and 
furthermore, he knows that his stock is going to sell 
itself, for it will have a chance to be seen. 

Look at the photograph above. No better argument 
could be advanced for 


Warren Hardware Fixtures 


It has been designed especially for the hardware trade. It 
is built on the Sectional, Interchangeable, Unit System, and is 
dust, dirt and moisture-proof. 

Whether your store be large or small a complete equipment 
can be installed. Let us tell you how. 





Catalogues No. 65 and No. 212. 


J. D. WARREN MANUFACTURING CO. 


MASONIC TEMPLE | CHICAGO 


Eastern Display Room, 253 Broadway, N. Y. 


WARREN FIXTURES ARE MANUFACTURED IN THE LARGEST AND FINEST EQUIPPED PLANT 
OF ITS KIND IN THE WORLD. 
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“Solidhed” Thumb Tacks for 
Pricing and Numbering 


The Solidhed Tack Company, 38 
Murray Street, New York City, has 
supplemented its large and diverse 











“Solidhed” thumb tack with special rough 
celluloid surface, for pricing and num- 
bering 


line of thumb tacks through the ad- 
dition of a new assortment having a 
special rough celluloid covering, de- 
signed principally for pricing and 
numbering hardware and small ar- 
ticles on display boards. The surface 
ean be readily written on with pen or 
pencil or can be printed, black on 
white or otherwise, as for instance, 
number, cost and price, or number and 
price, each under the other in column 
formation, against which at the right 
the necessary figures may be added as 
required. 

These thumb tacks may be obtained 
in three sizes, namely, %, %, and %- 
in. diameters, in ten colors and white. 
When ordered to include the printing, 
the majority are usually plainly 
printed with coverings of white or the 
various colors and tints. The different 
colors may be used to signify such 
conditions as, “Out of Stock,” “Line 
to Push,” or whatever idea merchants 
desire to have the symbol express. 

The practical part of the system is 
that the tacks are moderately priced, 
that they may be instantly affixed or 
removed and changed about and show 
at a glance what a salesman or clerk 
needs to know. 


Anglo-American Counter 
Display 


The Anglo-American Company, 
Pittsburgh, Pa., is putting out a very 
attractive counter display assortment 
as illustrated herewith. This assort- 
ment consists of a_ beautiful three 
color; lithographed display shield 

















Attractive counter display, put out by the 
Anglo-American Company 
fitted, with a strong easel back, to 
which are attached six of the most 
popular selling sizes of flashlights. 
Assortment “A” contains ten com- 
plete flashlights with batteries and a 
battery tester, having a retail price 
of $10. Assortment “B” consists of 
fourteen complete flashlights with 
batteries, eleven extra batteries and 
two display shields, one for the win- 
dow and one for the counter. This set 
has a retail value of $20, both being 
subject to the dealer’s usual discounts. 


The “Storm King” Lantern 


The National Stamping & Electric 
Works, 410-424 South Clinton Street, 
Chicago, Ill., has recently brought out 
a “Storm King” lantern, which is 
rated at 200-candlepower and will 
burn 15 hr. on 1 qt. of gasoline. 

The company states that the “Storm 
King” lantern is intended to supply 
the need of a strong, unwavering, 
safe and portable lamp or lan- 
tern for the use of farmers, plant- 
ers, dairymen, stockmen, contractors, 
watchmen and merchants, and for 
lighting street shows and fairs, cir- 
cuses, carnivals, docks, quays, ships, 
motorboats, railroad yards, etc. 

This lantern weighs 3% lb. net and 
is 14 in. in height and 6 in. in diam- 
eter, therefore, being of the same size 

















The “Storm King” lantern 


and weight as the ordinary lantern. 
This lantern is neat in appearance 
and is exceptionally well finished. It 
is rigid and substantial and will stand 
rough usage. It will operate in any 
position and can be turned upside 
down or rolled on the ground while in 
operation without affecting the light. 

This lantern is equipped with an 
automatic cleaning attachment which 
makes it impossible for the gas tip to 
choke and clog. This device can also 
be used to turn the light low when 
used indoors. The lantern is also 
equipped with a mica chimney and, as 
it is absolutely storm proof, as the 
company states, it is not affected by 
either rain, wind or cold. 

Another feature of this lantern is 
that it will burn kerosene as well as 
gasoline. Gasoline, however, is recom- 
mended as fuel, because it is cleaner 
and will not clog the vaporizer so 
quickly. 


GREER & LAING, Wheeling, W. Va., 
wholesalers of hardware, have ac- 
quired property on Main Street, 56 
by 135 ft. The deal includes a large 
three-story brick building, which it is 
understood will be used temporarily 
as a warehouse. They will maintain 
their offices and principal storerooms 
at the present location, 1214-1216 
Main Street. 


THE LIGHTING OFFICE SPECIALTY 
CoMPANY, Rochester, N. Y., has filed 
incorporation papers to manufacture 
office specialties, letter openers, etc. 
The directors are G. B. Cogswell, H. 
C. Nobles and W. B. Thurston and 
the capital stock $125,000. 
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The “Comfort” Self-Heating 
Iron 


The National Stamping & Electric 
Works, 410-424 South Clinton Street, 
Chicago, IIl., is marketing the “Com- 

















The “Comfort” self-heating iron 


fort” self-heating iron, which is a 
quick lighting iron and has an easily 
adjustable generator with which the 
heat of the iron can be regulated to 
get the desired degree. 

This iron is pre-heated with alcohol. 
It takes about one-half teaspoonful of 
alcohol to start the iron. The ca- 
pacity of the “Comfort” iron is such 
that it will hold fuel which will oper- 
ate the iron five hours, or a full half 
day. 

This iron has also two points, mak- 
ing both ends front ends. The fount 
is placed in such a position that it is 
out of the way and the iron can be 
used either forward or backward with 
equal facility. 

The “Comfort” iron is very simple, 
all parts being interchangeable. The 
iron has a capacity of % pt. and 
weighs 6% lb. It has 18% sq. in. of 
ironing space. 


Setback Hand Tally Counter 


The Veeder Mfg. Company, Hart- 
ford, Conn., has recently placed upon 
the market a new Veeder setback 
hand tally counter. This is a new 
instrument with four figures, embody- 
ing a number of desirable features. 
Chief among these is the fact that it 
can be quickly set to zero by one turn 
of the knob. The case is small in size 
and has been designed with rounded 
corners so as not to irritate the hand 
of the user, nor to wear the pockets 
when carrying it. 

This counter is useful 
purposes. 


for many 
For instance, by conduc- 

















New Veeder setback hand tally counter 


tors, head waiters, traffic officers, by 
gatemen and ticket takers at base- 
ball parks and railway stations; as 
an attendance register for theaters, 
churches and libraries, by storekeep- 
ers to count packages, boxes, bales, 
etc., and during inventory. The com- 
pany states that there are a large 
number used in mines, lumber camps, 
ranches, stock yards and by telephone 
and electric companies as pole coun- 
ters, in fact this instrument is desir- 
able for every purpose where an ac- 
curate count is desired. 
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Make Your Screw Drivers Sell 


Themselves 


This attractive display rack and Pexto Solbar 
Screw Drivers mean more sales at /ess cost. 


The display does a clerk’s work and more. It 
shows the most popular styles quickly and effectively 
and gives prices, if you desire. 


Finished in four colors—orange, blue, black and white. Takes 
up little room in the window or inside the store, yet can’t be over- 
looked. Stands or hangs equally well. Spring-clip ledge keeps 
screw drivers firmly in place. All the numbers, with weights, 
listed on the back. , 

Pexto Solbar Screw Drivers have a solid steel bar extending 


their entire length, so that they withstand unusually hard use. 
The handle fits the hand and doesn’t slip. 











If your jobber can’t supply you 
with this display rack, write us. 


The Peck, Stow & Wilcox Company 


Mrfs. Mechanics’ Hand Tools, Tinsmiths’ 
& Sheet Metal Workers’ Tools & Ma- 
chines, Builders’ & General Hardware. 





Southington, Conn. Cleveland, Ohio. ai 


Address correspondence 206 W. Center St., Southington, Conn. 
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Bolt-on Side and Tail Lamps 


The Superior Lamp Mfg. Company, 
136 West Fifty-second Street, New 
York City, is manufacturing a special 

















New bolt-on side and tail lamps, made by 
the Superior Lamp Mfg. Company 


bolt-on electric side and tail lamp, 
specially designed and constructed to 
fit on all 1915 Ford cars. A screw 
and nut arrangement forms a support 
and part of the lamps, and fits di- 
rectly into the flanged bracket pro- 
jecting from the windshield. 

The lamps are well designed and 
attractive in appearance, being fin- 
ished in black and brass. They can 
also be had in black and nickel finish 
if specified. The company can now 
supply these from stock, as they are 
ready for delivery. 

“Superior” bolt-on side lamps list 
at $4.50 per pair and the tail lamp at 
$1.20, from which a liberal discount 
is allowed the trade. 

The above concern has also brought 
iout a set of bolt-on type round oil 
lamps, consisting of two side lamps 
and a tail lamp, which are made 
specially to fit the 1915 Ford car. 


. THE GoopDISON THRESHER COMPANY, 
Ltp., Sarnia, Ont., has been incorpo- 
rated with a capital stock of 
$1,000,000 to manufacture threshing 
and farm machinery. The incorpora- 
tors are: John Goodison, John Cowan, 
Charles McKenzie, Edwin F. and Wil- 
liam T. Goodison. 





Valve Grinding Compound 


‘The Durkee-Atwood Company, 707- 
713 Third Street, North, Minneapolis, 
Minn., is marketing the “Rie Nie” 
valve-grinding compound, which is 
stated to be unexcelled for grinding all 
kinds of valves. This ready mixture 
is made in a special cutting and con- 
tains no glass or emery, working very 
fast and leaving an even, smooth, pol- 
ished seat. 

The “Rie Nie” valve-grinding com- 
pound cuts rapidly and sticks to the 
valve seat, but does not grind the 
grooves in the valve or the seat. It 
will not dry or harden in the can, and 
lasts a long time. 

For shop use there are _ three 
grades: Coarse, medium and fine, 
which are put up in large tins. For 
individual use the lithographed com- 
partment contains two grades... The 
duplex cans are packed twelve in a 
carton, six cartons in a case. The 














Display case furnished with “Rie Nie” 
valve grinding compound 

price is 30 cents per package, retail. 

The shop-size packages, which are 

packed fifty in a case, are priced at 50 

cents each. 


THE WHEELING CORRUGATING CoM- 
PANY, Wheeling, W. Va., has opened a 
branch sales office at Portsmouth, 
Ohio, in charge of J. O. Entiekin. 
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“Duplex” Reamers 


Stevens & Co., 375 Broadway, New 
York City, are producing a line of 
new reamers, the leader of which is 




















Three new reamers which Stevens & Co. 
have recently added to their line 


the “Duplex,” which combines two 
reamers in one by reason of its con- 
struction. This reamer is utilized for 
fitting the spindle body and spindle 
arm bushings, and provides two diam- 
eters, 0.564 and 0.506 in. The “Du- 
plex” is supplied with straight and 
twisted flutes, the latter being es- 
pecially convenient for split bushings. 

The plain and expanding reamers 
are for various bushings, and the ex- 
panding is ground 0.005-in. under- 
size, permitting of its use with worn 
or finished parts. The reamer can be 
brought up to 0.005-in. oversize if de- 
sired. , 

For fitting 1/32-in. oversize pistons 
to the Ford cylinders it is stated that 
the Steven’s cylinder reamer will be 
found servicable and profitable, as it 
is constructed with inserted blades 
having a cutting angle and clearance 
and requiring but little power to op- 
erate. The tool can be used in an 
ordinary drill press, as it is fitted 
with No. 4 Morse taper shank. 

The company states that the 
reamer will accurately ream a cyl- 
inder in 15 min. A _ special body 
or Morse shank is supplied to order. 


THE Swirt Frty SwatTrer MFc. 
CoMPANY, Kansas City, Mo., has been 
incorporated with a capital stock of 
$10,000. 
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—~ Unprofitable 


This is one of the illustrations in 
our national advertising. We are 
making car owners appreciate the 
importance of brake lining and of 
buying the best and safest brake 
lining— Thermoid. 


Thermoid is the best because it 
is 100% brake lining. Other brake 
linings have friction surfaces but 
are friction-shy inside. Thermoid is 
cured under hydraulic compression 
into a solid substance of uniform 
density and contains 50% more 
material than the ordinary woven 
linings. It holds even though 
worn paper thin. 


Don't trifle 
with the lives of 
your customers 
—sell them 





. Cannot be burned out nor 
Thermoid. affected by oil, water, 


gasoline or dirt. 








hermo, 


HYDRAULIC COMPRESS 
Brake Lining -100% 


Our Guarantee: Thermoid will make 
good—or we will 


Thermo Rubber Company 


TRENTON, N. J. 


Makers of Nassau Tires and Thermoid Garden Hose 
BRANCHES: 


New York Chicago Pittsburgh Indianapolis SanFrancisco Philadelphia St.Louis Detroit Boston 
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Three New Stevens Devices 


Stevens & Co., 375 Broadway, New 
York City, are offering to the trade 
three new devices. The No. 100 Ste- 
vens drill and tap set is made espe- 
cialy for use on the Ford motor. This 
drill removes the broken part without 
injury to the cylinder threads as a 
special bushing centers the drill. The 
use of the special tap cleans the hole, 
leaving the cylinder threads as per- 
fect as when new. 

The reserve and shut-off fuel valve 
is constructed for screwing into the 
Ford fuel tank and prevents the use 
of the last gallon of gasoline until the 
handle on the indicating dial is moved 
to the emergency position. This pre- 
vents the driver from being stalled on 
the road. The dial is placed on the 
heel board under the front seat and 
has two other positions for the handle 
—“supply” and “off.” This makes 
possible the shutting off of the supply 
to the carbureter when leaving the 
car and without stooping under the 
machine. The valve is guaranteed to 
be leakproof and the device can be at- 
tached in a few minutes. 

The third Stevens specialty is a 
“Safety First” radiator emblem which 
bears in white enamel on a green 
background the words “Safety First.” 
The emblem constantly reminds the 
driver and other users of the high- 
ways of the need of caution and pro- 
motes the national movement of the 
Safety First Society. The emblem is 
adaptable to Ford and other cars and 
is highly polished. 


The “CB” Oil Gage 


Cummings Brothers, Flint, Mich., 
are the manufacturers of the “CB” 
oil gage. This gage measures 4 in. 
in length, and is packed in a neat, 
attractive carton which the manufac- 
turers state will look well on any 
dealer’s shelves. This product is 
marketed through the jobbing trade 

















The “CB” oil gage for Fords 


and dealers’ prices are as follows: In 
lots of less than 1 doz. the gages sell 
at 40 cents each, and in lots of one 
dozen at one shipment they are priced 
at 35 cents each. 

This gage is intended for use on 
Ford cars. The manufacturers state 
it to be of solid construction, efficient 
and reliable. They claim that it can- 
not clog or come apart. The retail 
price of the “CB” oil gage for Ford 
cars is 75 cents each. 
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Reserve and shut-off fuel valve, “Safety First” radiator emblem and No. 100 drill and 
tap set, three new products of Stevens € Co. 


New Auxiliary Seat for 
Fords 
A new auxiliary seat for Ford cars 


is now being offered by the .McKin- 
non Dash Company, Buffalo, N. Y., 























New auciliary seat for Ford cars 


maker of the celebrated McKinnon 
folding seats for automobiles, motor- 
boats, camps, etc. 

This new seat rests on the door sill 
and is held in place by hooking over 
the top of the door. The weight, how- 
ever, does not come on the door. The 
passenger using it sits sideways in 
the car, the door acting as a back for 
the seat. | 

Its frame is made of round steel 
electrically welded, and it is so de- 
signed that the door of the car can- 
not open when the seat is in place. 
It-is finished in japan with a padded 
art leather seat, the hook being 
wrapped with the same material so 
as to overcome any possibility of 
marring the door. 

The company styles this new seat 
the No. 90 seat and has established 
a list price of $1.50 each. 


New Stevens Catalog 


The J. Stevens Arms & Tool Com- 
pany, Chicopee Falls, Mass.,is distrib- 
uting to the trade its latest catalog of 
firearms, No. 54, which illustrates and 
describes the company’s full line of 
firearms and accessories, including re- 
peating shotguns, double-barrel shot- 
guns of the hammer and hammerless 
types, single-barrel shotguns of both 
hammer and hammerless’ models, 


“High Power” repeating rifles, 22-cal- 
iber repeating rifles, single-shot rifles, 
pocket rifles, single-shot pistols, tele- 
scope sights, rifle sights, rifle-cleaning 
rods and shotgun cleaners. The cata- 
log is handsomely illustrated and con- 
tains eighty-eight pages. It is bound 
with a blue-and-white cover. 


“Para” Tires 


William C. Reynolds, Inc., 129 West 
Thirty-seventh Street, New York 
City, is manufacturing the “Para” 
tires, which he states are manufac- 
tured from nothing but pure Para 
rubber. The fabric is frictioned with 
pure gum only and the tires are made 
with an extra heavy tread, which is 
compounded with a secret compound 
which makes it very tough. 

These tires are guaranteed to run 
5000 miles. An anti-skid tread has 
been designed by the manufacturer, 
which is stated does away with 
chains in any kind of weather. The 
non-skid tread is of the depression 
type, cut in squares. This anti-skid 
tread is guaranteed to prevent skid- 
ding under the most severe condi- 
tions. 

Due to the fact that the blocks are 
cut at right angles it is claimed that 
the entire tread will wear together. 

















One of the “Para” tires 


With the tires are included two 
breaker strips, and the _ cushion, 
which is made of pure gum. The 
company states that the vacuum 
formed in the depression on the 
treads of these tires keeps them an- 
chored to the road. The “Para” 
tires are made in sizes ranging from 
30 by 3 to 38 by 5% in. 


‘THE LOUDEN MACHINERY COMPANY, 
Fairfield, Iowa, manufacturer of 
barn equipment, has been incorpo- 
rated with a capital stock of $750,000. 
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Put in a 
Stock of 
Weed 

Chains 


You can 
Make 
Record 
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W ed Chains have a never-changing value as a stock, and are always in 
demand throughout the year without regard to the season. 


With the enormous number of motor cars in use,and this number cor 
Stantly increasing, the demand for Weed Chains is developing wonderfully 
in every section. 

Every Hardware Dealer can sell Weed Chains and be certain of a full 
share of this business. YOu carz make record sales too/ 
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Bridgeport, Monn. 
In Canada — DOMINION CHAIN COMPANY, Limited — Montreal, Can. 
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“Jumbo Jiant” Spark Plugs 


The Gibson-Hollister Mfg. Co., Ja- 
maica Plain, Mass., is manufacturing 
the “Jumbo” spark plugs, which are 
stated to embody several distinctive 
novel features of construction. The 
“Jumbo” spark plugs are made in 
four types—the “Jumbo Jiant” (here 
illustrated), the “Jumbo” regular, 
“Jumbo” junior and “Jumbo” Ford 
special, which differs from the “Jum- 
bo Jiant” chiefly in size. 

The porcelain insulation is extreme- 
ly large in comparison with the total 
bulk of the plug. A high-compression 
asbestos washer allows for the up- 
ward expansion of the porcelain and 
makes an even seat for the bushing. 

The shell electrodes are of such 
form that it is almost impossible for a 
deposit of soot to form to such an ex- 
tent as to impair the spark output of 
the plug. This non-sooting feature is 
due to the downward slope of the elec- 
trodes, which causes any oil which 
may be splashed thereon to run away 
from the actual sparking point. There 
are two shell electrodes, each of which 
is anchored into the shell at both 
ends. This arrangement, besides af- 
fording great mechanical strength, 
also facilitates the dissipation of heat 
and acts to prevent a burning off of 
the electrodes under the extremely 
high temperatures encountered in use. 

The shells of all the “Jumbo” spark 
plugs are treated by a special non- 
rusting finish, which is applied by a 
secret process, giving the plugs, the 
company states, an extremely practi- 
cal and handsome appearance, which 

















The “Jumbo Jiant” spark plug 


they retain indefinitely. All “Jumbo” 
spark plugs except the Ford special 
are equipped with a triple-service ter- 
minal. This terminal takes all three 


types of cable connections now on the. 


market, that is, plain, quick-detacha- 
ble and slip connections. 


THE REx CASKET HARDWARE COM- 
PANY, Newcastle, Pa., has been incor- 
porated with $10,000 capital stock to 
manufacture casket hardware. How- 
ard H. Boar, Harry Burris and Wil- 
liam M. Goodwin are the directors. 


Plunger Type 
Horn 


The Overholt Company, Galesburg, 
Ill., has recently placed on the market 
the new “Overtone” plunger type 


“Overtone” 




















The “Overtone”’ automobile horn is shown 
at the top; the lower view shows the 
“Overtone”’ motorcycle model 


horn for both automobiles and motor- 
cycles, both models of which are 
shown in the accompanying illustra- 
tion. 

These horns were patented on Feb. 
15, 1915. In the horns ten small 
hammers vibrate the diaphragm,. pro- 
ducing the tone. This tone can be 
varied to suit the occasion. The com- 
pany states that they are simple to 
adjust. 

The “Overtone” motorcycle horn 
has’ a universal handlebar bracket 
which fits all motorcycles, and it may 
be attached in a few minutes. The 
motorcycle model measures 8 by 4% 
in. This model is made in black 
enamel finish only and is listed at 
$3.50. 


THE NATIONAL BRASS COMPANY, 
Grand Rapids, Mich., has purchased 
the entire business patents, good will, 
etc., of the Hardware Supply Com- 
pany, Grand Rapids, Mich. A con- 
tract has been let for the erection of 
a building 65 by 160 ft., making the 
entire plant 455 by 65 ft. It is the 
purpose of the consolidated concern to 
further enlarge and add to its already 
large line of hardware and specialties. 
The officers of the National Brass 
Company are Otto G. Kutsche, presi- 
dent; L. A. Dexter, vice-president 
and general manager, and Adrian De 
Windt, secretary-treasurer. 


THE SENECA WIRE & MFG. Com- 
PANY, Fostoria, Ohio, has in the course 
of construction a building to be used 
for ‘its packing and storage depart- 
ment. The building will be of con- 
crete and brick work with built-up 
roof laid over matched sheeting. 


Hardware Age 


Pennants for Window Trim- 
ming 

The Marble Arms & Mfg. Co., 540 
Delta Avenue, Gladstone, Mich., is dis- 
tributing some very fine pennants to 
dealers who handle its line of special- 
ties for sportsmen. These pennants 
are regulation size, in brown or red 
felt, with lettering in white. On them 
are shown some of the best advertised 
Marble specialties in natural colors. 
The company is not making any 
charge for these attractive and useful 
store decorations, which are sent pre- 
paid. 


New “Durable Tread” 


The Colorado Tire & Leather Com- 
pany, Denver, Col., has recently per- 
fected a new “Durable Tread.” This 
tread, while built along the lines of 
previous “Durable Treads,” is in many 
respects entirely new. 

The tread consists mainly of one 
continuous band built up of several 
layers of rubberized fabric, extending 
entirely over the tire from bead to 
bead and fitting as tightly as a glove 
—thus preventing slipping—or sand 
and moisture from working in. 

On the outer surface of these 
layers of fabric is riveted the tread 
strip, or wearing sole. This wearing 
sole is built of a layer of extra chrome 
leather, especially tanned and water- 
proofed, so that it will withstand 
severe conditions of service. 

The illustration shows a tire pro- 
tected with the new tread. The wear- 
ing surface is studded with the sharp- 
edged, hardened steel rivets, the entire 

















New “Durable Tread” 


protector making a covering of only 
% in. thick. 

The sizes run from 28 by 3 in. to 
44 by 4 in., made for clincher and 
connected detachable rim. The list 
price of the new “Durable Tread” 
runs from $10.95 to $57.36, which is 
subject to a liberal discount. 


THE REPUBLIC STAMPING & ENAM- 
ELING COMPANY, Canton, Ohio, has in- 
creased its capital stock from $1,- 
250,000 to $3,500,000, to provide for 
taking over the plant of the General 
Stamping Company, Canton, which it 
has recently purchased. 
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ASTER 


QUALITY 
Spark Plugs 


have been officially 
adopted by the 


U. S. Government 


and are used extensively 
by the 


U. S. 
Navy Department 
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Master Spark Plugs offer a good fair margin of profit to dealers. 


Uncle Sam cannot 
afford to take chances 
on cheap plugs 














— Neither can You 


Manufactured and Guaranteed by 











Master Spark Plugs should 
be specified as equipment on 
all automobiles. 

Master Spark Plugs are 
peculiarly and particularly 
adapted to the SIX, EIGHT 
and TWELVE cylinder 
motors. 

MASTER PLUGS com- 
bine quality, long life and an 
assurance of complete satis- 
faction to the Motorist. 

It is far better to install 
one set of Master Plugs with 
the knowledge that they will 
last— 













Than be com- 
pelled to change 
cheap plugs 

four or five 
times dur- 
ing a 
season. 










Note Particularly: 


1. Massive imported porcelain 
insulator withstands severe 
strains destructive to ordinary 
insulators. 


2. Well cushioned seat allows 

for ample expansion and contraction., 

3. Special low resistance sparking 

points, insure a hot, fat spark, even on 
a very weak current. 


Eve Plug carnes this un- 
- MQSIER qualified guarantee : 
“After using 

R Spark Plugs 
for thirty days, if you are 
not satisfied with your pur- 
chase, money will be re- 
funded, if requested, on 
return of the plugs where 
purchased ” 


Regular Length 
$1.00 each, Retail 


Extra Long 
$1.25 each, Retail 


An attractive display stand 14” x 
20” in colors is now ready for progressive dealers stocking Master Plugs. 


488 Capitol Ave. 


HARTFORD MACHINE SCREW COMPANY, HARTFORD, CONN. 
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GRANDE PRAIRIE, ALBERTA.—Porteous Brothers have 
started in the hardware business. 


MIRROR, ALBERTA.—The Mirror Hardware Company is 
now located at Spring Lake, Alberta. 


SPRING LAKE, ALBERTA.—A hardware business has 
been established here by the Kissel Hardware Company. 


ROBLIN, MANITOBA.—A Brydon & Co., hardware mer- 
chants, have been succeeded by A. T. Button. 


VIRDEN, MANITOBA.—Lloyds, Ltd., is the name of a 
new hardware concern established here. 


TORONTO, ONTARIO.—The stock of J. W. Davenport, 
consisting of bathroom fixtures, baseball goods, cutlery, 
kitchen housefurnishings, paints, oils, varnishes and glass, 
silverware, shelf hardware, etc., has been purchased by the 
Smythe H. & S. Company, and removed to its store on Col- 
lege Street. The business is both wholesale and retail. Cata- 
logs requested on kitchen housefurnishings. 


MARCELIN, SASKATCHEWAN.—J. L. Landry has opened 
a hardware store. 


ROSETOWN, SASKATCHEWAN.—L. F. Heartwell & Co. 
have disposed of their business to C. Phillips. 


WILLIMANTIC, CONN.—The Jordan Hardware Company, : 


conducting both a wholesale and retail business, has pur- 
chased property on Temple Street, on which it will erect a 
large warehouse of several stories. “A complete line of heavy 
farm machinery, gasoline engines, etc., will be added to the 
regular stock. The building will be completed and ready for 
occupancy some time in October. Catalogs requested on farm 
machinery. 


DU QUOIN, ILL.—Frank Long and Robert Kunz have 
opened a hardware store under the firm name of the Long 
& Kunz Hardware. They carry a stock of the following: 
Baseball goods, bicycles, buggy whips, builders’ hardware, 
building paper, children’s vehicles, churns, cream separators, 
cutlery, dairy supplies, dog collars, dynamite, fishing tackle, 
furnaces, galvanized and tin sheets, hammocks and tents, 
heating stoves, heavy hardware, home barbers’ supplies, 
mechanics’ tools, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, shelf hardware, silver- 
ware, sporting goods and washing machines. 


BLACKSTONE, ILL.—A. W. Applegate & Son have pur- 
chased the stock, buildings, etc., of J.. Mill. The stock will 
be added to the present lines carried by the firm. The build- 
ings will be used as a warehouse. 


MARION, ILL.—The Duncan Baker Hardware Company 
has acquired additional space, where an increased stock of 
furniture will be carried. 


ONEIDA, ILL.—The stock of Metcalf & Son, consisting of 
baseball goods, belting and packing, fishing tackle, mechanics’ 
tools, etc., has been purchased by the Oneida Hardware Com- 
pany, _ S. J. Metcalf. & Son will remain in charge for the 
present. 


ANDERSON, IND.—The Clark Hardware Company has 


been incorporated by Frank A. Clark, F. G. White and Wil- 
fred Jessup, with a capital stock of $10,000. The company 
will deal in belting and packing, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, cutlery, dairy supplies, dog collars, fishing tackle, 
furnaces, tents, harness, lubricating oils, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, pumps, 
shelf hardware, silverware and washing machines, on which 
catalogs are requested. 


DECATUR, IND.—Frederick Schaub, who with William 
Dowling has been engaged in the hardware business in this 
city for several years, has sold his interest to John Shuey. 
The new partner will take possession about Nov. 1. 
Catalogs requested on bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dog collars, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, iron beds, lubricating oils, mechanics’ tools, paints, oils, 
varnishes and glass, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, toys and games, wagons 
and buggies and washing machines. 


PLYMOUTH, IND.—The implement business of Balsor 
Scheetz has been sold to L. F. Welbourn. 


VINCENNES, IND.—Thomas Daily has started in busi- 
ness, dealing in bicycles, buggy whips, builders’ hardware, 
building paper, cutlery, cream separators, dairy supplies, 
fishing tackle, mechanics’ tools, gasoline engines, lubricating 
oils, paints, varnishes, oils and glass, prepared roofing, 
refrigerators, shelf hardware, washing machines, pumps, 
ranges and cook stoves and heavy farm implements. 


ANTHON, IOWA.—The Griffith & Heaton hardware stock 
has been et by Whitmer & Son, who will in addition 
carry a line of automobiles. 


DAVIS CITY, IOWA.—G. F. Henderson has _ recently 
started in the hardware business, carrying a stock of baseball 
goods, buggy whips, builders’ hardware, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, electrical household specialties, fishing tackle, 
furniture department, gasoline engines, hammocks and tents, 
harness, heating stoves, kitchen housefurnishings, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods and washing machines, 
on which he requests catalogs. 


DEEP RIVER, IOWA.—T. R. Craver has purchased the 
Winders’ interest in the Winders & Craver hardware store. 
The new owner will continue the business under his own 
name, and requests catalogs on automobile accessories, bath- 
room fixtures, belting and packing, bicycles, buggy whips, 
builders’ hardware, churns, cream separators, cutlery, dyna- 
mite, electrical household specialties, fishing tackle, furnaces, 
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galvanized and tin sheets, gasoline engines, hammocks and 
tents, heating stoves, heavy farm implements, hcavy hard- 
ware, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass; plumbing department, pumps, ranges and 
cook stoves, refrigerators, shelf hardware, silverware, sport- 
ing Rest tin shop, wagons and buggies and washing 
machines. 


GERMANIA, IOWA.—Thomas Tamen has acquired an 
interest in the Stratman & Galagan implement business, 
and in future the firm will be known as the Tamen Implement 
Company. 


HILLS, IOWA.—aA. L. Jenn is now in possession of his new 
building, of fireproof construction, 40 by 100 ft. He requests 
catalogs on belting and packing, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm implements, 
heavy hardware, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, poultry supplies, pumps, 
ranges and cook stoves, shelf hardware, silverware, sporting 
goods, wagons and buggies and washing machines. 


JEWELL, IOWA.—tThe hardware store formerly owned by 
August Kleaveland has been sold to F. H. Ferbitz. His stock 
will include automobile accessories, bathroom fixtures, chil- 
dren’s vehicles, cutlery, electrical household specialties, fish- 
ing tackle, mechanics’ tools, ranges and cook stoves, etc. 


VAIL, IOWA.—O’Reilly Brothers are successors to Bryan 
O’Donnell. Catalogs requested on silo fillers, hay presses 
and electric light plants. 


WINTERSET, IOWA.—Dunton & MacDonald will, on or 
about Oct. 1, start in the hardware business. They: request 
catalogs pertaining to the hardware, tin workers’, plumbing 
and heating lines. 


ARLINGTON, KAN.—Hank Ratxlaff, who has been con- 
nected with the Arlington Hardware Company for the past 
few years, has completed arrangements to take over its stock 
and business, including baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, furniture 
department, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, home barbers’ supplies, iron beds, 
kitchen cabinets, kitchen housefurnishings, lime and cement, 
linoleum, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop, wagons and buggies and washing machines. He will 
continue business as the C. & R. Hardware Company and re- 
quests catalogs on washing machines and gas engines. 


GAYLORD, KAN.—O. P. Gibson has disposed of his hard- 
ware stock to G. C. Lewis. 


GLASCO, KAN.—John C. Hornback has taken over the 
King hardware store. He will discontinue the implement 
business and hereafter carry a stock of hardware, comprising 
baseball goods, bathroom fixtures, belting and packing, 
builders’ hardware, children’s vehicles, churns, cutlery, dog 
collars, fishing tackle, furnaces, galvanized and tin sheets, 
heating stoves, heavy hardware, home barbers’ supplies, 
kitchen cabinets, kitchen housefurnishings, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, prepared roofing, ranges and cook stoves, re- 
frigerators, shelf hardware, silverware, sporting goods, tin 
shop and washing machines. 


CALUMET, MICH.—M. Weiss is making extensive altera- 
tions in his store. When finished he will stock an up-to-date 
line of shelf and heavy hardware. His business is both 
wholesale and retail. Catalogs requested. 


LANSING, MICH.—Edwin F. Garvey has purchased the 
George Ludholz hardware stock and will conduct a general 
hardware business at Michigan and Penn Avenues. Cata- 
logs requested. 


LUDINGTON, MICH.—The Waters Hardware Company, 
which has been operating two stores, has decided to con- 
solidate. Its Fourth Ward branch will be discontinued, and 
- entire business will be transacted from its down town 
store. 


TRAVERSE CITY, MICH.—R. J. Mercer & Co., who have 
been in the plumbing, heating and sheet metal contracting 
business for the past twelve years at 238 East Front Street, 
have purchased the hardware stock of J. A. Montague & 
Son. They have moved into the Montague Building, located 
at 127. East Front Street, and have combined and will con- 
tinue both the hardware and their former business. The 
company has recently been incorporated for $12,000. 


GENEVA, MINN.—Jens Wayne & Sons have made a num- 
ber of improvements in their hardware store. An electric 
plant has been installed and a line of automobiles has been 
added in addition to the present stock. 


PILLAGER, MINN.—E. P. Bacon has disposed of his stock 
to the E. O. Ramberg Hardware Company. Catalogs are 
requested on automobile accessories, baseball goods, belting 
and packing, bug whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, furniture de- 
partment, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, harness, heating stoves, heavy farm imple- 
ments, heavy hardware, home barbers’ supplies, iron beds, 
kitchen cabinets, kitchen housefurnishings, linoleum, lubri- 
cating oils, oil cloth, paints, oils, varnishes and glass, plumb- 
ing department, poultry supplies, prepared roofing, pumps, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, tin shop, toys and 
games, wagons and buggies and washing machines. 
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American and Foreign 
Patents Pending 


Engine Trouble 





ay Dial 


Actual Size 


Detector 


‘« More necessary than the speedometer, more useful than the clock” 


Fulfills a positive need in the convenience 
and economy of motoring. With the Lazco 


Detector you can quickly locate and deter- 
mine engine trouble from the dash, without 
raising the hood. Misfiring cylinders, carbon- 
ized or broken spark plugs, faulty ignition, 
cylinder knocks, battery and magneto difh- 
culties, loose connections, lack of compression, 
etc., are simply and conveniently investigated 
and determined with the aid of this ingenious 
device. No complicated connections. You 
can install it yourself. The dial is quickly 





THE LAZCO VULCANIZER 
For Casings and Tubes to 312” 


1AZCO Products 


PRICE 
Engine Trouble Detector........ $ 5.00 
Lazco Vulcanizer .............. 1.50 


Lazco Spring Lubricator (4 Pairs) 2.00 
Lazco 2-in-1 Vulcanizer(Large Size) 2.50 


DEALERS 


attached to the dash—boring one 3%” hole 
through which to pass the motor connections. 
The ONLY DEVICE of its kind and purpose. 
No motorist can afford to be without one. 
Shipped complete with all attachments and 
instructions. 


PRICES 
SPT CU ee ce watt $ 5.00 
SIN 0k 0S bo 4 kok een Ect ae kale oe cae 7.50 
POR os 0.5 oe ceed She hee hee ee 10.00 


Order through your dealer or direct. 
Full Information, etc., on Request, Dept. D. 





Lazco Fire Extinguisher 22”...... 2.00 
Lazco Fire Extinguisher 12”...... 1.00 
Lazco Repair Rubber, 1 Ib......°. 1,75 
Lazco Electric Vacuum Cleaner... 21.50 


LAZCO SPRING LUBRICATOR 
Cushions the jars, kills the squeaks, 


Size, especially adapted for Ford The Lazco Line offers minimizes breakage and prevents 
Sizes, a smaller type of our well-known every advantage to _ ust. Automatically distributes the oil 


2-in-! Vulcanizer—effects perfect vul- 


canization, either tubes or casings. dealers. A wide range 
Automatic in operation. Enclosed of meritorious pro- 


flame, safe and sure—in the garage or 


evenly and slowly between each leaf of 
your spring—simple, compact, efficient 
—and easily attached to any make of 


on the road. Repairs casing cuts while ducts — priced right ona 


tire is inflated. Complete with roll of ang liberally dis- 


Lazco Repair Rubber and instructions. 


Price $1.50. 


The Lazarus Manufacturing Company, 


Full Equipment, PRICE $2.00 (set of 


counted to the trade.  cight—4 pairs). 


Dept. D. 


750 Euclid Avenue, CLEVELAND, OHIO 





AZCO 
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A 
Abbey & Imbrie..............+- 111 
Acme Steel Goods Co........... 34 
jp) eS he OE eS eee re 11] 
Allen’s, N. R., Sons Co........ 37 
Aluminum Solder & Refining Co.110 
American Electric Co.......... 111 
American Mechanical Toy Co...100 
American Screw Co............ 21 
American Shearer Mfg. Co..... 110 
American Sheet & Tin Plate Co.111 
American Steel & Wire Co..... 105 
American Wire Fabrics Co.....108 
American Wringer Co.......... 38 
Armstrong Mfg. Co............ 103 
PS SE, an w cad cuviensssa 104 
Athol Machine Co... ....ccccees 30 
Riba TE, FOO cso dais oc ote stb ths 39 
Automatic Electric Washer Co. .106 
B 
Baeder, Adamson & Co ........ 34 
Barnett, G. & B., ‘Cowss. ssrvcic. 30 
Bartlett All Steel Scythe Co.... 40 
Bemis & Call Hdw. & Tool Co. ..103 
gE ee ne 105 
Bicycle Step Ladder Co........ 105 
Billings & Spencer Co.......... 7 
Bishop, George H., & Co....... 19 
eR F= « ee 104 
SN i cc wecuesvutees 99 
Bridgeport Screw Co........... 21 
Brooks, M. S., & Sons.......... 111 
Brown & Sharpe Mfg. Co....... 1-4 
atten Gels BG Ges sic ive coves 32 
& 
Capewell Horse Nail Co........ 99 
Carborundum Co. ............. 29 
Cate: Be ibdve dba t 5 te ¥ekeeu 35 
Chapin-Stephens Co. .......... 109 
Chemey, «Tia We Os osc. hic ckcs 109 
Cleveland Galvanizing Wks..... 41 
Cleveland Stone Co............ 110 
Cleveland Wire Spring Co...... 109 
Coes Wrench Co...........000. 5 
Conron-McNeal Co. ........... 29 
Re We Sa Bas vn dd vnd kek wu 110 
Covert’s Saddlery Works....... 107 
Cyclone Fence Co.............. 15 
D 
Darby, Edward, & Sons........ 104 
De Kalb Wagon Co............ 107 
See Cts, is Ts oes 6 wc wee ces 47 
De Laval Separator Co......... 12 
Oo ere 108 
Delta File Works.............. 113 
Doensloe: Gay. oie as ons oss i085 see 102 
Detroit Twist Drill Co.......... 42 
Dietzgen, Eugene Co........... 109 
Dixon, Joseph, Crucible Co..... 100 
Boat DRGs. Ga Fas vse ke eis 106 





E 
Bay TI Ges ccc ccnvcscsceses 36 
Energy Elevator Co............ 110 
Estes Mills ......++seseceeeses 39 
EE ee ee ee ee re 104 
F 
Factory Sales Co.............-. 36 
Ford Auger Bit Co............ 109 
C6 
Garter Bite, Ce... cc cccccccees 115 
Gifford-Wood Co. ........++ee8. 110 
Gilbert & Bennett Mfg. Co.....108 
ge Re Serre re 103 
|. Bo Se oe y 110 
Grand Rapids Refrigerator Co... 44 
Grant Mfg. & Mch. Co.......... 30 
co hs Se SY OTe ee 105 
ee ee: Obs nd bose ce nsdn ed 100 
H 
NEE Mi dees we kbewsweus 109 
ee: 0 MN 6 on voc thdne'as 32 
i Se SR Se amr 100 
Hartford Machine Screw: Co.... 95 
PEs. SOU BER ecos beta pens a 110 
Hayes Pump & Planter Co...... 40 
GR Se eke > ee 2 re 37 
ee CN Senn oc bet etee sone 106 
ee: fe Ga I ga ccecnias 104 
oo ae EE &” ae 37 
I 
Ideal Sad Iron Mfg. Co........ 38 
Imperial Bit & Snap Co........ 107 
EY tae TS 
International Silver Co......... 2 
<e Se are ee 25 
Srvime- Pit Bite. CeO. .scceccccss 105 
oe Sy eee 104 
J 
TOOODS DGG. © ioc cow vette ceegser 106 
Jennings, C: E., & Co. ..ccceves 103 
Jennings, Russell, Mfg. Co...... 103 | 
Johns-Manville Co. ....... Sua te 48 | 
K 
Keuffel & Esser Co..........-: 38 
Keystone Steel & Wire Co...... 102 
L 
Laughlin Co., Thos. ......++-+- 99 
Lazarus Mfg. Co.....+.++eee0> 97 








Lewes ok oicc cc actent gike 25 
Ludlow-Saylor Wire Co........ 41 
Cae Se: Ci e'sid'e di cescteda 104 
Luther Grinder Mfg. Co........ 18 
M 
McCaffrey File Co........6. io 
McKinney Mfg. Co............. 35 
pe 2 ee aren Pree 105 
Martin-Senour Co. ............ 47 
NN GE us ek awdecce'c on ndags 27 
Michigan Wire Cloth Co....... 110 
PT Tree 37 
Milwaukee Corrugating Co...... 10 
Morgan Spring Co........ccee. 34 
Peete, CONN Ci sce ccwccsecs 110 
oe sg re 110 
Brereey, B.S. SOMB. cs ccccceci 111 
mevere, FH. H., - OOe nce bncdsas i 
N 
Ee ee rier ie 17 
Mates Br Ce bok cae ccesie 50 
National Safety Snap Co....... 107 
National Stpg. & Electric Wks. .106 
Wevertlie Bite, Co. 2... cicesian 28 
New Jersey Wire Cloth Co..... 108 
es ee Es obs a teeevees 35 
Niarara Falls Metal Stpg. Co... 41 
Nicholas - Pile: Ge. o6scsacicess 9 
North Bros. Mfg. Co........... 31 
North Wayne Tool Co......... 28 
Northwestern Barb Wire Co....108 
O 
Oliver Iron & Steel Co........ 33 
Oneida Community Co......... 116 
Opportunity Exchange.......112-113 
Ceres, CB & Geis. cveesns 109 
P 
Pasker Supoly Co... 2. ccccsies 33 
Parker Wire Goods Co......... 111 
Peck, Stow, Wilcox Co......... RC 
Peeriess Handcuff Co.......... 107 
Polson Rubber Co............. 100 
Pe Os PRs Ks Cocca vs cDeceuss 109 
Progressive Mfg. Co........... 19 
i Ss ee eer ee ere 109 
R 
Rex File & Saw Co............ 103 
Richards-Wilcox Mfg. Co........ 85 
Roberte Mie. Cosi cececceccsest 109 
Robertson, Arthur R........... 103 
Rock Island Mfg. Co.........-. 109 
Rome-Turney Radiator Co...... 101 
Root-Heath Mfg. Co..........-.. 107 
Wm, Kose & Bros........+.... 32 
Rugs, 2. T., & COs. cccccscees 111 





S 
en Pee OTe er 105 
Safety Door Hanger Co........ 22 
Samson Cordage Works........ 111 
Bodie, 3.,  SOMGs...wetoccccess 31 
a Se 6 Fo sinc 4a 6 Foo Gee 45 
ee Pee eee ee 106 
Bebeneks, MB. COe ci ccgccowe 36 
Schroeter Bevas Hdw. Co...... . 39 
Schmerdtle Stamp Co.......... 110 
NE TOs Ss Eden dye ecco en os'e 110 
Sherman, H. B:, Mfg. Co....... 108 
Sherwood Bros. Mfg. Co....... 34 
i meee, C0 Fe asekecconens 18 
Smith & Egge Mfg. Co......... 31 
Sommer, John, Faucet Co...... 111 
Standard Chain Co............ 41 
Stanley Rule & Level Co....... 24 
Stanley Works coc ccdiscccce 31-83 
Star Specialty Mfg. Co......... 103 
Mensrete, Te Gi, GOeccccsecccces 14 
Stewart Iron Works Co........ 111 
ier Bett Ce. 6k cadiees ts cecws 35 
Structo Mig. (0... cccosccsscse 3 
Syracuse Chilled Plow Co...... 40 

tT 
Thermoid Rubber Co........... 91 
Thomson, Judson L., Mfg. Co... 33 
Titchener, FE. H., & Co......... 104 
Townsend, S. P., & Co......... 108 
po, A er 8 
Tubular Rivet & Stud Co...... 99 

U 
Union Caliper Co.........-.--. 11 
Union Hardware Co........... 6 
Union Horse Nail Co........... 107 


Universal Caster & Fdry Co.... 26 


V 
Ve, GAG hc wits Neb we nceccces 27 
W 
Wagner Mfg. Co.......... .109 
Warren, J. D., Mfg. Co........ 87 
Wayne: Bie, Ci occccscvccccces 26 
Weed Chain Tire Grip Co...... 93 
Se El Wavede cobypephane abs 106 
TE MOOR, Ls cee ce vsensvcors <0 
West Leechburg Steel Co....... 105 
Wheeling Corrugating Co....... 23 
Whitaker-Glessner Co........... 33 
White Co., L. & TL. J. .ccccccces 39 
Whiting, John L.,-Adams, J. J., 
GU Jide us Cada een Wnldoce skeen 36 


Wickwire Bros., Inc............ 14 
Wilder, Chas., C0... ccccwcccecss 106 
Williams, J. H., & Co........... 42 
Wire Geeks Ca. icc scccsccccess 38 
Witte Hardware Co............ 43 
Wright Wire Co. ...s.scccccces 22 
Worcester Lawn Mower Co..... 108 
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The Cups shown 
represent only 

a part of our 
line. 


| BOWEN MFG. CO. ] y Write for full 


EMPRESS croise tre 


’ Ue eat 


Spring Lock 











CATALOGUE ON APPLICATION information. 
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Ask 
for Catalogue L. 
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“6 . ; ; 99 ACTUALLY REPAIRS ANY 
The Missing Link” @han’serrer THAN NEW 
Drop Forged from High Grade Steel. Sizes '4 Inch to 1% Inch. it is the only Link as Strong as Same Size Chain 


Just place the two halves to- 
gether and head over the rivet- 
ins. 

r The interlocking lug and rein- 
forced hole make it twice as 
strong as any other link. It takes 
but a minute to insert it, saving 
expense and much valuable time. 
Use this link; take no chances. 
Lose No Time in Repairs. 


An instant repair for broken 
chain; actually neater looking and 
stronger than the link. Steam 
Shovel Engineers, Drainage Con- 
tractors, Loggers, Mining Oper- 
ators, Railroads, in fact, anyone 
who uses chain ought to know of 
and use Missing Links. 





PATENTED 


Send for illustrated catalogue showing 1500 articles of Marine Hardware, etc. 


THOS. LAUGHLIN COMPANY -- =i- Portland, Maine 























ORDERS Profitable Reflection 


REPEAT 











1. More than half the nails sold annually in the 


ON ie ios fats ana ee eb oa CAPEWELL 


2. There’ll be more “Turn Overs” each year if I 
6 66 ceed oie ce Odie keke basen 
3. The year’s profit on the money invested will 
be greatest Dy CArryMNg. o). ci cick cece vee 


The Capewell Horse Nail Company 


Hartford, Conn., U. S. A. 
THE WORLD’S LEADING HORSE NAIL MANUFACTURERS 


6é 








Best nail in the 
world at a fair 
price—not cheap- 
est regardless of 
quality. 


Look for the checked 
head Trade Mark. 
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THE AIMERICAIN 
MODEL BUILDER | 




















new kinds of parts— 


have been added to every set of the American Model 
Builder for 1915. This gives a wider range of building 
than with any other mechanical toy. 

It’s the best “buy” for the money you can offer your cus- 
tomers. It will win sales against competition. It will 
magnetize your windows. It will repeat. 

In short, it’s the greatest mechanical toy proposition ever 
presented to the trade and to the public. 

Let us present the facts. 


The American Mechanical Toy Co. 
DAYTON, OHIO 


























PATENTED 


GRIFFIN’S 
Garage Door Holder 


No. 1914 


ABOVE CUT SHOWS HOLDER IN OPERATION 


THE GRIFFIN MAN’FG CO. 


37 Warren St. * 17 E. Lake St. 
New York ERIE, PA Chines 





TRADE MARK REG. U.S. PAT. OFF. 


OILS 


GREASES 


It requires something more than a good water cir- 
culation system to keep the motor cooled properly. 
When you use HARRIS CYLINDER OIL you are 
assured that the motor will run as cool in hot 
weather as is mechanically possible with your type 
of engine; you are assured of more mileage per 
gallon, greater efficiency, and less repair expense be- 
cause there is no injurious matter in HARRIS OILS 
to harm the engine. 








Hi Hi | 


The frictional parts are coated with a film of lubri- 
cant which keeps the engine cool—a film that will 
not carbonize or waste away. 


HARRIS CYLINDER OILS 
HARRIS TRANSCOMPOUND 


P 
HARRIS SUPERHEATED STEAM 
OIL FOR STEAM DRIVEN CARS 


“A Little Goes A Long Way And 
Every Drop Counts.’’ 


A. W. Harris Oil Co. 


326 S. Water St., Providence, R. |. 
Branch: 143 No. Wabash Ave., 
Chicago, Ill. 
PUA THASAUUAHHUAMAEHAATAAEH HAH 
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Eddie Rickenbacher, who won both of the 
recent 300-mile races at Sioux City and 
Omaha uses 


DIXON’S 


Graphite Grease No. 677 


For Transmissions 
and Differentials 


An interesting, attractive and valuable set No. 40-G 
of photo-testimonial window display cards of racing 
drivers together with dealer’s special discount are sent 
upon request. 

Made in Jersey City, N. J., by the 


JOSEPH DIXON CRUCIBLE COMPANY 


Established 1827 G-78 














“It “Is 
Holds Never 
the in 
Door the 
Open” Way” 








THE OLD RELIABLE 


POLSONS PATCHES 


WON’T PINCH! 


' “POLSON ON THE PATCH IS APLEDGE XX 
| OF SAFETY AND SECURITY” 


f POLSON'’S Blow-out Patches are the strongest 
iit patches made. They fit perfectly and ‘‘stay 
put.’ The rubber ends prevent a Costs 
no more than others. Demand Polson’s Reliners, 


Polson’s Blow-out Patches, Polson’s Tire Boots 


Write us if 


iM and Polson’s Tube Patches. 
Catalogue 


your dealer can’t supply you. 
sent free. 


POLSON RUBBER CO. 


Manufacturers 
331 Southwest Bivd. 
KANSAS CITY - -U. S. A. 
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The Ford Owner Wants 


a New Radiator 


There is no doubt about the choice; we have 
proved the wisdom of selecting a Rome-Turney 
Extended V-Front Radiator of Genuine 
Square Tube Honeycomb Mercedes Type 
construction. 


Ford owners have been shown that a Rome-Turney 
Radiator makes a car run better and last longer, 
insures maximum power, prevents scoring of cyl- 
inders, reduces oil and gasoline bills. These radi- 
ators are guaranteed against defective material and 
workmanship. 

And the matter of appearance has not been slighted, 
either. Rome-Turney Radiators are furnished in 
both polished brass and German silver finishes. 
Built in both flat and extended V-front types. 


Rome-Turney Radiators are in popular demand 
with Ford owners everywhere. Gigantic profits 
await enterprising dealers and jobbers. Write us. 


Rome-Turney Radiator Company 
110 Canal Street $3 ROME, NEW YORK 
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Make Them Par | 


Many a merchant has been forced to borrow money and 

. even go out of business because he could not get his custo- 

mers to pay their bills. There are hundreds of ways to 

make them come across and Mr. Frank Farrington tells 

about a number of them in his new book entitled 
‘“‘Store Management Complete.”’ 


Every reader of hardware and retail literature knows Frank Farring- 
ton’s style. It runs along in an easy flow, with common sense facts 
and conclusions presented from a standpoint of practical knowledge, 
and always with that touch of human nature which marks the writer 
of extensive experience. And with all, the book is analytical. For 
example in the first chapter, ‘‘The Man Himself,’’ you learn what a 
merchant is; the most desirable personality; mental and physical quali- 
fications; how to be a merchant; overwork and its disadvantages; pos- 

















sibilities of development; proper examples; the right line of growth; 
success-making qualities. 


The other chapters cover in equally as thorough manner— Where to Start, Store Management, The Buy- 


‘ ing End, The Store Policy, Clerk Management, Leaks, The Store’s Neighbors, Working Hours, Expenses, 


The Credit Business, What to Sell, Premium Giving. 252 pages, illustrated. Cloth bound, $1.00. 


HARDWARE AGE BOOK DEPARTMENT 


239 WEST THIRTY-NINTH STREET, NEW YORK 
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THAT 
ROLL 


(and sign) 
Solves Fence Problems 


Watch your freight depot these days. See 
how much mail order fence is coming to 
town. Figure out what your profits would 
be if you could get all this business. 


You can get it. “Economy” fence will do 
the trick. Make your regular profits. Fur- 
nish a better fence. Boost your regular 
fencing business, at the same time. 


There isn’t a reason under the sun why 
you cannot meet all fencing competition. 
We furnish the fence and show you how to 
do it. Are you interested? 


Catalog Houses 


The big direct sellers are good advertisers. Their 
factories are humming the year ’round. Know 
how they do it? Then listen: 


They advertise low priced fence. Every farm 
poner carries their ad. “26 Inch Hog Fence 12c 
er Rod” is the usual catch line. 


“A cheap fence,” you say. True—but it gets 
the farmers interested, just the same. Not less 
than six big fence factories are kept busy the year 
’round by featuring these low priced goods. 


This is business you ought to have. You can 
get it, too. You can beat them at their own game. 


Why?—Because you can meet or beat their 
—— and make your regular profit just the same. 

urnish a better fence, too. Increase your regular 
fencing and wire business at the same time. 





Keystone 


Steel & T 
Wire Co. Gene 














. 
Peoria, III. ie S 

dh. tb bt ets 
Gentlemen: Send me full | 
information about your | Jk end Hh aes 
anti-mail order fence, with ied sas t 
prices and sample: (1) 1 

pe 
OND ces sees cdcek etic = ; 
ONE 5.6.5 os wd bbe te 
) 


HARDWARE AGE 





September 23, 1915 








You Do Not Need : 


A Course in 
Hydraulics 


To sell this pump, when you have a cus- 
tomer for a pumping outfit. Send us 
the details and we will figure it out and 
quote you on the complete equipment. 


Here is a pump that is compact—dur- 
able—inexpensive—will pump air and 
water—is almost automatic. It is but 
one of many 





Hand and Power 


PUMPS 


adapted for use with hydro-pneumatic 
water systems. We also make pitcher 
spout pumps; well pump standards; 
shallow and deep well pumps; rotary 
pumps; automobile gasoline pumps; 
working heads; cylinders, etc., in hun- 
dreds of different styles and sizes. 


Write for details of the 
‘‘WORLD’S BEST’? PUMPS 








**Atlas’’ Power Pump, Made in Different Sizes 





**Atlas’’ Hydro-Pneumatic Water System 
Ready to Install 


The Deming Company | 
Salem, Ohio 


CHICAGO: Henion & Hubbell 

PITTSBURGH: Harris Pump & Supply Co. 
BUFFALO: Root, Neal & Co. : 
NEW YORK: Ralph B. Carter Co. 


Other Agencies in All Principal Cities 
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Armstrong THE ROBERTSON 
Ceiling Nipple | || “Horseshoe Magnet” 
Threaders Trade Mark Reg. U. S. Pat. Off. ) 


Ee Hammer 


thread pipe projectin 


from the ceiling or wall. 

The holder takes dies %, 

%, % in. R. or L. and | 
bushings to match. 





Dealers will find this a Profitable Tool to Stock. The best magnet hammer 
MANUFACTURED BY It holds the tack 
Write for illustrated price list. 
THE ARMSTRONG MFG. CO. ARTHUR R. ROBERTSON, Sole Mfr. 
290 KNOWLTON ST., BRIDGEPORT, CONN. 144 Oliver Street Boston, Mase. 


Owner of the “Horseshoe Magnet” Trade Marks, 



































, C. E. JENNINGS ‘steers patent 
Goodell Mitre Box EXPANSIVE BIT 


Made of STEEL—Cannot Break ee eevee 


ON CAP AND CUTTER 
For years this Box has been recognized as being first 
in quality and improvements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 







Write for new 
Catalog B, de- 
scribing this 
and many 


f , CUT 
other features c UTTER 

















GOODELL CREEP. 
MFG. CO. | | “*Mscsursiiccrta mics Seisice * 
Genes, Se C. E. JENNINGS & CO. atonsetSurers 71-73 Murray St., N.Y. 
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find The Perfection 
Grinder a valuable aid 
in keeping their tools in 
the best of condition. 
Fitted with our combi- 
nation tool rest and 





fection” ie capable of a How's your file stock? If low, sort up 
Whee ate ‘ands athe Bie RS 

corundum | or carborun- _ You'll find REX Files mighty fast sellers, 
various, sises. it in- simply because they are mighty fast cutters. 
strong and serviceable Good profit. Send for details. 


grinder—write. 


Star Specialty Mfg. Co. 
227 West Erie St. Chicago, U.S.A. 


The Rex File & Saw Co., Newcomerstown, Ohie 


























a el . ee 


LEED R ' 
‘. — ussell Jenning 


B z Auger Bits 


‘ NAAN a! 


— ee am ae mt — 


\ 


ANA 
\\ 


iY, 


5 
4 
ZO 4 
> 


~S 


N 





It’s truss-like 
formation 


ives to the B & C Monkey 
Vrench an unusual _ strength. 
Built with oval front and back, 


Customers 


Profitable | 
Sales 
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similar in purpose to the arch of EZ nenees been standard 
a bridge. . y tYzs-—p eh may BP for over vente. Bits 
Other B & C details are as in- Vy Yt, for every purpose—auger bits, dowel bits, car bits, 
teresting. Vip : ‘ 






machine bits, etc 


\ 


zN 
\ 


Yy “gend for booklet. 


Russell Jennings Mfg.Co. 
O 21-132 


Chester?Conn. 


Bemis & Call Hdw. & Tool Co. 
Springfield, Mass. 





SS 





WW" 
SK 
















~ 


NS 



































'UFKIN Tapes 


and Rules 


Their | -stan reputation with users everywhere 


of being in points of superiority— 
AOCURACY—DURABILITY—DESIGN 
ie the big asset at the command of 


[UFRIN dealers. 


The goods will always measure up. 


THE [UFHIN fpULe C0. sien.” 


New York, Windsor, Can. 








BLISS 
HAND 
SCREWS 


83 YEARS.THE LEADER 


Also Manufacturers of 


Cabinet-Makers’ Clamps. Foundry Flask 
Clamps. Bench Vises. Carvers’ Toa 
Handies. Auger Handles. Chalk Line Reels. 
Special Wood Turnings. Mallets. 


J. H. O’NEIL, Jr., Successor to 


R. BLISS M’F’G CO. 


Pawtucket 
R. I. 
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Eureka Soldering Coppers 


ON 


Hand Forged Coppers, made of pure 

ingot copper. No loose handles. The 

finished copper contains more copper and 

less iron than any other brand of cop- 

pers. Shipments from stock. Prices on 
application. 


The Eureka Company 
North East, Pa. 
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H. TITCHENER & CO. 


STAPLES 
and WIRE SHAPES 
Binghamton,N.Y. Chicago, Ill. 
























KEROSENE AND GASOLINE 


Red-Hot Fire Pots and Torches that 
will please and satisfy the most par- 
ticular mechanic, may be obtained 
through your jobber at factory prices. 
The Kerosene stock is guaranteed in 
the same way that gasoline is and will 
give you splendid satisfaction if oper- 
ated in accordance with directions. 


The No. 67 Kerosene Fire Pot produces 
a powerful blue flame and is made 
with seamless steel tank which will 
stand hard usage. We guarantee it to 
please you. Send for free Catalog. 


Ne. 67 Red-Hot Fire Pot ASHTON MFG. CO. 


Price Each $6.75 Net 19 NevadaSt., Newark, N.J.,U.S.A. 











Fresh Air ana Protection! 


Sole Manufacturers 





THE H. B. IVES Co. 


NEW HAVEN, CONN. 


The Ives Window 
Ventilating Lock 


A Safeguard for Ventilating 
Rooms, allowing windows to be 
left open at the top, the bottom, 
or both top and bottom, with en- 
tire secufity against intrusion. 


Descriptive circular mailed 
on application. 








_C. G. HUSSEY CO. 


DEOUL HL UPRORALAD DARDLEDOEEY AA ELE 


Prompt a on Receipt 


of - Your Order 


Ferrules, Oopper; ise gg oh ; Bottom 
Feast we net is 
ny hitece 
r; Rivets, 


Dean oo Sheets, r; Soldering 
r; Washers, Oopper. 
nD are listed above, write us at once. 
our sellin Copper and Brass Rolling Mills 


Pittsburgh, Pa. 
U. S. A. 





| 
| 
| 


eng centage 


| Eden Darby & Sons Company 


rporat 


MANUFACTURERS 


Brass, Copper, Steel, Iron and Galva- 
nized Wire Cloth. €@ Bronze, Galvanized 
and fainted Window Screen Wire | 
Cloth. © Galvanized Farm Fencing. and 


Gates and Poultry Netting. 


© Wire 


Work, Iron Railing and Window Guards. 


.€ Wire and tron Goods of every description. 


Send for Catalorcues. 


Stores and Office: 233-35 ARCH STREET 
Facto 


ries: 113-15 BREAD ST., PHILADELPHIA, PA. 


-—-——— 
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Perfection Extension Ladders 
‘‘The One Man Ladder’”’ 


Lightest and strongest ladder 
made, averaging only two 
pounds to the foot: 

Sides made of the best quality 
spruce lumber with hickory 
rungs. Fittings of the best 
malleable iron. 

Write for prices and our Gen- 
eral Catalog of Tinners’ Hard- 
ware and Roofers’ Supplies. 


BERGER BROS. CO. 
Office, 229-231 Arch Street 

Warerooms and Factery, 100 to 114 Bread St. 
PHILADELPHIA 














(ose J-Pzi Employee’s Record 


From $2.60 
to $5.60 


A record that 
enables the em- 
ployer to keep 
his employees 
properly classi- 
fied. Gives all 


information. 








See Your Stationer 


Irving-Pitt Manufacturing Co. 
410 Eighth St. Kansas City, Mo. 














We will be de 

lighted to mail 

you our —— 
O 


MAJESTIC 
Coal Chutes 


and quote you our 
best dealers’ propo- 
sition. 

Write us to-day. 








a THE MAJESTIC CO. 
untington, Ind. Kansas City, Mo. 








HARDWARE 


SHELF BOXES 


For the 
Retail 
Trade 


Send for 
Price List 





THE A. H. GREEN CO., - New York 

















West Leechburg 
Steel Company 


General and 

Sele > fices, soemeaer ventas 

Bldg. Pgh. Pa. || FINE STRIP STEELS 
For all purposes. 

Works— 

West Leechburg, Open Hearth Furnaces 

Pa. Hot and Cold Rolling Mills 




















Make More Money 
—_. During the Year 
1915 


Stock Our Line of 
OBE LER COBBLER SETS 
Star Heel Plate Co. 


Louis Sacks, Prop. 


Newark, N. J. U.S.A. 














American Steel & Wire Co. 


MANUFACTURERS OF 


American & Griswold 


Bale Ties 


Awarded the Grand Prize at the Panama- 
Pacific Exposition 











CLEVELAND 
PITTSBURGH 


CHICAGO WORCESTER 
NEW YORK DENVER 














3 ——s BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
= ee = eee all kinds of 
ae ee i shelving. 


Send for catalog giving full 
description and prices. 


THE BICYCLE STEP 


LADDER COMPANY 
62 W. Randolph St., Chicago, Iil. 
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Our Counter- 
Sunk Caster 


The hollow steel ball—of chrome 
alloy steel—moves silently in any 
direction without tearing the rug 
or carpet or marking the floor. 


*“‘Acme” Ball Bearing Casters can- 








not rust or bind and they absorb all 

A BALL— of the strain involved in the moving 
NOT A of furniture, 

Write at once for prices and par- 

WHEEL. ticulars concerning our complete 


caster line. 





THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 
Agents: J. C. McCarty & Co., 29 Murray St., N w York City 














Electric and 
Belt Power 









The QUALITY WASHER 
IT HAS NO EQUAL 


Embodies BVERY Desirable 
FBRATURBD, including our new 
Reversible - Swinging Wringer 
with Quick Safety Release. 
Highest Class, Medium Price. 
Best Materials and Workman- 
ship, Simple, Convenient, Ef- 
cient Strong, Versatile, 
Durable, Perfect in Operation 
an has Splendid Finish. 
Built in 
SIX DIFFERENT MODELS. 
A Washer for EVERY Fam- 
need. It’s a Business 
Builder for YOU, Mr. Dealer. 
Send for our G No. 
99. It’s FREE. Sold ONLY 
through the TRADP. 


Automatic Electric Washer Co., Inc., Newton, Iowa, U.S. A. 


Model 6 


























An improved force 
cup—THE DUMACO 


New and radically different from the 
ordinary cup. Produces a_ positive 
and powerful suction where others 
fail. Dumaco cups are fuaran- 
teed. They are made of high grade 
red rubber with 24 in. polished han- 
dle securely fastened in. Two sizes, 
4% and 5% in. diameter. Former 
stands 65 Ib. pressure, latter 100 Ib. 
The price is right. If your 
jobber cannot supply you, write us. 


















The Durst Mfg. Co., Inc., 
New York City 











ne one 














DON’T ASK US 


if ‘‘Wilder’ Thermometers are better than others, 
prove it yourself. 

Buy one trial Assortment—hang ten thermometers for 
an hour on the display hanger which you get free and 
note their readings. Assortment No. 5—41 Ther- 
mometers $12. 

Send for catalog and supplement of new patterns which 
are ‘‘different.”’ 


Do this little thing 
CHAS. WILDER CO., 514FultonSt., Troy.N. Y. 








PONS OT Agee ok Lr ewmnnber 


THE COMFORT SELF HEATING IRON 


A Winner for every Dealer.: A specialty that every 
household needs and will buy if you show it. Sells in 
preference to all other smoothing irons at sight. Con- 
struction is perfect. Two points. Both ends are front 
ends. Lights in one-third to 
one-fifth the time required to 
light other irons; fount has 
twice the gasoline capacity and 
operates twice as long without 
refilling. The heat regulation 
. : is absolutely perfect and al- 
=? © ways in control of operator; it 
HE é is an impossibility to enlarge 
the tip for the shut-off is not 
rr pes i in the <p. Turn it high or 
Ve ae low at will. 
Weighs 6% Ibs. net and is guaranteed to satisfy. Sold by most 
of the best ware jobbers and advertised in more than 175 pub- 
lications. Retails $3.75; handsome profits to dealers. Send for 
sample on 15 days’ trial. 


Hi National Stamping & Electric Works 
. 416 S, Clinton St., CHICAGO, ILLINOIS 

















matvbitisemenedisaeeemesee eee ae —- 
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Every Razor A Safe One 


The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 


Retails at 50 cents—so sales come 
easy. Write at once. 


L. T. WEISS 


291 Taaffe Place : : Brooklyn, N. Y. 































Good Goods Sent Quickly 


We always carry complete stocks of J. B. Guaranteed 
Scales, all sizes and styles. Your order will be given 
prompt attention. No delays with J. B. Service! 


JACOBS BROS. 78 Warren Street, NEW YORK 


























The “‘Hustler’’ 
Ash Sifter 


In go the ashes. 
Down goes. the 
dust. Out comes 
the good coal to 
use again. No dirt. 
No back breaking. 
Everything quick, 
sanitary and eco- 
nomical. That’s 
what the ‘“Hust- 
ler” does for your 
customer. Think — 
what it will do for 
you! 


Hill Dryer Company 
316 Park Ave. 
Worcester, Mass. 
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“IDEAL” Riveting Machine 





Simplest, Strong- 
est and Best 
Riveter made. 





END FOR CATALOGUE AND PRICES 
Also of Cobbler Outfits, Lasts and Stands, Heel Plates, Corn 
Shellers, Grist Mills, etc. 


THE ROOT-HEATH MFG. CO., Plymouth, Ohio 
N. Y¥. Agent: D. N. Winner, 90-92 West Broadway 
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Made by - UNION HORSE NAIL CO. 
1506-1522 W. 22d St CHICAGO, ILL. 

















THE NEY 


Weicut. 12 Ounces 
SWIVELED SWIVELED 
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PEERLESS HANDCUFFS 


are the only handcuffs made which positively cannot become locked 
in the pocket. Can be locked on culprits’ wrists with one hand. 
Take up less room in the pocket than any other cuff. Put one on 
the counter and let the police chief or the policeman me it. It 
is a sure sale. Order a sample, 


PEERLESS HANDCUFF CO., Springfield, Mass. 














Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N.Y., U, S. A. 














: : 
HARDWARE 


STORE 
FOR SALE! 








ERY simple matter—the 

Opportunity Exchange 

is read every week by 
men looking for the opportun- 
ity to get into business for 
themselves. It’s an easy and 
economical method of reach- 
ing them. 

50 words $1.00 

and the replies will follow. 


Opportunity Exchange 
HARDWARE AGE, 
239 W. 39th St., N.Y. 








DID YOU EVER SEE 


Wagner's KANT-SUK Calf 


and Cow Weaner? 
IT’S A WONDER 


A perfect humane and effec- 
tive device that sells the whole 
year round. 

The hinge construction of this 
article allows the calf and cow 
to graze in the same pasture, 
yet effectually prevents sucking. 
It is easily applied. Once used 
always used. KANT-SUK Wean- 
ers have no equal. 

We make a complete line of 
Saddlery Hardware, also Hard- 
ware Specialties. 





MANUFACTURED BY 
Imperial Bit & Snap Company, Racine, Wis. 
All thg leading Jobbers carry them In stock 




















De Kalb Business Wagons 


We build business wagons for ray ee class of trade, and 
guarantee each one to be ou ae represented. 
Ask for free catalog with full details. 


De Kalb Wagon Co., 103 Garden St., De Kalb, Ill. 


You can’t get away from it! 


It’s a snap to sell the snap that is 

for the driver to put on or 

but impossible for the horse to get 
away from. It is the 


KLINGSNAP 


A twist of the wrist and the trick is 
done. Never wears out or gets out of 
order. Made for rope ties and for 
leather straps. Strong enough to hold 
an elephant. 


A Counter Display showing the Kling- 
snap in different sizes start the 
money coming across your counter. 
Your jobber will supply you. 

For free sample address. 


The National Safety Snap Co. (Inc.) 


Dept. H WILMINGTON, 0. 


Sole manufacturers of the Poet ama and the 
Kilng Hame Fastener 
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The Worcester Lawn Mower Co. 


Worcester, Mass. 


Have their NEW CATALOG 
in COLORS ready for mailing. 
Ask for it. 









J.C. McCarty & Company, 21 Murray St., New York 











Townsend Gave to the World 
The Ball Bearing Lawn Mower 


All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 





S. P. TOWNSEND & CO., Orange, N. J. 














NO SUBSTITUTE 


CAN BE HAD FOR THE GENUINE 


SHERMAN COUPLING 


Patented 





Wrought Brass, No Sand Holes or Flaws; Hence Saves 
Half the Claims for Leaky Hose. 
Full Waterway. Deep Corrugations. Double Knurled 
Nut. Finished Inside and Out. 

Look for the Name “Sherman” on the Nut. 


MADE ONLY BY 
H. B. SHERMAN MFG. CO., Battle Creek, Mich. 

















The Handle Stays Cool 


No more burned fingers when popping pop corn. 
The Delphos handle is hollow and the lid-sliding 
plunger passes thru. Prices? Pop the question. 


DELPHOS MFG. CO., Delphos, 0. 
































BALE TIES 
| GRISWOLD PERFECT 


(Standard and half gauge) 
STRONGEST and BEST PACKED tie on the 


| market, made from selected wire. 
| QUICK SHIPMENTS 


NORTHWESTERN BARB WIRE CO.. 
Wire Products Mill Street, Sterling, Ill. 
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LASTS LONGER—LOOKS BETTER 
ALSO 
COPPER, BRONZE, GALVANOID ENAMELED. 
PAINTED, BRIGHT GALVANIZED 
All Meshes and Widths 


AMERICAN WIRE FABRICS CO. 
CHICAGO, ILL. 











Protect Your-Own Reputation 


4, &x B' 


Galvanized Poultry Netting 


always gives satisfaction, which is a guar- 
antee to the dealer that he will have no 
“come backs if he handles wire nettings 
res amolth ameset-veltieleath a> 
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SIMPLIFIED READING 
Chicago New York 











DIETZGEN STEEL TAPES 


“THe line for zou Because of Better Profits—Satisfaction—Repeat Sales 
EUGENE DIETZGEN CO. 


San Francisco 
WRITE FOR CATALOGUE ‘‘A’”’ 





BLACK FINISH 
MANUFACTURERS ee 
New Orleans Toronto Pittsburgh Philadelphia 











**VICTOR’’ BOLT CLIPPER 


Bend for Oatalog. 








ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 








Porter’s ‘““‘New Easy” Bolt Clippers 


All sizes. All parts interchangeable. Jaws Special Steel. 
Big Sellers. Good profit. Write ‘* prices. 


H. K. PORTER Everett, Mass. 











The 
This Extension is of the pattern as our 
No. 10, differing in that Say 4 of heavier con- 


Impr oved which Sees ito hold the shanks of all auger 
Bit It is made to follow an eleven-sixteenth hole. 


Comes in six lengths—12”, 15”, 18”, 21”, 24” 
and 30”. 


Extension The Ford Auger Bit Co., Holyoke, Mass. 

















140 Years’ Continuous Business 





LARGEST ASSORTED STOCK IN THD WORLD 
Highest Grade Only 


JOB T. PUGH : :: Phila., U. S. A. | 















PLIERS 
NIPPERS 


AND 


PUNCHES 


Send far Catalog 


ESTABLISHED 1826 | 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osborne & Co. 
Newark, N. J. 











ZE-LITT PAT. FILE AND TOOL HANDLE 
Stronges Interchangeable Handle Made 


THE QHAPIN-STEPHENS (0.. 


PINE MEADOW, CONN., U.S.A, 





Unien Faetery 








STEVENS LINE LEVEL 


for mechanics, farm- 
ers, masons, et. <i 
Made of aluminum, 
weighs % oz., accurate 
and reliable. Write 


for further details. Za Li YY WU Wi, | 


: YY, / Yyyy Y V4, Yj Yi , WY Uj 
Frank B. Hall le lldlddaD ddd 
Newton Falls, Ohio 

















KEEP You can get the latest prices from 
T I A S 
PRR EE pera een 


HARDWARE LIsTs, 
cular and specimen pages. 


DAVID WILLIAMS COMPANY 
239 W. 39th St., New York 














The Zimmerman Porch Base 


Prevents Decay and Saves Expense 
All Sizes for Round and Square Posts 
Pamphlet and Prices on Application 


S. CHENEY & SON, Manlius, N.Y. 














TREE) wontse Hods | 
rer: 9557 - and prick 4200S 
maeicz ral Send for Catalogue 
fs and Price List 
Mfd. by 


METAL DEPT. 


THE CLEVELAND 
WIRE SPRING CO. 
Cleveland, Ohio 

















STUDDING SOCKETS 


Easiest, simplest, best way to anchor 
wooden studding to cement floors. Approved 
by architects and builders. Big demand— j 
liberal profit. Write for complete —s of Door 

Pp 





Hangers, Sleds, Wagons and Hardware ecialties. 
WAGNER MFG. CO., Dept. D., Cedar Falls, lowa 















Number 241 vise is swivel, 


pipe jaws and anvil. 





241—AUTOVISE 








Rock Island Autovises 


weighig 80 Ib., and is adapted for 
automobile and heavy repair work. No. 231 vise is same in design, 
but is stationary, weighing 32 lb., and is suitable for the individual 
automobile owner. These vises are a combination of vise jaws, 


ROCK ISLAND MFG. CO. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 
COMPLETE LINE OF VISES MANUFACTURED 





Rock Island, Il. 


231—AUTOVISE 
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Gifford-Wood Co.’s Ice Tools 


for the HARVESTING SEASON 
ICE ELEVATORS—-CONVEYORS 









Ask for Write for Jobbers’ Prices and Catalog. 
on GIFFORD-WOOD CO. 
a Works—HUDSON, N. Y. 


New York Boston Chicago 














Steel Stamps, Burning Brands, 
Steel Letters, 
Figures, 


% be . «= NM 7/7 Metal Checks 


THE SCHWERDTLE STAMP CO., Bridgeport, Conn. 


PROF In Cleveland 
ee Gr indstones 
We are the only producers of genuine Berea 
and Cleveland Grindstones, the standard by 
which all grindstones are judged. Sold onlyto 


Hardware and Implement Dealers. Write for 
book, ‘‘How to Keep Mail Orders at Home.” 


Seas > THE CLEVELAND STONE CO., Cleveland, Ohio 
Sterling Mode 















































ELEVATORS AND DUMBWAITERS THERE’S REAL SAVING 

Made to be sold by the Hardware Trade. * In substituting 

| | tam Bo gine’: in position Sy.any carpenter. MORTON’S CABLE SASH CHAIN 
CATALOGUE FREE for sash cord. No stretching or fraying. No 

] ENERGY ELEV ATOR Co. sthnt ae Over’ i scare. Gary caay to aouly. 

214-216-218 New St. Philadelphia, Pa. THOMAS MORTON, 245 Centre St., N. Y. 

i 





MICHIGAN WIRE CLOTH CO. 


ESTABLISHED 1864 


EVERYTHING IN WIRE CLOTH 


Pioneers in the manufacture of DOUBLE CRIMP WIRE CLOTH and WIRE SCREENING of 
every kind possible to weave, made of Steel, Iron, Brass, Copper, Bronze, Aluminum, German 
Silver, Pure Nickel, Galvanized, Tinned and Monel Metal Wire; also WIRE LATH, Etc. 
Also Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Aluminum, 
Monel Metal Wire, Etc. 


517 HOWARD STREET, DETROIT, MICH. Write for Catalogue No. 25. 

















0g 008 pn A BED 
RN ie Se IN rian = 


9 
i “ANSONIA” NAIL CLIP 10c. PRIEST'S 
I Made by the makers of the ‘‘Gem’’ nail Clipper. Twelve Cc I i p p ers 
in a box or 12 on a display card. Fast ten-cent sales. in atta enitient “heen 
Big Prot your serious investigation "ss 
| ees ANSON Wy, Write @ profitable item of stock. 
eM) 1. C. Cook Co con 
Se ah stdheegen beg American Shearer Mig. Co. 





Nashua, N. H., U.S. A. 

















kK Small Al S Special BO T —An absoiute guarantee with every bar of solder— 
TACKS mont Ni ILS | Glazier UL, S 


Send for new illustrated catalogue, most convenient and - ALUMIN UM—SOLDER 




































































comprehensive, 
SHELTON CO. (Estab. 1836) Aluminum Solder & Refining Co., Syracuse, N. Y. 
SHELTON, CONN. New York, 96 Warren St. $2 per box of 4 bars. Discounts to Dealers. 
Saw Sets, Hand Punches, a h SS SS eS OS 
Nail Pullers, Box Openers, ~ @OHN HASSALL inc. i 
Seal Presses, Bench Stops, 2 RIVETS. | ? 
Liquid Soap Dispensers. g ESCGUTCHEON PINS. = 
, i SPEGIAL WIRE NAILS e 
Chas. Morrill, Manufacturer Cray AND amp aai Seeeere 
REG. U.Ss,PAT.OFF. 102 Lafayette Street New Yor, HH Cima —! KLYN, =) fi 

















WATER SUPPLY PUMPS] 





GOULDS PUMPS 


SPRAY AND WATER SUPPLY 


WRITE FOR CATALOG AND PRICES 


| THE GOULDS MFG.CO. SENECA FALLS.NY. 
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SAMSON CORDAGE WORKS | (SSS 20 fy beso} 


; Gates 
MANUFACTURERS OF JZ  SASHCORD.CLOTHES | |4OROO C5 IC al) Lawn Vases: 
BRAIDED CORDAGE By LINES, SMALL LINES AN ARAN te age Settees 
AND apni 7 ETC. 522107 Ane CATALOG HU ALLEL & Wire Work 
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OPPORTUNITY 





ROPE 
’ MANILA and SISAL, | 


CATHY ARN. HAY and HIDB 
ROPE, and SPECIALTIES 
Manufactured by 


E, T. RUGG & CO. 


NEWARK, OHIO 


(fous. paca Hacer) | Hie KNIVES Bh. | 


Opportunity is waiting for someone in every adver- 
tisement in the “OPPORTUNITY EXCHANGE.” 
Better turn back and read these columns. It might 
be waiting for you. 




















SS KE 
Toa MAPLE WOOD BODY HIGHLY POLISHED HANGERS? MAKERS’ | 













LINING ONLY THE GENUINE ARE STAMPED IN THE WOOD WITH 
- . TRADE MARK MALTESE CROSS SS Gs Pea cur) 


rmeanonesse as 
BEWARE OF IMMITATIONS 











' SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY New Haven Oyster Knife 
LY MADE OF LEAD,IRON,OROTHER INFERIOR METALS, TINNED OR WICKELED. 
JOHN SOMMER FAUCET CO. 55s Cenraat Ave. New. ROBERT MURPHY’S SONS CO. :: Ayer, Mass. 














A wonderful im- 
provement in sled- 
construction, 
Stronger, safer, 


‘ easier to control. 

All Flexible Fly- 

ers have grooved 

VAAL runners of chrome 


nickel steel. 
popular new 


All-steel Front of the Flexible Flyer isan" 


Ideal as vhrtat- 


|S. L. ALLEN & CO., Box 1104A, Philadelphia, Pa. cet ‘four order im 


BROOKS 


WIRE GOODS 


Bright Iron and Brass. Special 
Wire Goods Made to Order. 


M. S. BROOKS & SONS 


CHESTER, CONN. 














Parker Wire Goods Company 


Manufacturers of 
General and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 




















HARDWARE STORE Ajeet fied with suggestions pd sues fo ts Saaeei ts 
prominent merchants are described in detail. 


BUSIN ESS METHODS 227 pages, illustrated, cloth. 


Price $1.00 Delivered. 
Sth EDITION. REVISED AND ENLARGED David Williams Company 239 W. 39th St., N. Y. 


Shaft - driven, Auto- 
mobile, Hand Horn az 
List Price, $5.00 


The simplest and most 
durable on the market. 
Profit - making discounts 
and ‘‘dealers helps’’ for 
the trade. 


American Electric Co. 
State and 64th Sis., ete 


Manufacturer o 
Samson Anhemeniio. Die 




















If: 


You Must Be Sure of Your 
Tackle Before You Start 


yeu never turn back if you carry rod and reel, 
hook and line stamped with the ° Kp pm 
Dolphin.” -- city, town or camp the sign of Tbe 
ity and service. No disappointment with A bey 
& Imbrie “fishing tackle that’s fit for fishing. 
New illustrated catalog H (236 pages) sent 
on receipt of parcel postage (10 cents) to any 
— who will give us his tackle dealer’s 


———- ee 





Abbey & Imbrie, 38 Veer St., New York 
STINANUANOSUOUHOEDOQOUGUUNSOUO0E00000USUOQHQUNOUSOUOUOUOUQOUOUOEOEOONIUONES 


Tilack and Galvanized Sheets 


APOLLO BEST BLOOM — KEYSTONE COPPER BEARING Galvanized —— 
Highest quality and most durable Galvanized Sheets mepetactured specially adapted y od culverts, tanks, flumes, roofing, aisins. _ ia 


SUREERRAUURQGUEGGGECREREREUEL 























all forms of exposed sheet metal work. We also manufacture Black Sheets of eve escri tion, Special § Sheets, Form 
Products, Electrical Sheets, Copper Bearing Open Hearth Roofing Tin, Bright Tin ‘ne oy Bte 


Send for booklet on service tests. 
| AMERICAN SHEET AND TIN PLATE COMPANY, General Offices: Frick Building, Pittsburgh, Pa. | >" | 
SSS Se ——__SSSS——S——SSSSSSSSS —_—_—SSSSS——————————————55QSS= 





























4 
' 
t 
| 


TOES TT ER te 


ene wee: 


fehandiehdhdateiedeesegee 


PORN OTOL ET LL Et I «A NRRL 


np aslibetedibntantndtintinnienedieie a ieet a ee vane 


ae ll ae 


ee te Do renee 


See eee 


- ee — —" =r. 


EI OLELLES LILES Sone ey yee irs: SASS ge eennceroaesenercmemeaes ~ 


Or Boe 








RRR eed eed Prat ptt tm yom, 


112 


HARDWARE AGE 


September 23, 1915 








Experienced Help 


in specialized lines of business is always hard to secure. The best way 
to get it is to advertise in publications that these men read. In the hard- 
ware trade, it is HARDWARE AGE. Try it for any kind of hardware 
help. Distance is no disadvantage to these classified columns. Here 
the East meets the West and the North the South, and Uncle Sam is a 
speedy and willing servant. | 
There is a good place waiting for a good man, and our assistance in 
bringing the two together is part of the service for which you pay. 
Note: In answering ads do not send original letters of reference— 
send a copy, it does just as well. 


Help Wanted and 
Business Opportunity 


Advertisements 2c. per 
word—$1.00 minimum 


rate. 


Situations Wanted 
2c. per word—50c. min- 
imum. 


Display rates on request. 








Help Wanted 


Situations Wanted 





Original letters of reference should 
not be winclosed with replies to 
advertisements appearing in these 
columns, as they are frequently 
mislaid and lost. A copy of the 
reference will serve the purpose. 


A PARTY who is thoroughly 
familiar with the manufacture of 
cutlery would like to meet parties 
desirous of financing an up-to-date 
factory. Address “T. Z.,’” Harp- 
WARE AGE, New York. 





MANUFACTURER of full line 
household _ Specialties wants local 
representatives in all important cities 
to handle line on commission. De- 
partment stores, hardware dealers, 
instalment houses, premium  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
ret igs ge Hy! an excellent one. 
J ress ‘“‘S. - care Harpwa 
AcE, New York. . "9 





GARDEN HOSE SALESMAN 
WANTED—AI salesman acquainted 
with hardware trade to sell com- 
plete line garden hose on strictly 
commission basis. Advise territory 
yon, ne o_o references. 
Address ermoi 
Trenton, N. J. ——e 


“WE GOT THE MAN WE 
WANTED.” IT’S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT IS 
TOLD TO US WEEK IN AND 
WEEK OUT. YOU’LL FIND 
THAT AN AD IN THIS SEC- 
TION IS THE EASIEST AND 
CHEAPEST METHOD TO GET 
COMPETENT MEN. 





SALESMAN with wholesale and 
retail experience covering 16 years 
wishes to connect with manufacturer 
to represent them in and around 
Chicago. Builders’ hardware and 
tools preferred. Address ‘‘W. G.,” 
care Harpware AGE, New York. 








THERE SEEMS TO BE AN 
UNUSUAL DEMAND FoR 
HIGH GRADE MEN RIGHT 
NOW — WHAT KIND OF AN 
OPPORTUNITY ARE YO U 
AFTER? WE RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.” 


a 








IOWA _ REPRESENTATIVE 
W AN TED—Stove manufacturer 
with a very complete, up-to-date line 
which is unusua ly well adapted and 
known to Iowa trade, wants to place 
the exclusive territory rights with a 
permanent established manufactur- 
ers agent on a commission basis: 
only those calling on the trade 
with regularity and capable of et- 
ting business need iooky, “Ww. § : 
care Harpware Ace, New York,’ 




















HARDWARE MAN, 30 to 
years of age, who knows Be 
what in builders’ hardware and has 

ad experience in towns of 4000 or 
thereabouts; must know all the ins 
and outs of buying and figuring: in. 
vestment in organization preferred 
but | not compulsory. Address “X 
C.,” care H'ARDWARE Ace, New York. 














SALESMAN, callin 

: g on the hard- 
ware trade, to handle a a Accrve' 
rural mail box; quick seller; good 
percentage ; exclusive territory. 


rgd Frame Company, Schenectady, 


te 


WANTED—AI1 salesmen acquaint- 
ed with the ‘hardware trade, to sell 
a well known line of cutlery with an 
improvement that makes jit a spe- 
cialty. Territories: No. 1, New 
England; No, 2, New York; 'No. 4 
ew. Jersey, Maryland, Delaware’ 
Virginia, est irginia; No. & 
Ohio; No. 17, Missouri; No. 
Colorado, Oklahoma and Northern 

exas. Agencies and side line men 
need wot apply. Genuine up-to-date 
ustling salesmen wanted. State ex- 
Petey a eve references, Ad- 
fee tai care Harpware AGE, 














WANTED—A reputable, long es- 
tablished manufacturer of a leading 
hardware line requires, on commis- 
pon basis, a representative in every 
State, calling on the large retail and 
semi-jobbing trade. Give ful] details 
as to experience, standing, how often 
cover territory, lines now carried 
etc. Answer, address “X. I.,”’ care 
Harpware Ace, New York. ” 


A REAL SALESMAN with eight 
years’ selling experience in hand and 
power lawn mower field will be in 
a position Oct. 1 to consider the 
sales proposition of responsible 
manufacturers in this line. Fa- 
miliar with the business in every re- 
spect. Address Box 196-A, care 
Harpware Ace, Otis Bldg., Chicago. 





WANTED—Position as manager 
or buyer in good retail hardware 7 
married man, 35 years of age, wit 
seven years of retail and ten years 
of wholesale hardware experience; 
could invest some money in a go 
concern. Address “‘X. B.,” care 
Harpware Ace, New York. 





A SALESMAN of 18 years’ road 
experience in the Middle West call- 
ing on hardware trade, wants a first 
class, reliable line on salary and ex- 

nses or commission and expenses. 

trictly temperate; good habits; good 
references. Address “‘X. E.,” care 
Harpware AGE, New York. 





CATALOG EXPERT—Am now 
completing compilation of my sev- 
enth large hardware catalog issued 
for the biggest jobbing houses. 
Have compiled aggregate of 7400 
pages. That means experience. 
Three clients re-engaged me for the 
second book. That means satisfac- 
tion. A number of years chief com- 
iler and advertising manager for 
lear million dollar corporation. My 
services ready shortly for jobber or 
manufacturer. Address “X. G.,”’ 
care HARDWARE AGE, New York. 





WANTED—A position to sell 
cutlery on the road. Have been 
with one house thirty years. Will 
take a line of specialties. Refer to 
Tohn S. Holler & Co., New York. 
H. D. Long, 828 Buchanan Ave., 
Lancaster, Pa. 





WANTED—Permanent _ situation 
by experienced plumber and steam- 
fitter, capable of estimating, planning 
and installing plumbing and heating 
hardware, store in Middle West pre- 
ferred. Can furnish _ references. 
Address G. A. Hesselmann, Adrian, 


Minn. 








TRAVELING SALESMAN who 
has for many years called on the 
hardware jobbers of the South in the 
interests of a large manufacturing 
concern, desires a similar position 
where personality, salesmanship and 
an intimate acquaintance with hard- 
ware buyers can be profitably em- 
ployed. John S. Sanders, 153 Hop- 
kins St., Atlanta, Ga. 


Situations Wanted 2 


Business Opportunities 





HARDWARE MAN, fifteen years’ 
experience in retail store, buyer an 
clerk, desires position with whole- 
sale or retail hardware in South. 
Some road experience. “X. £3 
care HArpWarE AGE, New York. 





I HAVE JUST COMPLETED 
compiling a two thousand page up-to- 
date loose leaf catalogue for Blish, 
Mize & Silliman Hdw. Co., and have 
specialized on hardware catalogues 
for the past five years. Can you use 
me? raham, care Blish, Mize & 
Silliman, Atchison, Kan. 





HARDWARE MAN with seven- 
teen years’ experience in builders 
and all lines of hardware as mana- 
ger, buyer and salesman desires 
change either on road or in house; 
married; age 34; temperate; best of 
references as to ability and integ- 
rity. Address “X. K.,”” care HArp- 
WARE AGE, 








Business Opportunities 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “H. M. O.,” care 
Harpware Ace, New York. 








YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 
THAT YOU CAN USE TO 
OBTAIN A POSITION; BUT 
IF YOU WANT TO GO AFTER 
IT IN A NATIONAL WAY 
USE THIS SECTION—IT MAY 
COST YOU A “LOWER” IN A 
“PULLMAN,” BUT IT WILL 
PROBABLY GIVE YOU A 
WORTH-WHILE “BERTH.” 





FOR SALE—Hardware, harness 
and implement business in Arizona. 
Doing about $50,000 business per 
vear. For rticulars address 
—— care Harpware Ace, New 

ork. 





COLLECTIONS! 

Bad debts, delinquent accounts, 
claims, etc., collected everywhere. 
Quick results, prompt settlements. 
No advance fees—no “retainers.” 
No collection, no charge. Money- 
getting particulars free. Best Ad- 
justment Co., Room 840, 1328 
Broadway, New York. 





FOR SALE—Good, clean hard- 
ware stock, best location in county 
seat town, in southern Michigan, in 
the fruit belt on Lake Michigan. 
Stock will invoice about $6,500.00. 
This is a fine opportunity for some 
one to get into the hardware busi- 
ness. Cash sale. No trades. For 
further particulars address “‘S. Y.,”’ 
care HArpwAre AcE, New York. 








FOR SALE —- GOOD CLEAN 
STOCK OF HARDWARE and tin 
shop, town 600 central Illinois, 
doing about $25,000 business per 
vear. Only hardware store in town. 
Bear closest investigation. Address 
a She: care HARDWARE AcE. New 

ork. 





A STORE PROPERTY AND 


d| STOCK of general merchandise for 


sale; located in a small village sur- 


‘rounded by a good farming com- 


munity; good shipping facilities for 
handling produce, etc.; failing 
health reason for ociiing. A, Te 
+ gg Proprietor, North Benton, 
Ohio. 





WANTED to buy, a moderate 
size hardware store, or part interest 
in one, in town of from 20,000 to 
50,000, in Central States. Address 
“W. C.,” care HARDWARE AGE, New 


York. be 





FOR SALE—Well located hard- 
ware business in one of_the best 
coast towns in southern California; 
clean, well assorted stock invoicing 
about $15,000; moderate priced fur- 
niture and fixtures, including auto 
delivery car, will invoice about 
$2,000; will reduce if desired; good 
room and basement with moderate 
rent. Address “W. L.,”’ care HArp- 
warE AGE, New York. 





WANTED for English markets, 
goods suitable for mail order busi- 
ness; would entertain sole buying 
agencies for labor saving appliances, 
novelties, household requisites, etc. ; 
full particulars to Francis & Co., 
58 Angell Road, Brixton, London. 





IF YOU WANT A POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC- 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO 
READ THIS PAGE? 





NEW PATENT reversible bracket, 
one piece of metal, safe, sane, sober, 
fits all ladders; everybody will use 
them; something new for displays 
in flower, fruit, candy and news- 
paper stands, pyramid style; sell out- 
right; territory or take _ two_ live 
agents. Write Hal Holden, Sher- 
man Ave. East, Newark, N. J., for 
terms, 





FOR SALE—A good clean stock of 
hardware, paints, stoves, groceries, 
implements and well equipped tin 
shop in best farming locality in 
State. Only hardware in town and 
doing a large business. Must take 
daughter West for health. Will 
close out store and stock at a bar- 
gain for cash. Address “X. F.,” 
care HARDWARE AcE, New York. 





A SPLENDID OPPORTUNITY 
FOR A LIVE WIRE, 

For Sale—A first class general 
hardware and harness business in 
the best city of 8000 people located 
in the best farming valley in the 
State of Montana. Store is well es- 
tablished and known throughout the 
entire Gallatin Valley of Montana; 
owner must sell to give his time to 
other business; stock and fixtures 
invoice about $17,000, but could re- 
duce this somewhat. Investigate 
this opportunity quickly. Address 
aly f Wood, Bozeman, Mont. 





FOR RENT—Best located store 
room in city; 3000 sq. ft. ground 
floor, 1500 sq. ft. basement. Light 
on three sides; steam, electricity, 
gas, water. County seat. Popula- 
tion 8000. Factories, State experi- 
ment station. Richest county in 
State. Population has grown 25 
per cent and only three hardware 
stores here. Rent $1,200. Business 
is good. ~W. Hart. Wooster, Ohio. 


: 
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Business Opportunities 





_ FOR SALE BY OWNER—Lead- 
ing general hardware in best busi- 
ness town in Michigan, north of 
Grand Rapids. Doing fine business. 
Not affected by strikes or business 
depression. Fine farming country. 
Fruit and dairy interests large. Stock 
will invoice $12,000. Cheap rent or 
would sell building. Will stand 
close investigation. No _ trades. 
Would accept part cash, balance 
easy terms. Poor health; must re- 
tire from business. Address ‘“X. 
J.,”> care HARDWARE AcE, New York. 





THE HIGH GRADE MAN 
LOOKING FOR A POSITION 
OR FINDING IT IMPOSSIBLE 
TO GO HIGHER UP WHERE 
HE IS, WISHING TO MAKE 
A CHANGE, WILL FIND THIS 
SECTION THE PLACE TO 
TELL HIS STORY. 





FOR SALE—lIn good west Texas 
town, controlling interest in a good, 
clean, prosperous hardware and 
water supply business; interest 
amounts to about $30,000; will give 
time on part of this if wanted; this 
business can be made to pay for it- 
self; healthy climate, good schools 
and churches; this will stand 
the fullest investigation. Address 
“*X. L.,” care HARDWARE AGE 


FOR RENT 


In heart of Chicago, 
wholesale and central dis- 
trict—with excellent ship- 
ping facilities—low insur- 
ance—three upper floors, 
38 x 150 ft. 


ADDRESS: 


P. & F. Corbin Division 
CHICAGO, ILL. 








Mail Your Ad 
To-Day 


FOR 


NEXT 
THURSDAY’S 
ISSUE 


of Hardware Age 


Form Closes 


Friday Noon 





If you have services to 
sell, try a Liner Ad. in our 
Classified columns. They 
bring results. 


Or if you wish to engage 
an expert salesman—road 
or retail—or any other 
kind of experienced hard- 
ware help, a Liner Ad. will 
put you in touch with a 
good many men looking 
for just such a position. 


Or, if you have a side 
line to market—a business 
to sell—a partner to seek 
—try a Liner Ad.—dis- 
tance is no disadvantage 
to the Business Opportun- 
ity columns of HARD- 
WARE AGE. Here the 
East meets the West and 
the North the South—they 
are brought together by 
their interlocking wants. 


Two cents a word is 
the rate for either Help 
Wanted, Position Wanted 
and Business Opportunity 
advertisements, addresses 
included. Minimum charge 
50c for Position Wanted, 
and $1.00 for Help Wanted 
and Business Opportunity 
Advertisements. 








DELTA 
FILES 


will make your 
file stock fly 


and they will 
increase your 
sale of other 
mill supplies. 


They are the 
only line of 
files from 3 
to 24 inches 
made _ abso- 
lutely of cru- 
cible steel. 















































They cecut 
deeper, faster 
and have a 
longer lasting 
eutting edge. 

Their distinctive 
service brings the 
mechanic back and 
back again for 
more and the con- 
nection you build 
up by this repeat 
order business will 
increase your sale 
of other mill sup- 
plies. 


There is a shape 
and size for every 
requirement. 

We make your 
sales still easier 
by supplying ate 
tractive dis- 
play signs, 
and eirculariz- 
ing your vi- 
cinity, men- 
tioning you as 
our local dis- 
tributor,  etc., 
etc. 

The sooner you 
sell the Delta the 
sooner your profits 
will grow. 


DELTA 


Order from your 
jobber to-day. 


DELTA 


FILE WORKS 
Philadelphia, Pa. 


Chicago Office: 
62 E.Lake Street 
New York Office: 
260 West Street 
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Accuracy 


NSPECTION in modern 

factories has become __ 
so ripid that the ac- 
curacy of workman- 
ship is measured to the 




















































| thousandth of an inch. 
Think of the accuracy required | 
in the factory where these measur- A | 
ing, Instruments are made. | 
In the Starrett erg where in- | 
struments are made that measure to a | 
ten-thousandth of an inch, all the fine | 
work is laid out—scribed and measured with | 
vary 

- \ Every hiph-srade mechanic prizes | 
fees, his Starrett Tools because he a 
i, knowstheyarestandardthrough- * | 

out the world. He knows his skill aided . 

\ by these instruments makes him an accurate |} 

\\. workman and that Starrett Tools are almost an | 

__& insurance against idleness, for manufacturers 

= know that the best workmen use the best |] 

tools. | 

2 Starrett Tools include 2100 styles and |f 

Pe negwering sizes of fine instruments—steel rules, |] 
rs tapes, squares, levels, hack saws, calipers | 





_ Ze 
> ” a ~ 


and dividers, micrometers, Za%es, speed 
indicators and many others. 





Send for Free Catalog No.20-A, prices, ete. 
THE L. S. STARRETT COMPANY 1 


“The World’s Greatest Tool Makers’”’ 


Athol, Mass. 
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Hardware Dealers, Attention! 


We want to introduce you to THE VANOPHONE, the 
greatest value in the musical world. A phonograph that 
plays 10 or | 2-inch records with a sweetness of tone and 
volume unsurpassed by any machine regardless of price, 
and the cost of a Vanophone is only $12.00, a most 
remarkable value. 








' 
o SILER EN s/s nah gc P 
f 


THE VANOPHONE IS 
: A MILLIONAIRE’S MACHINE 
AT A WORKINGMAN’S PRICE 


We have a proposition to submit to you that is right and your store 
_ is the logical place to display and sell this remarkable player. 











, | The Vanophone is a beautifully finished, finely performing creation, 
free, positively so, from metallic or barrel sounds, provided with a 
smooth running silent motor. 


The Vanophone is truly 


THE MUSIC MASTER FOR THE MASTERS 
and only $12.00 


Get lined up for the Holiday trade on this splendid money maker. 
Every machine sold under a positive money-back guarantee. We 
offer you complete sales co-operation. The Vanophone is a real 
winner. Complete descriptive matter and proposition by return mail. 


i THE GARFORD MBG. CO. 


| | 100 Olive Street ELYRIA, OHIO 
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ohnny H otto and the 
Zieh Rat j in the Wood Pile 


os Rd) som Abraham Lincoln said, ‘‘ You can foo) 

i . ew some of the people all of the time and all of the 

people some of the time, but you can’t fool 

Pal of the people all the time,” we guess he didn’t mean 

\ re trappers, because you can’t fool many of them any of 

the time. They are quick to smell a rat in the wood 
pile, especially if it is a muskrat. 


Not that anybody is really trying to fool the trapper—BUT~— 






Well, put it this way—If shrewd Johnny Hog-it-all finds'a gold 
mine, he keeps it pretty quiet. He doesn’t go hollering about it to 
all the neighbors, does he? Not at least until he has staked it out 
and registered it and is sure he can keep the profits to himself. 


Well, trapping this fall is goirig to be something like a gold mine; 
plenty of profit to those who get in:on the ground floor, 


You see the real facts are like this: The Johnny Hog-it-alls of the 
trapping business have got wind of the fact that the big fur buyers 
are pretty well out of furs. They know that the furs caught last 
season were only half of the usual catch; that the fur sales in 
London have been good ; that the importing of foreign furs has 
stopped, but they are not hollering about any 
of these things. They are shrewd enough to 
see that if they can keep the others from 
trapping, they can “‘hog’’ all the profits 
themselves. 


But the majority of the trappers are not so 
simple as to let the Johnny Hog-it-all throw 
them off the trail leading to this good trapping 
money. When there is: bacon frying in the 
trapping fire, they can smell it as far as the 
next one, and they can ‘‘bring home the 
bacon too’’ in the shape of a fat roll of bills, 
the profit on a line of traps of their own. 


ONEIDA COMMUNITY, Ltp., ONEIDA, N. Y. 


MAKERS OF NEWHOUSE, VICTOR AND ONEIDA JUMP TRAPS 








The Above Trapping Story 


will appear in the October issues of all the leading trapping publications. It in- 
terests the trap dealer because it emphasizes and brings home to the trapper the 
great change in fur buying conditions this fall, 

which will mean good prices for his furs. tee elle’ 


The trapper will be encouraged from every side to _ RIC 
put out a big line of traps. After a lean trapping pu zyC Ne 
year, he is sure to welcome this fatone. There is go- ‘ 
ing to be a lot of traps bought in your neighborhood. 


DON’T get caught without traps. 
It is up to mn : orca wie See, Ks lA 
ONEIDA COMMUNITY, LTD., ONEIDA, N. Y. 


MAKERS OF NEWHOUSE, VICTOR AND ONEIDA JUMP TRAPS 
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